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FULTON LEWIS JR. NOW ON AIR FOR YOU 
Your New Star Salesman for CHIMNEY SWEEP SOOT DESTROYER 


E very Sunday night, 6:45 to 7:00 P.M. EST., Fulton Lewis, Jr., 

one of America's foremost commentators on national affairs, is 

now selling Chimney Sweep—America's No. | Soot Destroyer— 

for you, over 188 Mutual Network Stations, coast-to-coast. Never : 
before has a soot destroyer been promoted by such a gigantic 

radio campaign. You be ready for big business and handsome 
profits from Chimney Sweep Soot Destroyer. 


How You Can Cash In! 





Tie in now with Chimney Sweep's big, new, hard-hitting Fulton 
Lewis, Jr., program by featuring and displaying Chimney Sweep 
—both the $1.89 and $1 sizes—in your windows and on your 
counters. Use Chimney Sweep's colorful window and counter dis- 
plays to remind people they need Chimney Sweep to help them 
get = furnace soot, and thus get more heat, full heat, from 
less fuel. 











ORDER THIS GREAT DEAL FROM 
YOUR JOBBER NOW! 


No. 1896 Key Dealer Assortment 
Here's the sure-fire Chimney Sweep deal that 
includes everything you need to ‘'clean up" 
handsome profits. You get: 





FULTON LEWIS, JR. 


One of America's Foremost Radio 
Commentators on National Affairs 


a ee eee oe 


Read Why Chimney Sweep 
Sells On Sight 













































| doz. 3-lb. cans—retail value ...........$12.00 
Cleans out soot from firebox, flues, 2 doz. trial-size |2-0z. cans—retail value.. .$ 6.96 
stovepipes, etc. Al h 
Saves fuel — saves heat — saves ag 4 tho 
money. You get back a oe i $18.96 } fronts 
Safe: non-inflammable. : 
Regular use helps prevent chimney : You pay only ..... «$11.38 fightii 
PR can use it — simple and ao&otle—r rl - Your profit margin ..$ 7.58 equip 
easy. YALI 
For use in coal and oil furnaces, coal YA 
and wood fireplaces, stoves. ‘ 
A proved volume-seller nation-wide. dedic: 
possik 
With the above fast-moving, and h 
high-profit deal, you also get thetic 
a handsome window display, a 
FEATURE ano DISPLAY sian i 
hand circulars or customer job v 
4 order cards for mailing en- ployn 
closures, and newspaper mats. 
CHIMNEY SWEEP coves od tre empl 
hi instan 
‘] Bo ‘] Cash in! Order now! eye. 
THE AND *8 SIZES } The 
by Y/ 
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Men who manned our guns 






Although unable to continue serving on the fighting 
fronts, many honorably discharged veterans are still 
fighting for the cause of Freedom by helping to produce 
equipment for the war effort at the home of the famous 
YALE Locks. 

YALE—pledged to war work until the wars end—is also 
dedicated to helping veterans find employment wherever 
possible. Yale’s employment manager, himself a wounded 
and honorably discharged Navy veteran, offers a sympa- 
thetic understanding of the veteran and his problems. 
Following Yale’s policy of trying to fit the veteran to a 
job which will cause him the least strain, our em- 
ployment manager has been able to find the proper 
employment for partially handicapped men—men, for 
instance, who have lost an arm or leg or the sight of one 
eye... or who suffer from tropical diseases. 

The 111 veterans of World War II recently reemployed 
by YALE feel that they have a moral obligation to help 


THE YALE & TOWN 


now man machines 
at Yale Towne 


their buddies at the fighting fronts . . . and we at YALE 
feel a moral obligation to help the discharged veterans 
who have already given so much to their country. 
Working together, we willbring Peace all the sooner— 
and, with Peace, will come our normal trade relations 


with you. 


The name YALE helfis make the Fale 


YALE PUTS 3 BIG SALES MOVERS INTO YOUR BUSINESS 





MANUFACTURING CO. 
STAMFORD, CONN., U. S. A. 
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for US to thank our Yanks! 








U.S. TIME Thanks You... 


OUR DOLLARS—and the dollars you turn in For your patience in waiting for the new watches 
Ler you sell EXTRA Victory Bonds—will and clocks soon to roll off our production line. 





thank the Yanks the way they want thanks! Frankly, it has taken longer to reconvert than we 
Your Victory Loan dollars will pay for bringing _ anticipated. 

our Yanks home again—for the hospital care so We can only say thanks . . . and promise that 

many need—make the GI Bill of Rights work— __soon retooling will be completed at U. S. Time. 

help get us all back on prosperous peacetime Then the biggest-selling line of watches in the 

financial footing. world will be back in your store . . . to meet 
So, for the last time, join US in buying and America’s pent-up demands for the best in time- 

selling all the Extra Victory Bonds you can! pieces . . . and to make new profits for you. 








Che United States Time Coxporation 


INGERSOLL « KELTON «© WATERBURY ¢ SAGA 


World’s Largest Manufacturer of Watches. Sales Headquarters: TIME 
International Building, Rockefeller Center, New York 20, N. Y. 
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WITH AN EYE TO THE FUTURE 


BUILD LEADERSHIP 
with Quality 


The winter-sports market is a growing one 
—with an unusually bright future ahead.... 
Identify yourself now with the best-known, 
fastest-selling line of skis and ski equipment 
in America—the NORTHLAND line. 

The Northland reputation for top-quality 
merchandise helps you develop—and main- 
tain—a substantial, profitable sales volume. 
For 34 years the Northland name has been 
the mark of ski excellence—a name firmly 
established by consistent consumer advertising. 

Feature the complete Northland line... 
ski bindings, poles, waxes, and other acces- 
sories .. . toboggans, snowshoes, and hockey 

sticks... Make your store 
winter sports headquar- 
ters. Build for a profitable 
future with NORTHLAND! 


NORTHLAND 
SKI MFG. CO. 


World’s Largest Ski Manufacturers 
30 Merriam Park « St. Paul 4, Minn. 
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Serve your market-- 


P and yourself- 
iF Yith 











What a job these new Preway kerosene ranges 
do with women — streamlined, compact, eco- 
nomical—loaded with powerful, persuasive fea- 
tures for cooking, baking and roasting that make 
a housewife's eyes shine and her heart beat faster. 


There's a merchandising angle for you, too, 
with Preway that you can't pass by ... a short, 
competitively priced line calling for a small stock 
investment, and balanced to meet every need of 








FRENTISS WABERS— 


2115 SECOND STREET, N.., WISCONSIN RAPIDS, WISCONSIN 


better. 
-EWAY' 





the market. Back of it is Prentiss Wabers —a 
pioneer leader in kerosene ranges and winner of 
four Army-Navy E awards for efficient, smooth- 


running production. 


Yes, Preway offers a 
real sales opportunity 
today and for the future. 
Write now for complete 
information. 
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A BIG MARKET=YOURS 
with LUND SKIS annv ACCESSORIES 


These people are your market .. . the thousands of skiing 
enthusiasts who flock to the hills with the first good snow. 

Let Lund prestige help build your winter sales volume. 
Let the Lund trademark be your key to handsome profits. 
Feature Lund laminated skis, money-making leaders for 
any sports department. Back them up with a complete ae. 
line of Lund ski equipment— poles, bindings, waxes, id 
and other accessories. Attract new customers with HM i 6 
sturdily built Lund toboggans, snowshoes, and ) 
hockey sticks. Lund is the only complete line of 
winter sports items carried by jobbers. Order 


from your jobber now. 
¢C.A.LUND Company 


24 MAIN STREET + HASTINGS, MINNESOTA 
LACONIA, N.H. 
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When customers aren't 





"a dime a dozen'! 


OU’RE going to have more customers than you 
know what to do with—customers who'll buy any 
appliance you carry—for a while. 
But when customers aren’t a “dime a dozen, when 
women demand quality at a price—and you ve got to 


make each sale count—how will you stand? 


Will the line of appliances you stock continue to 
bring customers back again and again? Continue to 
win new friends through top performance—and keep 
impressing old ones? People who are customers not 
only for related items in the line, but prospects for 


other good products you sell? 


We believe you'll find yourself on this sound and 
desirable footing when you sell Manning-Bowman’s 
“Quality Quins”—like the popular Smokeless Table 
Broiler shown above, just one of a famous family of 
M-B appliances, 

Today, Manning-Bowman means best to thousands 
of women. It has meant quality to housewives since 
1857. And dealers will tell you it’s meant More Busi- 
ness for them over the years. 


We feel you can look forward to more business in 
the years ahead—if your plans include Manning- 
Bowman. And right now’s the time to start planning. 


Manning-Bowman Means Best 


MERIDEN, CONNECTICUT 
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Long-Last lron-that-Wags- 
Percolator its-Tail 


THE LINE THAT'S ALWAYS IN DEMAND 


Twin-O-Matic 
Waffle Baker 


Toaster-with- 
the-Tester 


HARDWARE AGE 


nt Bs al 





NO 





i\GE 


it policy 
's protected profit p 
a your full profit: 


0 A 
7 5 
ow 
— 7 
Sp ae ape es 
ay ee, 
















1, Strikingly beautify; high. 

luster, ; heat-resistany glass, 

2. Smart han decoration, Up- 
Per and lower bowls. 

* Hingeg Plasti¢ decante, 
COver gq Cas y-grip Plastic 
handle. 

4, Plastic 
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P PATENTED Cory GLA SS 
FILTER ROD _ e amazing 
rod thas filters Coffee through 
Coffee, 
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popular, fast-selling 


all-year finishes 


of pre-war quality plus 


are back again— 


FLOOR & DECK MIRROLAC 
ENAMEL dhos ENAMEL 
The latest in Alkyds! 





















OUTSTANDING QUALITY 
Good news... sales and profit-making news .. . for —and selling — features 
of 
DEVOE FLOOR & DECK ENAMEL 


standing finishes in better-than-before quality — in and 
MIRROLAC ENAMEL 


every Devoe Dealer—the return of these two out- 


quantity that makes it possible to say “yes” to eager 
ELASTIC: These finishes withstand ex- 

customers. pansion and contraction—are ex- 
| tremely durable — downrighttough 
—withstand rain, snow, even 
Better-than-before quality, we say, for our Devoe lab- eS 
oratories worked night and day throughout the war 
Seidl 2 EASY BRUSHING: Exceptional self-level- 

to develop finishes for our armed forces—finishes that y) ing qualities. Keep @ demonstra- 
ion can in your store. cn a 

brush to your customer for a test — 


defied sun, wind, rain in all climates, under all con- oat e ce ca 





ditions. Out of this research and experience now come 














accentuated by depth of film. 


new developments that are paying off in p/us quality 3 a 
in post-war products. 


Among the first Devoe products to come to you with 


QUICK DRYING: Meets today's fast tem- 


this quality plus — that makes for sales plus and satis- po. Rapidly becomes dust-free, 
4 thus giving added insurance to 
faction p/us—are these two famous finishes. Stock them i ~ cxf oth damaaeaa 


. display them... let your customers know that 


: Exceptional 


you again have their favorite finishes: DEVOE Floor 5 a a 
& Deck Enamel and Mirrolac Enamel. ne ome 





FIRST AVENUE, NEW YORK 
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PULL THE KNOB— 
IT DROPS AWAY 


PUSH THE KNOB—IT SETS IN CUTTING POSITION 


USE IT ON THE WALL 
TAKE IT OFF — USE IT ANYWHERE 


We are proud to present our new “QUINTUPLET”’ 
DROP-AWAY CAN OPENER. In its production we 
have combined BEAUTY with UTILITY — engineered 
it scientifically for EASE of OPERATION and DURA- 
BILITY — designed it for EYE APPEAL. 


EYE APPEALING —FAST SELLING 
MODERATELY PRICED —PROFITABLE MARGIN 
FAIR TRADED 


Complete Line of Household CAN 
OPENERS. Sold through jobbers. 
Ask your Jobber’'s Salesman 


CAHIL MANUFACTURING Co. 


611 BROADWAY, NEW YORK 12, N.Y. 
GUARANTEED 5 YEARS 
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t | Bring én ln — 
and Bring ttm Back 


Yes, G-E Lamps really bring in the customers and bring 





’em back again and again. This means greater profits for 
you ... more money in your pocket. Here are three main 


reasons for the increasing popularity of G-E Lamps— 





> 


G-E QUALITY. The consistent, never-failing quality 
of G-E Lamps, protected by over 480 tests and in- 
spections during lamp manufacture, assures your 
customers complete satisfaction. 





DISPLAYS. G-E has prepared a series of powerful 
sales-compelling displays which tie-in effec- 
tively with G-E advertising to help you sell 


more and more G-E Lamps. 








It’s no wonder that G-E Lamps sell so fast 


and so easily. These three reasons alone 





ADVERTISING. This year, national magazines such as the show why so many people insist upon G-E 
yy POST, LIFE, TIME, etc., a nation-wide newspaper Lamps ... why so many more people buy 
campaign and the great G-E Lamp radio show, The General Electric Lamps. 








Hour of Charm, will carry over 700,000,000 G-E 


sales messages to your customers. 
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wit not spill 
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by weather 
| no cleaning 
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THE s 


EE Hi TERS AS 





MODEL 
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THE MODERN PUSH BUTTON SEASONER 


with automatically FOR A MODERN WORLD 


measured quantity 


More than two million pairs of the Patrician, 


Cottage and Patio Push Button Seasoners 
of salt or pepper 


have been sold. Here is the push button 
principle in modern styling. 


: design 


Suggested retail price 504 
per pr. 


to match 


THE CHANGE FROM 


your California pottery wae te Santee 7 j 
3 
to accent ; | 
PRODUCTS 
your finest china STYLED IN CORRECTLY ENGINEERED PLASTICS 






i Oe ER ae 


Los Angeles 44, California 





HARDWARE AGE 





evel 
has 

Lau 
tren 
mot 


BEAI 





NO 


AGE 











HS IS OS ed 


CORR Le, 


ate ATA 


Bcd oe: 





The Westinghouse Combination Kitchen-Laundry 


Offers Retailers an “‘Exclusive’’ Promotion 


No development in electric appliance history 
ever received such enthusiastic acceptance as 
has the Westinghouse Combination Kitchen- 
Laundry. Retailers have been quick to sense its 
tremendous cash register possibilities. By pro- 
moting it they will be able to sell an increased 


volume of Westinghouse appliances and home 
equipment. Practical help is ready in the form 
of a complete local promotion which ties 
in with the magazine and radio advertising 
now blanketing the country. Here’s what the 
promotion package includes: 


BEAUTIFUL WINDOW DISPLAY features Combination Kitchen-Laundry. Has three dimension cutout features. 


FULL COLOR CONSUMER FOLDER for duplicating the Combination Kitchen-Laundry. Construction, equipment 
and wiring details included. 


JUMBO WALL POSTER reproduces in full color illustration shown in magazine advertisement. 


WINDOW STREAMER invites prospects into retailer’s store for free planning folder. 


NEWSPAPER AD GUIDE contains complete ads as well as drop-in units featuring the 


Combination Kitchen-Laundry. 





FULL DETAILS 


AND 


GET THE 
OF THIS 
HOT PROMOTIONS FROM 
WESTINGHOUSE 





OTHER 








YOUR 
APPLIANCE DISTRIBUTOR 











Guewy house reeds 
Westinghouse 


MAKER OF 30 MILLION ELECTRIC HOME APPLIANCES 





WESTINGHOUSE ELECTRIC CORPORATION «+ Plants in 25 Cities... Offices Everywhere +» APPLIANCE DIVISION +» MANSFIELD, OHIO 


aay 


a id @ 





Tune in John Charles Thomas, Sunday 2:30 EST., N.B.C. + Hear Ted Malone, Monday through Friday, 11:45 A, M. EST., American Broadcasting Company Network 


NOVEMBER 8, 1945 


15 








ODER 


cath: ere SPRINKLER_ 


PATENT . 
APPLIED FOR 





SPRAYS Uniformly 
30 FEET! 


No Dry Spots ! 


Lasts a lifetime! All metal and nothing to 
get out of order! Not a single working 
part and there’s no place it can clog up. 
Fool proof—it ALWAYS works. Centrifu- 
gal force of water does all the work 
and it works at any water pressure. 


YODER MANUFACTURING COMPANY 


1353 FIRESTONE BOULEVARD 
LOS ANGELES 1, CALIFORNIA 






PHANTOM VIE 
ARROWS SHO-¥ 
FORCE OF WATEF 





AT A LOW 
RETAIL PRICE 


of Ade with 
A VERY 


PROFITABLE 
MARK UP! 


Onder <a golber | 





IMMEDIATE DELIVERY 
or later delivery date if desired 





| Hyarduanre dealers 
OMALLEY VALVE CO. 


Inexpensive line of improved — AUTOMATIC —Self- 
Centering Yalve and Faucet RESEATERS ON THE 
MARKET. 


Renews worn or scale encrusted valve seats with 
patented cutter head that rolls brass away and pol- 
ishes at the same time leaving no scratches and 
insures a flat bearing surface for new washer. 


THIS IS THE FINEST LINE OF FAUCET & VALVE 
RESEATERS SOLD WITHIN MANY DOLLARS OF 
THEIR PRICE. 


2-X (Illustrated). Takes List Price 
care of ¥%", 2", %e" and ~ 


¥%4" faucets. No downward ” 
hand pressure is needed 
during reaming process; an. C 


adjusting nut and the 
threaded shank provide’an Each 
automatic feed. 


Leading jobbers through-out OTHER POPULAR MODELS OF O'MALLEY 


United States and Canada are 


handling this line— Order from VALVE & FAUCET RESEATERS IN DEMAND . . 


them direct. If your jobber does 
not carry the O’Malley Line of O'MALLEY DELUXE MODEL... 


u d hi 
a” er Accommodates 3", '/2", 54" and 34" faucets, 


AVAILABLE FOR PROMPT equipped with long shank to take care of built-in 
DELIVER Y--- tubs and showers. List Price 


Packed i rt of 1 te 6 do ' 
ens Seniadiee leading the Tovar O'MALLEY RED-HEAD MODEL 


and Plumbing jobbers every- Accommodates 3", '/2", 5%" and 3,"" Faucets as 


where. %" we " " ° ° 
en well as 34", !/", 34" and 1" Jenkins Disc Valves. 


IN CONSTANT DEMAND List Price 


EDWARD O'MALLEY VALVE CO. 
7604 GREENWOOD AVE. CHICAGO, ILL. 


CANADIAN REPRESENTATIVE 


DORKEN BROS. & CO. 
408 McGill Street Montreal, Canada 
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SCIEN 
NEW AND BETTE 


..- SUPER-EXCHANGER” 


CE HAS NOW PRODUCED A 
R WATER SOFTENE 


R MATERIAL 


Softens Water ...Removes Iron...in one operation 


Makes ONE CALL Sales Easy 





Red Jacket’s Research 
xelotmeoleelamin 
development of new 
Wohi-Taraelaleitilelaliate) 
equipment with 
these PLUS features 


Greatest Capacity. Super-ex- 
changer has more than twice the 
softening capacity of standard 
Zeolite. 

Rapid Softening. Now makes 
possible conditioning water up to 
60 grains hard with standard equip- 


ment. 


Iron Removal. Super-exchanger 
has high capacity for iron removal 
while softening. 

Durability. Super-exchanger not 
affected by high alkalinity, acid or 
low silica waters. 

Equipment designed for simple 
regeneration, filtering while sof- 
tening, and attractive appearance. 





= s= 













PROFIT FROM RED JACKET’S 


ONE CALL SALES PLAN 


Super-exchanger makes a One Call sale possible 
for Red Jacket dealers by means of these tools. 


TEST KIT 
SIZE SELECTOR 


Now you can sell twice as many water soften- 
ers ... sell them faster and sell them easier. Red 
Jacket Super-Exchanger makes it possible to 
close the sale on the first call. This simple but 
efficient Test Kit and Size Selector enables Red 
Jacket dealers to make the analysis, select the 
correct size and close the sale in one stop. Try it! 

For full details on how to sell Red Jacket 
Water Softeners in the new One Call way, 
write Department 23 today. 


RED JACKET MANUFACTURING CO. 


DAVENPORT, IOWA 








‘ 
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Featuring a full line of PUMPS for shallow and deep wells, and WATER SOFTENERS 
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These are the 
qualifications for 


success with 


If your store has these qualifications: 


1. Location in a city of 5000 or more. 
2. Satisfactory financial rating. 

3. Desirable location. 

4. Adequate store traffic. 


5. Facilities for display. 


Woodworking is one of the fastest-grow- 
ing hobbies.in America. In years preced- 
ing the war, hobbyists bought tens of 
thousands of scroll saws, lathes, band saws, 
circular saws, drill presses, and other 
power tools. Delta grew steadily, even 
during the low years of the depression, 
and today stands as the world’s largest 
builder of light power tools. 

The war has only interrupted the tre- 
mendous growth of this hobby. Delta, ad- 
vertising steadily even though it had no 
merchandise for the hobbyists, has been 
flooded with requests for information on 
the hobby and on Delta Homecraft Power 
Tools. A recent survey by an impartial 
research organization reveals a tremendous 
potential market and also establishes be- 
yond doubt the head start that Delta and 
its dealers will have when materials are 
again available for civilian production, 


Tie up with the leader 
To achieve leadership in any field, it pays 
to join forces with a leader. And Delta 
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6. A stock of hand tools. 


7. Ability to reach logical prospects: 
woodworking hobbyists, upholster- 
ers, cabinet makers, etc. 


8. Freedom from conflict with any 
established dealer. 


is the Number 1 name in the field of 
light power tools. It has a reputation for 
quality which is expressed in the accuracy, 
dependability, and safety of the tools 
themselves. In countless war plants, aboard 
ships, and in shops on all the war fronts 
of the world, Delta has proved its right 
to this reputation. 


Delta does its part 
National advertising, appearing every month 
in mass-circulation magazines (like This 
Week and Parade) and in the “fan” mag- 
azines (like Popular Science and Popular 
Mechanics) keeps the Delta story before 
millions of people, including many of your 
own customers. Colorful point-of-sale ma- 


REG. U.S. PAT. OFF 


MILWAUKEE 





Delta offers you 
these opportunities: 


1. Good profit on a large unit of sale. 
2. High rate of turnover. 
e Continued repeat business. 


4. Large volume of sales of acces- 
sories and related items. 


5. Creation of additional store traffic. 


terial, free booklets, books of plans and 
projects — all help to stimulate interest 
in the hobby and in Delta tools, These 
things mean easier selling and more profit- 
able operation for the Delta dealer. 

The Delta franchise itself is valuable. 
Delta franchises are restricted to a limited 
number of dealers in each general trading 
area. Delta refers direct orders and in- 
quiries to dealers, refuses to sell direct. 

Check the qualifications listed above. 
If they fit your store write us today and 
ask for full details on the Delta dealer 
franchise proposition. 


The Delta Manufacturing Co. 


752M E. Vienna Avenue Milwaukee 1, Wis. 


=. Homecraft Power Tools 
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*Trade Mark Reg. U. S. Pat. Off. 
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Over-Counter Sales 
Follow STANLEY Leade 


+r Lelie our sales off Stanley 
He yotume s0lA ¢ 


says Harry Appleton of the 
Murta-Appleton Company, 


Philadelphia, Pa. 


Based on a 57-year record of sustained demand, Mr. 
Appleton’s expectation of doubled or tripled sales of 
Stanley Hardware in the post-war years gives promise 
of handsome retail sales over the counter. 

“The Murta-Appleton Company was founded in 1889 
by my father, John L. Appleton, and my present partner, 
John L. Murta. We are completing our 57th year in 
business, and all during these years have sold and rec- 
ommended the various types of hardware made by The 
Stanley Works. We have always been particularly pleased 
with our business relations with them, and hope this feel- 
ing is mutual. During each of these 57 years, we have 
sold Stanley Hardware to the amount of $30,000 to 


by 2 083 D0, 


Whe nisl tt a past Ven tants 












$100,000. The majority of sales are to contractors, build- 
ers, and architects; perhaps 20% are retail. We have, in 
our sample room, not only display boards of Stanley 
Hardware, but also show its application on actual doors 
and cabinets. In this way, when an architect and his 
client are selecting hardware, the particular items made 
by The Stanley Works are at all times before them. I 
believe our sales of Stanley Hardware during the next 
ten years will surpass by 2 or 3 times the volume sold 
during the past ten years.” 

The bright prospects for quality hardware embodied 
in this statement of a successful hardware man explains 
the widespread interest in the Stanley line. 


THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT 


STANLEY 


TRADE MARK 
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MILLERS FALLS 
pcre e 


the Meaning of This 
During the War Years 


Millions of Americans used Millers Falls 
Tools on the production front and the 
battle front. Many thus made their first 
acquaintance with these fine tools. 
Others confirmed an acceptance which 
they had long known. 

New users and old alike learned the 
meaning of the Millers Falls slogan — 
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“One Thing in Common — Quality!” 
Which means something important to 
you, the retailer. 

It means that when you stock the 
Millers Falls line, you SELL a line with 
acceptance. Plan now’ to offer the line 
that is made up of fast-moving items 
only, to fill every tool need. 





Millers Falls Company - Greenfield, Massachusetts 
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HOW a Wyrterace* Steel Tape. Your customer 
will take’ it every time. Show him how easy 
to read the jet black markings on the white back- 


ground are—in the brightest glare or in hardly 


any light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust-resist- 
ing and hard to kink. Ask your jobber about 
WyTEFACE Steel Tapes and Steel Tape Rules. 


*Trade Mark. Wyrterace Steel Tapes and Tape Rules are protected 
by U.S. Pat. 2,089,209 
FAVORITE* WYTEFACE 
STEEL TAPES 


For carpenters, masons, builders, electricians, 
plumbers, steamfitters, contractors, architects. For 
the farm, store or home. % inch width. With or 
without “K & E End Fastener for one man measure- 
ments”. Hard-wearing black leatherite case with 
nickel plated mountings. Four lengths — 25, 50, 
75 and 100 feet. *Reg. U. S. Pat. Off 


Drafting, Reproduction, Surveying 
oft. a Equipment and Materials, 





Slide Rules, 
Measuring Tapes. 


TIP TOP* WYTEFACE HANDY} WYTEFACE 
POCKET STEEL TAPES STEEL TAPE RULES 


Y%-inch width. Handsome chro- Ya-inch width. Semi-rigid. Blade 

mium-plated case convenient for can be replaced in a moment, with- K E U FFE L & ESSE R co. 
pocket or handbag. 36 and 72 out taking case apart. 72 and 96 EST. 1867 

inches. *Reg. U. S. Pat, OF. inches. tTrade Mark NEW YORK - HOBOKEN, N. J. 


CHICAGO «+ ST. LOUIS + DETROIT - SAN FRANCISCO 
LOS ANGELES » MONTREAL 
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Here’s a popular threesome that will keep your cash register 
active throughout the Spring and Summer. Make sure you have 
enough of each product on hand when the demand starts. 
Léma, The Quality Plant Food that has given such amazing 
results, time and again, when used on Lawns, Trees, Shrubs, 










Fruits, Flowers and Vegetables. Available in a 5-10-5 formula. 7 

Léma Turfood, a high nitrogen plant food for established pe 
lawns, trees and shrubs. Over 50% of the material supplying cc 
nitrogen in Léma Turfood is organic. —Syk 





of sale 





And Léma 2-in-1 Dust, the double-purpose Insecticide- 
Fungicide that works miracles on Flowers and Vegetables. 












h 


TENNESEE CORPORATION 
61 Broadway, £™® New York 6, N. Y, 
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YOU'RE A 
SYLVANIA MAN! 


and FLUORESCENT LAMPS! 


quality of Sylvania products is recognized by 
people everywhere thew know they’re getting the 
best when they ask for Sylvania! 
Find out today how readily you can become 
a Sylvania dealer. It could mean profits for 
you. Sylvania Electric Products Inc., Salem, 
Massachusetts. 


—SYLVANIA ELECTRIC BULBS 


Thousands of Sylvania dealers have sales records 
es. that profits await the retailer stocking 
'vania electric light bulbs and fluorescent 

~ s! 

| ey know that Sylvania products sell fast 
Bw ba advertising ~——— ns and point 
of sale units see to that. Besid es, the high 


YLV, 
ELECTRIC 


MAKERS OF FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES; ELECTRIC LIGHT BULBS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES 
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YOU MEAN | WON’T HAVE 
TO BEND OVER SO OFTEN? 
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More than ordinary Nyion! More than hog bristle! Experts nent wave” were proven to pick up more paint than ordi- 
of the independent research laboratory weighed the exact nary nylon brushes... even more than best quality natural 
amount of paint picked up by all three kinds of brush. In 


bristle brushes—by actual weight! No wonder we say—this 


repeated tests, Rubberset Nylon Brushes with their “perma- brush will enable a painter to do better work with less effort. 


Rubberset Company—56 Ferry St., Newark 5, N. J. * Factories: Newark, N. J., Gravenhurst, Ont., Canada * Branches: Los Angeles, Cal., St. Louis, Mo. 
$6 HARDWARE AGE NOVI 
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Right! Because your Rubberset Nylon Brush’ will 


pick up more paint! 


pr and brush . . . dip and brush . . . Ever real- 
ize how much of a painter’s time’ and effort go 
into the simple act of dipping his brush into the 
paint? 
But dipping time will be definitely reduced 
with the new Rubberset Nylon... the brush with 





Mh 


HERE’S WHY! Ordinary nylon bristle is 
straight, like “A” above. So, ordinary nylon 
bristles lay together, without open spaces 
between the bristles. 

But natural China hog bristles have a 
characteristic curved shape, as shown by 
“B”. Curves provide open spaces between 
bristles to hold the paint. 

Now look at the “permanent wave” or 
series of crimps in “C’”’, the Rubberset fila- 
ment. These waves provide more open spaces 
—scientifically placed to give the brush best 
possible pick-up. This skillful blend of 
curved nylon filaments is an exclusive Rub- 
berset development. 
















RUBBERSET 


NYLON BRUSHES 


The Brush with the Permanent Wave 
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the “permanent wave.” For independent labora- 
tory tests clearly prove that this new wonder 
brush picks up more paint than any other top 
quality brush tested—nylon or hog bristle. 

The diagram below shows you why. What it 
does not show is that this same brush also lays 
down a smoother, more uniform film than that 
laid down by the finest natural bristle brushes. 

"Patent Applied For 











Lasts Longer. Yes, it's the same great 
brush that laboratory tests proved 
will last up to 5Y2 times as long... 
that needs no breaking-in, because 
it's made with patented chisel tip. 





NOW AVAILABLE! 


For the present, in limited quan- 
tities and styles. See your whole- 
saler or dealer. Or write us for 
name of your nearest Rubberset 
distributor. 








“The Man Who Knows 
Says Rubberset”’ 






Oval Varnish Brush 
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PURITAN CORDAGE MILLS. INC., LOUISVILLE, KY. e MANUFACTURERS OF SASH CORD, CLOTHES LINE AND BRAIDED AND TWISTED COTTON CORDS T 
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his emblem 9D D 





and this trade-marr » 





... join forces for peacetime production 


The above emblem can only be worn by honor- 
ably-discharged war veterans — men who have 


served, with glory, the cause of Freedom. 


These war veterans will play a big part in pro- 
ducing the famous YALE lines of locks, door- 


closers and hardware for your customers now 


; that Yale & Towne has resumed making these 
In ever-increasing numbers, these proud emblems 


‘ ‘ roducts for peace. 
are being seen in the ranks of the men who are P P 





helping Yale & Towne turn out materials needed tue wame YALE HeLps MAKE THE SALE 


for peaceful purposes. Under the supervision of YALE PUTS 3 BIG SALES MOVERS INTO YOUR BUSINESS 


an employment manager who himself wears a 








discharged veteran's emblem, these men . 
some wounded, some partially handicapped . . . 
are working at jobs that embody the least possi- 


ble strain. 


MANUFACTURING CO. 
STAMFORD, CONN., U. S. A. 


THE YALE & TOWN 
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FOR GLASS REPLACEMENT | 


WOWS THE TIME 
70 SELL WINDOW GLASS 
WHEN FOLKS NEED 17! 
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COLD WEATHER 
MAKES 


Gal yj 
aye 


GO-GETTING 
HARDWARE DEALERS 


It’s a national trait that most-people wait until 
the last minute to do things. Yet, in the case of 
Window Glass replacement, this habit can oper- 
ate to the advantage of the Hardware Retailer. 

When cold weather arrives, many Hardware 








Dealers make up new window displays calling 
attention to the need for immediate replacement 
of cracked or broken windows and damaged storm 
sash glass as a protection for family health. With 
most dealers carrying an adequate stock of win- 
dow glass, they are able to cash in on this sea- 















Hit 
Keep vain 
‘| SWOW ou 





BROKEN 
GLASS 


sonal business and obtain extra glass profits. 

Of course, Hardware Dealers know and appre- 
ciate the superiority of Quality Window Glass 
made by Libbey: Owens: Ford. They know that 
it’s flatter, has less distortion...that, because of 
L-O-F’s longer annealing process, it cuts easier, 
with less breakage—and, therefore, is more prof- 
itable. If your stock of window glass is low, 
simply telephone your L-O-F Distributor. Libbey- 
Owens’Ford Glass Company, 38115 Nicholas 
Building, Toledo 3, Ohio. 


Keep on Buying Victory Bonds! 











LIBBEY: OWENS ° FORD 
a Gneat ame in GLASS 
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NEW Gt PROMOTION PACKAGE 


---to help you cash in 





on the 








We’re backing you up with 


sell-packed magazine ads! 





Striking color pages, like this, run regularly in these 
Magazines... 

Collier's (reaching 2,799,664 people 

Parents’ (reaching 772,632 parents of small children 

W oman’s Home Companion (reaching 3,698,678 women) 


Farm journal (reaching 2,534,619 farm readers) 
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G-E Home Laundry Line! 


Yes sir—you’re back in the home laundry business! 


And General Electric is all out to help you make it the 
biggest, most profitable home laundry business in the history of } 
appliances! 


We've prepared a complete new G-E Promotion Package. 
Everything you'll need to get back in the home laundry business 
with a bang. Mammoth displays. Demonstration ideas. Direct 
mail. 


And we're right there with up-to-the-minute advertising, too. 
All through the past years, we've been advertising in leading 
magazines and on the air, to the huge market that’s waiting. 
(Results of 20 authoritative surveys recently compiled by G-E 
show 3,145,000 people want home laundry appliances. ) 


Now it’s up to you to show ’em and tell ’em 
you have wonderful new General Electric Home : 
Laundry equipment. Ask your G-E distributor for 
your back-in-business kit—today! It’s well worth ; 
its nominal cost. General Electric Co., Appliance 


& Merchandise Dept., Bridgeport, Conn. 


Here’s what you get in this 
whopping-big G-E Self Starter Kit 


2 window or store displays of Washer—actual size. 
(First one shown here.) Side cards featuring “G-E 
House Party” and laundry equipment e¢ Store 
Merchandiser—one-sheet poster size (Handsome 
wooden frame, equipped with ads for merchandis- 
ing) e Demonstration Kit e Dealer Mats e 
Direct mail folders on rotary ironers, flatplate 
ironers, dryers, full line ¢@ Booklets e¢ Dealer 
catalog ¢ Handbook pages e Vest pocket note- 


books. 


And a radio show that’s a “‘pulleroo!” 


It’s “The G-E House Party”—a new daytime idea— H 
packed with fun, games, and thrills. (Monday through 
Friday, 4 p. m., E.S.T., CBS.) 

Art Linkletter as master of ceremonies has proved 
to be the hit of the daytime shows. Millions listen! A 
coast-to-coast audience, including your customers, who 
get entertainment, generously mixed with first-hand, 
up-to-the-minute information about G-E Home Laundry 


equipment. 


“THE APPLIANCES MOST WOMEN WANT MOST” 


HELP WIN THE PEACE—BUY AND HOLD VICTORY BONDS 


GENERAL @ ELECTRIC 
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Your Customers 
Want Wheeling Quality 
for their Homes 


For 55 years Wheeling has successfully served the farm, 
home and factory. The quality represented by the Wheel- 
ing Red Label is your assurance of profitable good will. 


WHEELING CORRUGATING COMPANY 
WHEELING, WEST VIRGINIA 
New York « Philadelphia « Chicago « St. Lovis « Richmond « Atlanta 
Kansas City « Minneapolis « Buffalo « Louisville + Detroit 


Boston « New Orleans « Cleveland 
Pittsburgh « Houston 


~\ Wheeling } 


CORRUGATING COMPANY 


CHECK WITH YOUR 
WHEELING REPRESENTATIVE ON: 


VGalvanized Metalware Y Stove Pipe & Accessories 
v Furnace Pipe & Accessories Y Roofings, Valleys, 
Gutters VTerne Rolls VWire Nails VCut Nails 
“Lead Headed Nails Wire Fencing 

V Galvanized Wire Vv Barbed Wire 

V Black Annealed Wire Clothes Line Wire 


V Galvanized Sheets V Galvanized Siding AN itmaluate 
‘ ag OE 
we . > erat W nd > 


HARDWARE AGE 





DEALERS WISE BOOST SIMONIZ 


because it sells so well—pays 
so handsomely for any space 
and sales effort they give it. 
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And... Dealers’ Profits 
Step Up Faster and 
Faster Every Day! 


Yes, housewives have caught on fo the fact that Simoniz 
is at least as valuable inside the home as on the family 
car. So, a great new market has literally created itself, 
more than doubling your opportunities to sell SIMONIZ. 
What’s more, the further growth of that market is by no 
means left to chance. By radio, newspapers and mag- 
azines, the whole nation’s housewives are being reg- 
ularly and powerfully informed about the time and 
labor they'll save by using Simoniz Kleener and SIMONIZ 
to beautify furniture, woodwork, appliances or anything 
in their homes that is painted, varnished, lacquered or 
enameled. 


More Used on Cars, Too! 


In addition, sales of Simoniz for automobiles are also 
at an all-time high and still growing. Use on cars en- 
courages use in the home and use in the home encour- 
ages use on cars. Either way—Simoniz makes good— 
makes friends—makes repeat sales a certainty! All the 
more reason why you should make sure you always 
have plenty of Simoniz Kleener and SIMONIZ on hand 
—displayed so boldly that every customer will have to 
see them. Why not check your stock right now? 

THE SIMONIZ COMPANY, CHICAGO 16, ILL. 











Maqic-flo 
Lyric 


4 8-CUP 
Ban TOR 4 REF 
Zrcewes UND oF Wp 
* Guaranteed by ~ 
Good Housekeeping 


No IF DEFECTIVE OR we 
AS Apvenristd THES 


Magic-flo Lyric, the coffee brewer of outstanding beauty, first won 
approval of wholesalers, dealers, and housewives from coast to 
coast by its high standard of quality and distinctive appearance. It 
has retained high favor by such rare features as these: the added 


height of upper bowl, unusually wide neck, double duty plastic Magic-flo 


cover, improved multiple filter. MULTIPLE ff 
FILTER ff 


And now, we are happy to announce, the Magic-flo Lyric has earned 


the GOOD HOUSEKEEPING Guaranty Seal. 


— Our constant aim is to keep our high standard of excellence, makin 
s' Soot 
ee: * 


Jer improvement in design whenever possible, to insure continued cus- 
moe® 


tomer satisfaction and to increase sales for dealers and wholesalers. 


GENERAL CONSUMER PRODUCTS, INC. 7 COND 


4619 North Western Avenue ° Chicago 25, Illinois 


The Magic's in the Tilter ! 
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SELLS 28 TO 1 
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Leading jobbers from coast to coast are now taking orders for the PAL Baby Walker 
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THERE IS 


SATISFACTI ON ann PROFIT 


IN SELLING 


“TEDDY” 


LAMBSWOOL 
PRODUCTS 


ORDER OUR FAMOUS © 
“TEDDY” WAXER 


with CHANGEABLE “LAMBSWOOL” pad, 
hardwood threaded handle and hardwood 
block, designed for heavy usage. Now avyail- 
able in four sizes: 


A10X— 8x2 at $3Y-00 © Retail 


A20X—11x2 a $3.25 “ 


A30 —13 x 2% at $2.00 “ 
A40 —16x2%,4 $2.25 ‘ 


e®ee 
ORDER OUR FAMOUS 
“TEDDY” WALL DUSTER 


of extra long “lambswool” available 
in two sizes: 


WD1 — 12” Wide, 48 
long handle = $1 25 Retail 


WD2 — 15” Wide, 48 


long handle at $4. 7S Retail 


ORDER FROM YOUR-.JOBBER 
IF NOT AVAILABLE CONTACT US 


STANTON SUPPLY CO. 


137 FEDERAL ST. BOSTON, MASS. 
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ONTHS and months ago, 

Gerity set some of America’s 
finest designers to work planning 
the new lines of Gerity household 
chrome. Today these designs are 
ready—refreshingly beautiful. 


But even more important, all 
Gerity household chrome is now 
guaranteed for life. It will not 
break, crack, peel, check ortarnish. 


Sparkling new packages and strik- 
ing new counter, window, floor 
and wall displays all add to the 
saleability of the Gerity lines. 


With new building getting under 
way, be sure to order your Gerity 
Lifetime Chrome. Write today for 
Catalog Supplement No. 6 on your 
business letterhead. 


EIA 2 SERED ENE SECS! 


Counter Display No. 363 


One of the six striking slays of the Gerity Dover lin 


GERITY-ADRIAN MFG. CORP. 
ADRIAN, MICHIGAN 
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A new epoch-making advance, created by 
Littelfuse to meet an urgent need in hospi- 
tals for nervous war casualties. NITE-T- 
LITE plugs into any light socket. Gives a 
soft, soothing, yet revealing glow. Just 
plug it in where needed and forget it. Burns 
the clock around for 5,000 hours or more. 
Costs less than 1 cent a month for electric 
current—and sells at retail for only 29c. 
Every home and building of any kind needs 
one to a dozen NITE-T-LITES. Write at 
once for our proposition to distributors 
and dealers. Address Littelfuse, Inc., 4757 
Ravenswood Ave., Chicago 40, Illinois. 


CAFETERIA-TYPE SELLING 
Littelfuse. Nite-T-Lite is indi- 
vidually carded and comes in 
self-service displays as illus- 
trated. Write, wire or phone 
for our money-making prop- 
Osition to distributors and 
dealers. 
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ANOTHER PRODUCT OF 


ELF USE 
Qucorporaled, 
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HAT’S BEHIND THIS PLASTIC SCREEN 


Behind screen from SARAN there is new opportunity for the hard- 
ware merchant, new satisfaction for home owner and builder. This 
Dow-developed woven plastic has built-in qualities of beauty and 
durability which will bring new customer-demand, greater sales 
volume to you as large-scale building is resumed. Rust and rust 
stains are unknown to this staunch material. Saran screen stands 
up against corrosion, dampness, snow, cold, acid fumes. It is 
even impervious to the effects of moist, salt air. It proved that on 
war duty in humid Pacific jungles, Saran also has these advantages 
over metal sereen: It won’t sag or break, admits more light, can be 
cleaned with a damp cloth, requires no painting. Behind Saran 
stand years of research by Dow—an assurance of better products 
at‘low cost. Screen made from Saran is produced in finished form 
by skilled fabricators and manufacturers. Dow makes the plastic 
material. Screen from Saran means quicker demand, faster turn- 
over and bigger profits for you. 
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LLING Stock now for your sales next spring. 
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ANOTHER PLACE WHERE PLASTICS PROMOTE PROFITS 


Hardware and other merchants ‘can look forward:to big profits from 
the sale of screen made from Saran. It promises to be first choige for 
postwar homes, factories, and public buildings. 


THE DOW CHEMICAL COMPANY ¢ MIDLAND, MICHIGAN PLA eT izk6 te 


New York © Boston « Philadelphic « Washingion « Cleveland «+ Detroit 
Chicago «= St. Lovis = * Houston . Son Francisco 8 * les Angeles + Seattle STYRON + STYRALOY - ETHOCEL 
ETHOCEL SHEETING + SARAN - SARAN FILM 
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There’s nothing as satisfactory as woven _ keeping soiled linens free of odor, free ® 

fibre for hampers... Pearl-Wick’s great from damp. f 
acceptance in homes proves that! This self-ventilation is just one of the 
Pearl-Wick woven fibre, made onour __ basic features of consumer acceptance 
own looms, permits—by actual tests— that makes Pearl-Wick the leading 

four times as much air to flow through, ay with smart merchandisers. 
¥ 


PEARL-W 


1Ck 


Self-Ventilating hampere 


PREFERRED BY MORE WOMEN THAN ANY OTHER HAMPER MADE 


ie 


AS. 
















PEARL-WICK CORPORATION. LONG ISLAND CITY 2, N. Y. 








HARDWARE AGE 











= 
as 
a = 
4 
* 
= 
¢ 
¢ 
& 
® 
a 
& 
oJ 
2 
s 
et 
* 
° 
° 
s 
a 
~ 
: 
3 
a 
Ld 
& 
J 
a 
e 
? 
e 
- 
eee 


JOF 


NOVI 








fe NT EGE RECENT 


ESE 








AGE 















To Household Equip 


ment Manufacturers 





The makers of Johnson's Wax 


COMWUWIOWNICE . « « 


WA X-O-NAW 








(The patented WAX-IMPREGNATED enamel) 


‘is now available 
for your products! 


Your objective now... must be to launch and sell 
products of maximum efficiency and maximum 
beauty. You may not be able to put into effect im- 
mediately great changes in product design and 
performance characteristics. But nothing need 
now prevent you from immediately giving your 
product the finest finish ever formulated for house- 


hold equipment. 


Because women buy with an eye for beauty, 
W AX-O-NAMEL appeals instantly. To the eye its 
soft lustre is utterly unlike that of any other finish. 
To the hand, WAX-O-NAMEL has a satin smooth- 
ness. Along with its virtue of beauty, WAX-O- 
NAMEL gives extra protection: in the home it 


keeps its good looks longer and is easier co clean. 


JOHNSON’s WAX-0-NAMEL 
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Trademarks Reg. U. 8. Pat. Off, 


WAX-O-NAMEL presents no production problems, 
It may be applied and dried by any conventional 
method. 


Give your products the extra sales magic of a factory- 
applied WAX-O-NAMEL finish. A Johnson repre- 
sentative can give you full information about this 
amazing product without taking up too’ much of 
your time. 


MAIL THIS COUPON TODAY! 


S. C. JOHNSON & SON, Inc., Dept. HA-115 

Product Finishes Department, Racine, Wisconsin 
Gentlemen: Sure, I’m interested in WAX-O-NAMEL, 

and would like to talk to a Johnson man. I would also 

like to have a copy of the WAX-O-NAMEL brochure, 

“‘What Her Dreams Can Mean to You.” 


Name_ Title 
Address 
Company Name 


Product 











«s made by the makers of JOHNSON’S WAX (a name everyone hnows) 
a: JOHNSON & SON, INC., Racine, Wisconsin 
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A SPECIAL MESS 
freed from restrictions — y 
advertisement below, 
trade magazines, just 
ufacturer, and get in on 
bristled brushes. 


ou can soon get 


the ground floor, 





To many of you, a nylon-bristied 
paintbrush may be something new. 
But once you have used one, you'll 
agree with the hundreds of master 
painters and others who know them 
well. 
These painters — who have used 
them—say: 
1. They outlast natural bristles 
at least 3 to 5 times. 
\\\ 2. They hold and spread paint 
evenly and well. 
3. They leave no excess brush marks. 


THR ¢ >H 





AGE TO DEALERS 
these 
have told 150,000 painters 


Get in touch at once wi 
ready for the pent-up deman 


and others of the series, 
how good these brushes are. 


DU PONT NYLON B 


R BETTER 


§ Nylon tapered paintbr 
longer-lived brushes for 


ush bristles are now 
your customers. The 
in America’s leading 


th your brush man- 
d for these nylon- 








Paintbrushes bristled with 


DU PONT NYLON 


Who are the painters who have 
used them? They fall into two classes: 
(1) Painters who have worked with 
the Navy. The Navy used more than 
2 million nylon-bristled paintbrushes 
... the entire commercial production 
of paintbrush manufac- 
turers. (2) WPB allowed the 
loan of several hundred 
brushes to selected master 
painters, to test and com- 
pare in every way they knew 


AW how. 


Soon you can get them. Released 
from government restrictions, nylon 
bristles are now in the hands of 
the paintbrush manufacturers, being 


RISTLES 


HEM ey 


made into brushes for you. Du Pont 
does not make paintbrushes—we sup- 
ply the bristles to the brush manufac- 
turers. Each of these uses his own skill 
and experience to produce the finest 
possible paintbrush with these long- 
lasting, smooth-painting bristles. 
See your dealer at once. Ask for 
the nylon-bristled brush made -by 
your favorite manufacturer. The 
longer you use it, the more you'll 
agree—here is the first great im- 
provement in paintbrush bristles in 
our time. E. I. du Pont de Nemours 
& Co. (Inc.), Plastics Dept., Arling- 
ton, N. J. 

BUY AND HOLD VICTORY BONDS 


\. Slim Bristle says: 


t 
O~ SOON AVAILABLE...LOOK FOR 


THE BRUSH WITH THE WORD 
if 





NYLON ON IT.” 
It is your assurance of bristles 
p ing a combination of ad- 
~- vantages unobtainable in any 
other type of bristle—either 
hog or synthetic! 
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Kem-Tone ads in Amer- 
Su 


and THIS WEEK. 
Kem-Tone 


yer 5,000 cities! 


Big full-color 
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Attention getters in any window are the 
three new numbers now being readied by 
MASCOT for delivery early in 1946. All 
are HEAT-ENGINEERED to insure maxi- 


mum results from every pound of coal. 


LEFT is the new Mascot Range (Patent 
applied for) designed for modern cook- 
ing pleasure with smooth, trim lines to 
accord with the beautiful kitchens of to- 
morrow’s homes. 


CENTER is the world’s first coal and 
wood Rangette (Patent applied for). To 
meet modern demands, it’s a marvelous 


H 


_ 
—, 
—_ 
a 
a . 
: 
ow 
x 


mA 


‘\ 


a 
4 


as 
Q 


cooker and baker, a water heater, kitchen 
heater and incinerator! 


RIGHT is the new Mascot Circulator 
Heater (Patent applied for), which is de- 
signed for beauty, service and economy 
. . . It distributes warmth more evenly and 
quicker in the desired area. 


Some MASCOT models are available. 


Wile fer Ful A oforenadion 


MASCOT STOVE COMPANY x DEPT. A, CHATTANOOGA, TENN. 


MASCOT 
TOBE CT ANT VLA 
STOVES HEATERS 
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There'll be modern magic at your finger-tips with the new 
Wear-Ever Pressure Cooker in your kitchen. You'll cook foods 
that will get rave notices from your family—and in tiny fractions 
of former times . . . Want specific examples? The Wear-Ever 
Pressure Cooker quickly reaches proper temperature, then cooks: 
Peas in 15 seconds—Lima beans in 1 minute—Beef stew in 15 

You'll save money, too! Because of amazing fuel saving, and 
because less expensive meats can be cooked to delicious 
perfection, this quality cooker soon pays for itself. Ask for 
Wear-Ever, the Aristocrat of pressure cookers, at leading depart- 
ment, hardware and house furnishings stores. 

Keep aluminum gleaming the easy way. 

Use Wear-Ever Cleanser. At all stores. 


Made of the metal that cooks best . . . easy fo clean 


WEAR-EVER 


ALUMINUM PRESSURE COOKER 
with the patented 
Snap ‘ile cover 


—it can’t be removed while pressure is on 


COPYRIGHT 1945, THE ALUMINUM COOKING UTENSIL CO, NEW KENSINGTON, PENNSYLVANIA 








BUCKEYE ALUMINUM 


3=piece Sauce Pan Set 
will sell on sight...and stay sold 











@ Modern in design, sturdy in construc- 
tion and with many uses, this matched 
3-piece sauce pan set (No. 5253S) will 


have instant customer appeal. 


These l-qt., 2-qt., and 3-qt. pans are 
made of 18 gauge pure aluminum. 
All are scientifically designed with 
new style pouring lip and have 
specially finished heat absorbing 
bottoms. The square bead makes for 
easy cleaning and a highly sanitary 

edge. Wide, flat bottoms are designed 

to save heat and prevent tipping. The 
sides are low for easy use and storing; 


the handles bright, nickel-plated. 


All these are features with known cus- 
tomer appeal ...they’ll give you some- 
thing to talk about and sell. 


There will be a complete line of quality 

Buckeye ware... all pieces will be designed 

for quick sale and satisfaction-in-use. All will 

be carefully packed for safe delivery, and all 
will be fairly priced to give you a good margin. 
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THE STANDARD “42” 





THE SPECIAL “42° 


THOSE SALABLE 
SHIRLEY 
ARE ON THEIR WAY 


@ Here are pictures of four of the beautiful 

THE FAVORITE “54” SHIRLEY sink-and-cabinet combinations. Maybe 
you’ve already seen one or more of the models. 
If you haven’t, you will—very soon. 


These units —as illustrated — plus 
a full line of base and wall storage 
cabinets, corner cabinets and broom 
and linen cabinets will soon be plenti- 
ful for you to sell quickly, easily and 
profitably. 

Talk with your jobber. Ask him for 
literature and full information. Let 
him show you how the SHIRLEY unit- 
plan means greater sales appeal—easy 
ordering—easy merchandising. Help 
yourself to profit with the SammLey 
line as one of your major appliance 
offerings. SHIRLEY CORPORATION, 
Indianapolis 2, Indiana, 


STEEL KITCHEN CABINETS 
PORCELAIN STEEL SINKS 
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THE MASTER “84” 








THESE COUPONS FOR PLYMOUTH MEAN 
EXTRA DIVIDENDS FOR YOUR STORE 


More profit for you, from new friends of Plymouth! Over 
29,000 replies were received from a single recent Plymouth 
advertisement in two farm publications. 

That’s one way Plymouth is building bigger business 
for you in 21 farm, industrial and consumer magazines. 
Plymouth advertisements tell more than 6 million rope- 
users why-to-buy “the rope you can trust”! Results like 
this mean profits for you. 

















HARDWARE AGE 








Within hours after sisal rope was released for civilian use, Plymouth’s 
post-war sales plans were in action! At work for you—over-night, 
Plymouth’s result-getting national advertising is one gmall part of a 


comprehensive plan that will help you to 


Over 4 Keep sensible stocks of Plymouth Rope 


nouth 


siness 


zines. . Keep informed on the return of Plymouth Manila Rope 


rope- 
s like 


Increase your Plymouth Rope sales by better display 





Give better rope service to your customers 


Increase your rope turnover... 


ALL TO YOUR EVERLASTING PROFIT! 


“THE CORDAGE OUTLOOK,” Plymouth’s last-minute 
survey of the prospects for rope fibers and rope, is yours for 
the asking. Just mail the coupon—today! If you want more 
dope on Plymouth’s post-war sales plans for more rope- 


profit, add your jobber’s name. We'll ask him to tell you 
about it. 


CORDAGE 
PRODUCTS a 


ROPE - TYING TWINE - BINDER TWINE - BALER TWINE North Plymouth, Massachusetts 
(Check one or both) 
.....Send me “The Cordage Outlook” by return mail. 


 alasierieeieteniadedenteententententiedeciadenien 


pace My jobber’s name and address is:. . . 


My name 


Address. . 
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@ Atkins ‘’Silver Steel’’ Hack Sow 
Blades, typical members of the 
complete Atkins line of fast-cut- 
ting long-performing sows for 
every cutting job. 
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The profitable customer is the steady customer... 
the man who returns again and again to buy the products you sell. And 
why does he keep on buying certain products? Because,—and this is 
generally the case with those who buy Atkins Saws—he knows them as 
the finest his money can buy. No one has to fell him that Atkins Blades 
cut faster and easier, that they keep cutting longer. He knows that— knows 
it because he has used them—knows it because he’s always been fully 
satisfied. That's why he’s going to keep on choosing them every time he 
needs new saws. 


Temporarily, you may not be able to supply him with the exact Atkins 
Saw he wants. But that condition will change as our production catches 
up with the huge pent-up demand .. . a demand that can only be met by 
crowding several years’ normal production into months. 


—E. C. ATKINS AND COMPANY 
410 SOUTH ILLINOIS STREET, INDIANAPOLIS 9, INDIANA 
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Phas bok CABINET HARDWARE 
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NATIONAL iN 


chromium plated 
cabinet hardware 


Loc kK 


worse 
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choice of 
FOUR 


profit - packed 
assortments 


more complete--more profitable than ever .. . 


Available in four “styled to sell” matched sets. Four 
different modern display boards and assortments in 
all price ranges. Stock assortments include only 
styles and colors that sell best. Chromium Plated 
items with or without Black or Red trim are mounted 
on display boards. Not necessary to carry colors or 
designs that are “slow sellers.” All items individu- 
ally packed in attractively printed envelopes, cartons 


\N 


Builders 


of uniform size—neatly labeled. 


Investigate this popular Cabinet Hardware line — 
priced to sell on sight with a big profit margin for 
you. Sales promotion material, trade paper advertis- 
ing and direct mail will make this the most popular 
and profitable Cabinet Hardware line for you to 
sell. Send for dealers and jobbers catalog folder. 


NATIONAL LOCK COMPANY 


Hardware 


ROCKFORD, ILLINOIS 


Division 
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¢ The Stool of ‘ 
1000 Uses...for Farm, — 
Factory, Store, School, 
Home or Institution! 


This stool has long been on the “best seller” 
list. It has a history of proven merchandising 


success. 10” seat, 12” high, grey 
enamel finish. Ready for Immediate Shipment 
in any quantity! 


PHONE 


GIRTON MANUFACTURING COMPANY 


MILLVILLE, PENNSYLVANIA 


Plant-“7ested Egutiiment For The Woden Dairy 
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@ MORTITE, that fast-selling weatherstripping, is being nationally advertised in such magazines as e Saturday 
Evening Post « Better Homes & Gardens e Time e American Home e Popular Mechanics e Popular Science e Parents’ 


Magazine e House Beautiful e Science & Mechanics. 
MORTITE can be purchased at your store and take your share of the profits. 


Tie in with your own ads! Let your customers know that 


ALL THESE SALES-GETTING DEALER HELPS ARE FREE. ASK FOR THEM! 


New pliable plas- | 
tic that stops leaks 

and saves fuel. |! 
Weatherstrips \ 
windows, doors, }* 
baseboards,caulks | 





casements—plugs | 

cracks around | 
drain-boards, 

bath tubs. Use in- 

side or outside. Can be painted 


EASY TO APPLY 


Unrolls like ribbon. Just press into 
place and it stays put. Does not 
© crack, chip or shrink. 


E About 80 feet toa roll - - $125 


Pa 2 : ae 
W-296 Electsotype fof newspaper use 
W-296M Mat 








KEEP WARM! 
ee ee oe 


Seal your home against 
drafts and cold, stop ex- 





pensive heat leaks! Keeps 
out dust and dirt. Just 
press MORTITE pliable 
plastic tape around win- 
dows, doors, baseboards, 
etc. It’s easy! It’s sure! 
Aroll covers about 80 ft., 








enough for 5 windows. . . 


W-308 Electrotype for 
newspaper use 


W-308M Mat 


BETWEEN YOU 
AND THE COLD 


Pliable, plastic MOR- 
TITE stops heat leaks, 
saves fuel! Weatherstrip 
windows, doors, base 
boards, etc. Use inside o1 
outside, Easy to Apply— 
just press into place. 
About 80 ft. to a roll 


W-316 Electrotype for newspaper use 
W-316M Mat 








DISPLAY 


Set up this atten- 
tion - getter with 
several boxes of 
Mortite and watch 
it make profits for 
you! Stands 15” 
high, 10” wide. 








MAIL THIS 
COUPON TO 


a. W.  ORTELL co. 
509 BURCH ST. 
KANKAKEE, ILLINOIS 


KEEP WARM 
ee ee oe Oe 


Seal your 
home against 
drafts and cold, 
stop expensive 
heat leaks! 
Keeps out dust 
and dirt. Just 
press MORTITE 
pliable plastic : 
tape around windows, 
doors, baseboards, etc. It's 
easy! It's sure. 

A roll covers about 80 ft., 
enough for 5 windows. 
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W-317 Electrotype for newspaper use 
W-317M Mat 








@®RADIO-.—12 interesting min- 


ute spot announcements for your 
local program. 


@ CIRCULARS-—Let your cus- 
tomers read about Mortite — 
and sell themselves! 


DATE 


Send us free and prepaid the following dealer helps: 


0) RADIO SCRIPTS FOLLOWING MATS 


FOLLOWING ELECTROTYPES 


CIRCULARS (Limit amount, please, due to paper shortage) 
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GRAPHITE GUS SAYS: 
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and ONE DIXON GRAPHITE PRODUCT SELLS ANOTHER 





Sell DIXON... 
the Complete Graphite Line 


Graph-Air Gun 


Miorofyne 
Flake Graphite 
Graphite Slipstik 


No. G-711 Graphite 
Lubricating Stick 


Graphite Lathe 
Center Lubricant << 


Graphite Pipe 
Joint Compound 











17'S just good merchandising sense to sell one low priced product 
of a nationally advertised branded line as a guinea pig and you do 
just that when you sell one item of the extensive Dixon graphite 
9-product line. 


Your customer’s happy experience with one Dixon graphite 
product, cultivates his urge for the other Dixon products containing 
the same incomparable Dixon lubricating graphite. When you’ve 
sold him a Graph-Air Gun for example, it’s a cinch to sell him the 
other 8 Dixon graphite products. And if you carry the complete 
Dixon Line you’ve got a chance to sell him 8 additional Dixon 
graphite products with a possible increase of 800% in your sales. 


There’s a lot of tools, implements, gadgets and fixtures around 
shop, office and home that have to be properly cared for and lubri- 
cated—because'they can’t be replaced now. Check up and see if you’re 
properly stocked to help your customers do it—with the complete 
line of Dixon Graphite Products. 


WELL DISPLAYED IS HALF SOLD 


Get your Dixon line up front where people can 
see ‘em. They're brightly packaged. They're eye 
catchers. Put these handy merchandisers out on 
the counter and speed up your sales of DIXON'S 
SLIPSTIKS and GRAPH-AIR GUNS. 

And remember, Dixon's doing a lot these days 
to bring the customers flocking in. Over 600,000 
people are being told about them this month 
and every month—from coast to coast. 


Has each of your salesmen a “complete line” set 
Retail 30¢ of 9 illustrated data sheets? Write Graphite Gus. 


JOSEPH DIXON CRUCIBLE COMPANY 
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Div. 40C11 JERSEY CITY 3, NEW JERSEY 


HARDWARE . 











© DEALERS desirous of handling Electric Sprayit Company 
products are asked to keep i in touch with their Jobber regarding 


expected initial delivery dates ontiers who have not already 


NOVEMBER 8, 1945 





SEE 


PAINT SPRAYING EQUIPMENT, 
AIR COMPRESSORS, SPRAY GUNS, 
PUMPS, AIR TOOLS, INSECTICIDE 
SPRAYERS, SANDERS* AND AlL- 
LIED FINISHING EQUIPMENT. 


ess 


ELECTRIC MOTORS, GENERATORS, 
VALVES, PUMPS, HYDRAULIC 
CYLINDERS AND CONTROLS FOR 
AIRCRAFT, AUTOMOTIVE AND 
OTHER INDUSTRIAL APPLICATIONS 











OLLS RAZORS 


Not yet... but soon 


Today the sale of Rolls Razors is still restricted to men in uniform, 
but as soon as these razors again reach us from England we will 
make them generally available throughout the United States. 














Rolls Razors will then be sold through the same wholesale and 
retail channels as before the war. 
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Our servicemen have been using Rolls Razors under the most 
trying wartime conditions. They have shown their enthusiasm 
for this self-contained, compactly designed shaving tool with 
hundreds of unsolicited testimonial letters—letters indicating 
a tremendous postwar demand for Rolls Razors. 
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We appreciate your understanding of our situation during the 
war years. We take pride and satisfaction in that our service 
department continued to function and our name was kept before 
the public with advertising in spite of the necessary restriction 
on all civilian sales. We shall continue service and advertising 
even though it may be early 1946 before Rolls Razors aro 
generally available. 
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: 
This announcement is written in answer to the numerous inquiries we have received from our friends ae, 

in both the wholesale and retail trade. As soon as we have Rolls Razors to sell we shall inform you 
2 


with another announcement in these columns. 





ROLLS RAZOR, INC. 


342 Madison Ave., New York 17, N.Y. 
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HIGHEST QUALITY... ABSOLUTE DEPENDABILITY 












Your customers appreciate workmanship and quality in the 


they 
ie 
‘ 
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re 
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products they buy. For that reason, you do well to standard- 
ize on Oliver fasteners. Made by one of the oldest and 
largest firms in the industry, Oliver bolts, nuts and screws 
are produced by modern manufacturing methods. Threads 
are accurately formed, shanks are true to size, materials are 
uniform. The result is highest quality and absolute de- 
J E pendability. 


Use these advantages to insure complete customer satis- 


es 
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faction in your fasteners sales. 
iends 
m you 





Tenth and Muriel Streets - Pittsburgh, Pa. 
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FILTER DISCS 


A Sure-Fire Repeater — ; 
No Seasonal ce 
Let-Down! A 
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TurouGu the years the name DAYTON 
has been synonymous with sound engi- 
neering and construction, DAYTON’S 
greater durability assures more satisfaction 


A DAILY NECESSITY | for your customers and increased profit for 
! you. Obviously, then, you’re making the 

right selection when you choose Life-Long 

DAYTON Water Systems. 

The Dayton Pump & Mfg. Co., Dayton, Ohio 





Hundreds of thousands of 
dairy farmers, from coast 
to coast, use and prefer 
PERFECTION Milk Filter 
Discs ... more are asking for them every day... 
because they filter larger quantities of milk quick- 
ly, safely and efficiently. PERFECTION Milk Filter 
Discs are NATIONALLY ADVERTISED. Dealer 
helps and display material available on request. 


Freight Prepaid on 5 Cases — Each box of Perfection or | ae OURSELVE 
Elgrade discs contains 100 filter ye 
68 discs; 36 boxes ' “af productio 
pee toa case. Freight ee i SYNCHR 

SILVER prepaid on drop re, Aluminum 
WE «shipments of 5 | ke = rather thar 
cases Or more. SS re | the quality 

° tity of C 

MENT or S 
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to limit | 


FOR SMALL PRODUCERS 

Schwartz Elgrade discs 

S h t Mf Cc are first quality but light- 
cnwartz g- o. er in construction and 
TWO RIVERS, WISCONSIN lower in price. They're 
used where Perfection 


America's Oldest Moker of Milk Filter Discs capacity is not required. 
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RESISTANCE 
TO FUMES 























RESISTANCE 
TO MOISTURE 
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WE 
PLEDGE Cres-Lite SYNCHROME is a quick-drying, 
OURSELVES synthetic resin, oil paint. It contains 
R00 325 mesh pure aluminum pigment. 
to limit the “ One coat of SYNCHROME completely 
5 Paenetes a N © » covers most surfaces with a chrome-like 
: remap ~ ae ee 1 finish unsurpassed for its resistance 
ine ONE S ran to heat, moisture, fumes, weather and 
rather than reduce tl corrosion 
the quality or quan- ; , i : 
tity of OIL, PIG- Its high hiding power and durability 
MENT or SYNTHETIC make it the best protective coating for 
RESIN used in it. tanks, stacks, roofs, metal, concrete, 
brick and other types of structures 
and equipment. 


CRESCENT BRONZE POWDER CO. 


116 W. ILLINOIS ST., CHICAGO 10, ILL. ° 1841 S. FLOWER ST., LOS ANGELES 15, CALIF. 


WRITE FOR YOUR FREE COPY OF ‘‘A GUIDE TO USING ALUMINUM PAINT”’ 
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ELECTRIC PUMPS 


Aermotor Electric Water Systems 
are available for shallow or deep 
wells... all climates. After the sys- 
tem is installed, dealers get added 
profits from the sale of plumbing fix- 
tures, accessories, and other water- 
using products and from servicing. 








AERMOTOR WINDMILLS 


The Aermotor windmill supplies water 
for all household and farm uses. It is 
self-oiling and will pump in the light- 
est breeze. Aermotors furnish low cost 
fpmping where there is no electricity. 

any models from which to make your 
rec dations. Generous profit. 





















FARMERS anp 
SUBURBAN HOME OWNERS 


HAVE THE MONEY TO BUY 
WATER SYSTEMS 





The incomes of farm and suburban home own- 
ers are up. Savings have accumulated. After 
providing for necessities, this group is now 
ready tospend money for labor-saving devices 
and products that make more pleasant living. 
A recent survey shows that 75% &re eager to buy water 
systems. They are already sold on the convenience and 
comfort of having water right out of the faucet for dish- 
washing, for the bath, for stock watering, for lawn and 
gardens and fire protection. 


Take advantage of the opportunity for big sales while 
they have the money to buy. Stock Aermotor products 
. and sell them a water system... now. 


Aermotors Pre-Sold To Your Customers By Advertising 


Aermotor backs your sales efforts by advertising in 24 farm papers. You will recognize some of them illus- 
trated below. It’s a simple matter, then, to talk about Aermotor windmills and electric pumps to the farm- 
ers and suburban home owners who come into your store. They already know something about Aermotor. 


air : — 
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Every farm is a prospect for an Aermotor water 
system. After you have sold the water system, 
the door is open to the sale of sinks, bathroom 








WRITE AT ONCE FOR FULL DETAILS 


using products. Your first step is to be an Aer- 
motor dealer. 


» CHICAGO 8, ILL. 


MANUFACTURERS OF ELECTRIC WATER SYSTEMS, AND WINDMILLS SINCE 1888 





FARMERS MUST HAVE 
RUNNING WATER 


RUNNING WATER ON FARM and suburban property is 
a necessity as well as a convenience. Farmers must use 
time and labor efficiently if they expect to increase pro- 
duction and add to their bank account. They know that 
pumping water by hand is not efficient. The purchase of 
a water system by them is basic ... for good farm main- 7 
tenance. It brings profits to the farmer... and to you. | 
















AERMOTOR OFFERS HARDWARE 





DEALERS IN OPEN TERRITORIES 
A MONEY-MAKING DEALERSHIP 








You are the logical dealer to tell the suburban home owner 
and farmer about Aermotor water systems. They are your 
regular customers... know your advice is good in regard 
to this purchase which means so much to their well-being 
and that they can come back to you when they need ser- 
vice and supplies. Inquire about an Aermotor dealership. 
Aermotor products afford an excellent margin of profit. 
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fittings, plumbing fixtures, and dozens of water- 


Write for full particulars today. 
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AMERICA'S FASTEST 
SELLING MILKER 
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HORTON WASHERS AND IRONERS’’... 


“We've been handling the Horton 
line for 22 years” 


“In all those years we’ve had less service trouble 
with Horton than any line of washers and ironers 
we've handled. And that makes for profitable 
business and satisfied customers. 

“I’ve just come back from the Horton plant. 
And what I saw there would make your eyes pop 
... The 4x12 Washer and the 640A Ironer are on 
the production lines. 


“But I saw, too, models and designs for the 
Horton Diamond Jubilee Models that will be com- 
ing in 1946. They’re really something. And, on top 
of that, the new skills that won the Horton folks 
four stars on their Army-Navy “E”’ flag are being 
applied in an amazing manner to make even better 
postwar products. Sure, I’m recommending them!” 

For complete information on the Horton line 
—the merchandising and advertising to help you 
sell it, write ae 





MAKERS OF AMERICA’S FIRST AND FINEST WASHERS FOR 74 YEARS 
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These Features 
SELL CARLTON he 


Q- SEMI-SEAL LIDS 
(2 THERMO-PLY STAINLESS STEEL 
©- TRUE-GRIP BAKELITE HANDLES 


CARROLLTON MFG. CO. 
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You're going to have Carlton 

Stainless Steel Ware to sell SOON 

when economy-wise, and quality- 
minded women ask for the cooking 
ware that has everything! You'll 
show Carlton in your choicest display 
spot because you know its mirror-bright 
finish, handsome design and pick-me-up 
handles tell their own story. Write today! 


Visit the Carlton Display ct the Chicago 
Housewares Show starting December 30. 
Room 864, Palmer House 











STAINLESS STEEL 


VIQTCE wi 


LLTON MANUFACTURING CO. 
CARROLLTON, OHIO 


Carrollton, Ohio 








Here's the compact, smartly styled little alarm 
clock that’s going to give Telechron dealers the 
selling-time of their lives during 1946. 

Telalarm Jr. is an electric alarm clock at a price 
that’s popular, in reach of every pocketbook. It’s 
silent in operation . . . but with the NEW, depend- 
able, pleasant control-a-tone electric alarm that 
the owner can regulate, loud or soft, so that it purrs 
or roars .. . just as he likes it. What's more, this new 


WARREN TELECHRON COMPANY > 


64 





electric alarm clock has the time-tried, self-starting 
Telechron motor that gives years of accurate time- 
keeping without winding, or oiling, or regulating. 

Telechron is going to tell your customers about 
this marvelous alarm with the biggest and most 
spectacular advertising program that’s ever been 
run on electric alarm clocks. 

It will be in production by December — so get 
set for the biggest electric clock sales ever. 


OPPSIOD 


ELECTRIC CLOCKS 


ASHLAND, MASSACHUSETTS 


HARDWARE AGE 





NOVEMBER 8, 


We've taken a long stride forward 
in making it still easier for you to 
make money with SAMSON Auto- 
matic Irons! We've put each one in 
a handsome, colorful package that 
is an eye-catcher from every angle 

.. that tells the big features of the 
iron...that, on your counter, in your 
window, or even on your shelves, 
forms a self-selling display. 


Salsa FROM EVERY ANGLE 


IN A PACKAGE AS GOOD AS THE PRODUCT! 


Remember, tco, that the new 
SAMSON Automatic Irons have the 
same time-tested, sales-making 
features, plus even finer matericls 
and construction than ever before. 

Thus you will benefit from factors 
destined to increase still further the 
consumer acceptance Samson has 
established by providing appliances 
of distinction ct popular prices. 


ae = 6 We 


SAMSON UNITED sia ROCHESTER 10, N.Y. 


Samson United of Canada, Limited, Toronto 


1945 


ON YOUR SHELVES... 
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WORLD'S LARGEST MANUFACTURERS OF SPRAYERS AND DUSTERS EXCEUSIVELY 
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NOW IN PRODUCTION! 
The CAVEX BROOM-RAKE 


The original broom-rake and still the 
best. Light, flexible, strong — Im- 
proved construction increases effi- 
ciency and assures lifetime service. 
Has 24 spring steel, heavy gauge wire 
teeth, formed to the most effective 
curve. Handle is joined at correct 
angle. 





The favorite rake in every home col- 
lection because they can “broom-rake” 
all day without tiring. The quality 
rake that everybody wants. They 
sell on sight and each sale brings 

in the neighbors. 


The CAVEX All-Purpose RAKE 
FOR LAWN AND GARDEN 


@ Operates easily with “carpet sweeper" mo- 
tion. No lifting. Always kept on ground. 


@ Only successful rake for creeping bent. 


@ Flanged teeth on one side for garden use, 
harrow and pulverize. 


The CAVEX RAKE is the only scientifically correct rake 
for Lawn and Garden. Absolutely self-cleaning, it combs 
lawns without injury to grass. Cleans out stones, twigs 
and imbedded debris without damaging roots. 

Once used, this rake is always preferred because of its 
many unique features, The short tong side is unequalled 
for pulverizing and loosening garden soil. Makes reseeding 
easy. 

Sturdy construction — High carbon steel teeth on cold 
rolled shaft. Handle brace and selected hard wood handle. 


QUALITY RAKES—BEST SELLERS IN LEADING STORES 








White for Prices 


A.wd A, MANUFACTURING CO. 


525 N. NOBLE ST. 
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We're going to be very happy together! 


Weve been looking at our futures—yours and ours — but not 
through a crystal ball.* And we’ve discovered facts that make 


us mighty glad to be in this business—now of all times. 
In fact, we’re just as anxious as you are to really get going. 


But reconversion takes time! We're straining every effort to 
ship allotments ...and we suggest that you anticipate your scissors 


and shears requirements as far ahead as possible. 


But meanwhile... be sure and watch for all Acme announcements. 


eee ee ee ees ee SS SO SSO eS eee” 


You can look to Acme to set the pace in a way that will give 
you an entirely new conception of volume, prices and profit in 


scissors and shears... 


*Soon we will tell you 
how we know what we 
know —and what we are 
doing about it. 


ACME suer co. 


Watch for the early announcements of 
the new Acme lines! 
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A Singular Message to the Hardware Trade 








We believe that a goodly percentage of you men 
have an honest love for fine tools. 


We believe you, when you say, that it hurts when 
you have to sell “priced for volume” tools. 


We believe that the reputation of selling the 
“BEST” makes a better bank balance than sell- 
ing cheap. 


We therefore welcome the opportunity of partici- 
pating with you Dealers in your success with our 
Power Tools. 


Designed and built to make you do the 
very finest kind of Craftsmanship. 


(5” x 5” x 8”) (42” x 32” table—Pedestal 34” high) (9” x 13%") 
Polishing and Grinding 12” Circular Saw V-Belt Driven Ball Bearing 
Heads Materials, Aluminum, Steel, Grinder 


Cast Cast Cast Bronze, Ball Bearing Completely cast in 
Aluminum Bronze Iron Aluminum 


DARRA - JAMES CORPORATION Weare now taking Orders 


—Deliveries will be made 


G.L.D. BUILDING, WATERBURY 14, CONN. inorder of their acceptance. 

















HARDWARE AGE 


j The le 


| Worce: 


every 

improy 
be wel 
thousa 
and wi 
deman 
to sup] 





The long awaited day is here! At last the modern 

| Worcester lawn mowers are available. Superior in 
every way, and incorporating many outstanding 
improvements, these fine Worcester mowers will 

| be welcomed by a market numbering hundreds of 
thousands of eager buyers. Production is yet limited, 
and we know we can only partially meet the great 
demand, but you can count on us to do our utmost 
to supply a reasonable requirement. 
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“Tony” is the popular name for the guy with the “beeg muss” 
who pushes hard and often. It might well be the name for 
Formica laminated plastic push and kick plates for they can 
“take” all that Tony can “dish out.” 


They are smooth and hard and colorful and shiny. After years of 
service and a million pushes and thousands of washings they do 
not show wear, they do not absorb dirt or stains, they still look 
smooth, clear, clean and uniform in color, a perpetually fresh 
ornament to the door on which they are used. Formica push 
and kick plates come in several popular colors and sizes and are 


easily applied. 


THE FORMICA INSULATION COMPANY 


4646 SPRING GROVE AVENUE, CINCINNATI 32, OHIO 
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EKCO gives you an entirely different kind 
of pressure cooker to sell—there’s nothing else like 
it on the market! The new EKCO Pressure Cooker 
not only cooks to flavorful perfection in minutes . . . 
it is also a smart serving dish (with a handsome 
serving cover!) that brings the food piping-hot to the 
table without using extra dishes. 

Easy to use—no loose parts, no cumber- 
some handles—just a twirl of the knob seals the 
EKCO. Beautifully designed in polished aluminum 
with black plastic fittings. Size illustrated is full 4'%- 
quart capacity. 





) ae s 
EKCO PRODUCTS COMPANY s i) werd > A. 
Founded in 1888 as Edward Katzinger Company : ce. le A * 
1949 North Cicero Avenue, Chicago 39 . oe , % ‘ 4 


Just a twirl of the Fingertip ya 
Knob seals the cooker. 
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| These famous products 
¥) make EKCO the Bigges. 
Nome in Housewares: FLINT 
Hollow Ground Cutlery; 
EKCOWARE Stainless Steel 
+ co @ flick — ! Utensils; EKCO Pressure 
Pressure Central Cocker Ak 2 Kikben 

Tools; GENEVA FORGE 
proper cooking level. Cullery; STA-BRITE Table- 
ware; OVENEX Tinware; 
TRU-SPOT Flashlights, etc. 


the EXKCO 


' pressure cooker 


~~ — 
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OIL WATER HEATER 
that will 


SWEEP AMERICA 


Look Inside At All These Coleman Features! 


Engineered insulation—rock wool and 

dead air space. 

Rugged construction—heavy duty gal- 

vanized tank. 

White baked enamel finish with 

maroon trim. 

Large-area heat vent—lots of radia- 

tion for efficient operation. 

Coleman’s famous low-draft burner— 

operates on only .03 draft! 

Automatic controls —maintain water 

temperature at 150° F. 

Burner asbestos-sealed to prevent loss 

of heat. 

Automatic pilot—won’t go out under 

worst drafts. 

Removable burner—permits easy 

cleaning. One screw holds it in place. 

Lighter door—makes lighting of pilot 

simple. 

Automatic fuel control. 

Exclusive Coleman draft-meter—main- 
tains Coleman’s low-draft oper- 








AND—Look Outside!—At the 

gleaming white enameled, stream- 
lined styling Coleman designers have 
achieved. It will help sell customers as much 
as those inside features! Write today — get 
in on the bonanza of oil-water-heater sales, 
opening up with this latest Coleman develop- 
ment! The Coleman Co., Inc., Dept. HA-850, 
Wichita 1, Kansas. 





THE AUTOMATIC M@)(JiC1i mm OIL WATER HEATER 


THE COLEMAN COMPANY, INC., ¢ WICHITA] « PHILADELPHIAS «+ LOS ANGELES 54 »« TORONTO, CANADA 
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It's BETTER! 


SiKe< So-Lo’s 
os WOOD PLASTIC 


COUNTRY GENTLEMAN 


POPULAR MECHANICS POPULAR SCIENCE 
find Many Other Magazines 
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SENIO! 


No. 16, 
No. 207, 
No. 306, 
No. 1000, 
No. 2500, 
No. 300, 
No. 826, 
No. 1500 
2 FIXTU 

YOU 

YOU 


JUNIO 


No. 16 
No. 1500, 
No. 306 
No. 207 
ONE FI. 

YOU 

YOU 








SELLS So-Lo Menders 
DISPLAYS FREE! 


Order Your FREE Fixtures Wow 


? 


Uncle Sam says ‘‘Conserve . . . Make it DO!’’—and millions 
of Americans respond by fixing, mending, repairing, and re- 
newing household articles as never before! 


The market for So-Lo’s reliable ‘“FIX-ME”’ Home Menders is 
enormous. So-Lo’s national advertising is seen by millions. 


Displays Save Counter Space 
Increase Sales and Profits 


Now So-Lo brings you “‘automatic merchandising’”’—attractive 
Revolving Display Fixtures. They turn at a touch... give 
you Color—Motion—SALES! Each fixture holds a dozen each 
of 4 different menders, stapled on colorful display cards. Re- 
placement cards slip in easily. Fixtures come to you fully 
assembled. Each fixture is worth $3.50—FREE to you! 
You get two Fixtures FREE with the Senior Product Assort- 
ment—one Fixture FREE with the Junior Assortment (see 
below). These Fixtures are great business builders—save 
valuable counter space—keep tubes neat, trim, salable—free 
from breakage and shrinkage. 

Avoids Tube 


Fill in and Mail Coupon Breakage, 


Get going NOW for big, fast profits! Just Shrinkage, etc. 
check coupon below and mail today. We’ll Not THIS But THIS 
see that shipment is made promptly. 














SENIOR ASSORTMENT So-Lo “FIX-ME” AUTOMAT 


TWO DISPLAY FIXTURES FREE 

You Get Your Cost Retail 
No. 16, Blue Bond Rubber Cement . $3.20 $ 4.80 
No. 207, Clear Cement ee 
No. 306, Liquid Solder ea 
No. 1000, Auto Cement were 
No. 2500, Pot and Pan Mender TAS 
No. 300, Pipe Joint Compound. . nd ican, as 
No. 826, Linoleum and Stair Tread Cement . oe 
No. 1500, Airplane Cement. . 3 bse SS 
2 FIXTURES. Site 2 EE OEE Cee eer Te ee eT Tee T FREE 


ORDER FROM YOUR JOBBER 
RUSH THIS COUPON TODAY FOR ACTION 








So-Lo Works, Inc. 

Loveland, Ohio 
Gentlemen: Please ship the So-Lo Automat checked below. Ship 
through my jobber and be sure to include FREE the Revolving 


ww wo 80 wo Wo oo 
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YOU SELL FOR 
YOUR COST 


YOUR PROFIT 


JUNIOR ASSORTMENT So-Lo “FIX-ME” AUTOMAT 
ONE DISPLAY FIXTURE FREE 
You Get 
No. 16, Blue Bond Rubber Cement 
No. 1500, Airplane Cement 
No. 306, Liquid Solder 
No. 207, Clear Cement. . 
ONE FIXTURE 
YOU SELL FOR 
YOUR COST 


Your Cost 
. $2.40 


So-Lo Works, Inc., Loveland, Ohio 
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Displays. 
Chui ties SENIOR ASSORTMENT 
ES. Please ship SENIOR ASSORTMENT as listed at 


the left. Include TWO REVOLVING DISPLAYS 
—FREE. I understand the total cost to me is $19.20. 


Check here JUNIOR ASSORTMENT 


for Junior Please send me JUNIOR ASSORTMENT as listed 
Assortment 4+ the left. Include ONE revolving display FREE 
Total cost to me—$9.60. 


DEALER’S NAME.......... 





ADDRESS 





CITY 





jJOSGEER'S NAME......................:-...- 
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But no matter what . ne 
it still means DOUGH 


YES sir! Dealers everywhere are salting away the sh ‘ee 

making on Hiflex Safety Discs. It’s the new and better nighttin 

tor that shines like a house afire and sells like one too. Take a Webber’ 

in Maine, fr’ instance, who ordered 2400 discs the first time he saw ’em 
and reordered 2304 the next week. That’s because his dealers were 
really selling ’em and as Maine sells, so sells the nation. 





Hiflex Safety Discs help to avoid accidents and property damage at 
night. They signal danger spots by directly reflecting back to its source 
the light from headlights, flashlights and other beams. What's more, 
they’re unbreakable and non-corrosive. 


They’re for use on posts, fences, gates, garage doors, bicycles, boats, 
buildings, trees, trailers, trucks, tractors, wagons, wharfs, piers, mail 
boxes, floats, etc. 


Unbreakable 
A |F LEX SAFETY Dises 


HIFLEX COMPANY, INC. 
115 Chauncy St., Boston 11, Mass. 





DISPLAY UNIT 
Sold exclusively through recognized auto- 
motive and hardware jobbers. 


SPECIFICATIONS 

35%" diameter—amber, red, or silver 
—heavy gauge “weatherized” steel 
—entire surface reflectorized—holes 
for attaching—retail price 60¢ each 
—packed 12 red and 12 amber to 
a display unit. 
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Velcome tome, RINER/ 


“I’m mighty proud of you, Son. You have been a fine soldier, and 
I’m sure you’re going to be a good partner in the business. I want 
you to help me run things from now on.” 


“One of the strongest assets the business has is my long and profitable 
association with The F. E. Myers & Bro. Company. Just thirty-seven 
years ago, your Grandad said to me, ‘Pick a good line, Bill, and stick 
to it.’ I picked Myers, and not once in all these years did they ever 
let me down. Yes Sir! Myers equipment and their fair dealing have 
helped this business make a fine reputation.” 


“You are one of the firm now, Son. Go to it ! You'll find that serving 
the pump and water system needs of our community is a pretty useful 
business to be in.” 


THE F. E. MYERS & BRO. COMPANY 
Dept. C-24, Ashland, Ohio 





Water Systems © Pumps « Sprayers « Hay Unloading 
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CHAMPION Fluorescent and Incandescent Lamps make extra 


appealing merchandise for you. 


They're easy to handle because Champion has a simple, streamlined 
marketing policy. No red tape, no restrictions, no contracts, no hin- 
drances to volume -at- maximum profit. Champion Lamp advertising, 
packaging and display material help you to get the business. 


They're profitable to sell because Champion Lamps have the quality that 
wins and holds the business — lamps represent one of today’s biggest 
values for the money — everybody uses lamps and needs replacements — 
Champion’s straightforward wholesaler-to-retailer set-up keeps costs 
down, permits you to make the most money from lamp sales. 


Ask your wholesaler to give you 
the story on Champion Lamps 


CHAMPION LAMP WORKS 











Lynn, Massachusetts 


ry OIVISITON OF CONSOLIDATED ELEC Ri AMP 
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ceMLIN! 


Macklin's complete line of sharpening stones provides the correct stone for any type of 
sharpening job whether for factory, farm or home. Write for detailed catalogue and infor- 
mation about many colorful point of sale displays and assortments now ready for delivery. 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS AND OTHER ABRASIVE PRODUCTS 
JACKSON, MICHIGAN 


Sales Offices Chicago - New York - Detroit - Pittsburgh - Cleveland - Cincinnati - Milwaukee - Philadelphia 
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Here's how to have your store filled with customers: re- 


model the exterior and interior with Pittsburgh Products. 


You'll win new customers and please old customers with 


a modern front like the one on this hardware store in 


Lancaster, Wisconsin. 


RT 
i 


A modern store front and interior work “profit magic” 


I: the job of your store front to 


attract attention—to get passers- 
by to stop, look, and then enter your 
store. And it’s the job of the interior 
to show off merchandise to the great- 
est advantage—to get the people to 
BUY. 

Increases in traffic, 
profits take place as soon as a store 
inside and out—with 


sales, and 


is modernized 


Pittsburgh Glass and Pittco Store 
Front Metal. These products make 
out-moded, unprofitable stores 
modern and appealing. They give a 
store a new personality that asks for 
business, and gets it! 

To assure a well-planned, eco- 
nomical design, see your architect. 
Our staff will gladly cooperate with 
you and with him. And if you desire, 


convenient terms can be arranged 
through the Pittsburgh Time Pay- 
ment Plan. In the meantime, let the 
experiences of other dealers and 
merchants show you how new fronts 
and interiors have brought them 
more business. Send for our free 
booklets which show many actual 
Pittsburgh remodeling jobs and give 
the facts about each modernization. 


“PITSBURGH’ stench for Duality Glass and (Print 


G)  propucts oF 


gh Plate Glass Company 


“FOR STORE FRONTS AND INTERIORS 


Pittsburgh Plate Glass Company 

3026-5 Grant Building, Pittsburgh 19, Pa. 
Please send me, witheut obligation. 

your illustrated booklets on store mod- 

ernization. 
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Then Line Up With One of These 
Liberty Distributors NOW! 


Seventy thousand retailers throughout the country have 
learned it pays real dividends to line up with Liberty 
Distributors. Here is an organization made up of the 
country’s 24 outstanding hardware wholesalers, united 
in the interests of national distribution. When merchandise 


is available — THEY GET IT! 


Huge Buying Power - Concentrated on 
Developing Outstanding Values for You 
The combined buying power of this Blue Ribbon Group is not ignored 


in the markets of the world — for it amounts to more than $1400 worth 
of merchandise for each of 70,000 dealers. That's dough that talks! 


Warehouses at 43 Strategic Points Give You 
Fast Service on Wanted Lines 

No matter where you live in the U. S. A. — there’s a warehouse near 
you — belonging to a Liberty Distributor member, and it's stocked 
with profit-making merchandise for you, 


arranged 

" Pz b> . 
ee a 125 Buyers Combing the Market for the Most 
oan alll Desirable Merchandise 
w frons & These men are “on the alert’ every minute of every day — searching 
ht them for and buying the items your customers want most — lines that can 


yur free help you make more money. 
y actual 
and give & Be Your Own Boss — Yet Have All the Buying 
— Advantages of Any Competitor 
Put yourself in this enviable position. You can, right now, by lining 


up immediately with your nearest Liberty Distributor. 


a Contact him today! 








19, Pa. 
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HEADQUARTERS: 14 NORTH 5TH ST., PHILADELPHIA 5, PA. 
OFFICES: PHILADELPHIA * NEW YORK® CHICAGO ® LOS ANGELES 
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Hlardware-store customers like to 
talk to a sales clerk who shows that he 
knows certain types of merchandise espe- 
cially well. They are impressed with the 
completeness of his information and the 
sound ring of his advice. They usually 
come back when problems of the same 
nature come up. 


And the customer who “just drops in to 
get some information” often goes out with 
a purchase he hadn't thought of making 
when he entered the store. 


Train at least one sales cierk to xnow 
files thoroughly 


One clerk may “specialize” on paint, an- 
other on builders’ hardware, and so on 
. . . but be sure that at least one knows 
files from “‘A to Z.” 


We’ve considerable literature that will 
prove helpful in providing a “‘course”’ on 
files and filing. If you'll send us his name 
and address, we'll gladly send it to the 
sales clerk you’ve elected to become your 
“file specialist.” 


NICHOLSON FILE CO., 25 Acorn St., PROVIDENCE 1, R. I. 


(In Canada, Port Hope, Ont.) 
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Informal Editorial Comments ... 


Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








Hardware Fight to Tax Co-ops 


Is in Full Swing:— 


Kk a long time the 


fight within our industry to tax 
co-ops as any other business is 
taxed was carried on, to a 
large degree, by hardware pub- 
lications and retail groups. It 
is now apparent that manufac- 
turers and wholesalers are en- 
tering the conflict—and with 
full force. This is very wel- 
come news. It means that all 
three factors of the hard- 
ware industry — manufactur- 
ers, wholesalers and retailers 
—both through their associa- 
tions and as individual tax- 
paying business men and citi- 
zens, are in there fighting a 
just fight in a just cause. 


If they all keep it up, collec- 
tively and individually, some 
progress may be expected. 

At press time, a $5,000,- 
000,000 (that’s five billion) 
tax relief measure is “in the 
works.” Competent opinion 
believes that an additional $1,- 
000,000,000 (that’s one bil- 
lion) could be provided as re- 
lief if the co-ops were justly 
(and not unjustly) taxed. Also, 
the income tax relief program 
is going to make the idea of a 
new source of tax revenue 
more interesting to Congress 
than ever before. 

In a few weeks’ time, Con- 
gress will recess until January 
1946. Congressmen will re- 


* * * 


turn home. This will provide 
hardware men, in all branches 
of our industry, with an ex- 
cellent opportunity to talk to, 
write and telephone their Con- 
gressmen—preferably to visit 
them on their home grounds— 
the places where the votes are 
gained or lost. At the same 
time, it will provide an oppor- 
tunity to enlist all possible 
local support so that these Con- 
gressmen will know exactly 
how their constituents feel 
about taxing the co-ops. This 
added help is needed and, if 
enough hardware men and 
others give it the attention it 
deserves, some favorable ac- 
tion may be expected early in 
1946. 


An Indictment and a Challenge:— 


THE decline, in 20 years, 
of the hardware dollar in 
total building investment from 
2 per cent to 1% of 1 per cent 
is a serious indictment against 
those who make and distribute 
builders’ hardware. Frank 
Miller of P. & F. Corbin tells 
the story on page 102 of this 
issue. Read what he told the 
recent Chicago builders’ hard- 
ware convention. It is not a 
situation in which hardware 
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men can take any comfort nor 
in which they should have any 
pride. 

This 75 per cent decline in 
two decades, in the face of 
great strides made by those 
who make and sell plumbing 
fixtures, electrical wiring de- 
vices, heating equipment, etc., 
some of which was distributed 
through hardware channels, 
makes the indictment that 
much more serious. 


Very properly, Mr. Miller 
charges this severe downward 
trend to lack of good old-fash- 
ioned selling. 


As we approach inevitable 
huge home building projects, 
this indictment in the records 
of the last 20 years should also 
serve as a challenge, especially 
in an era of housing shortages 
and available buying power 
which was never greater. 








Some Basic Facts About 
The Enormous Building Market:— 


NOTHER innportant, and 
closely related, message 
to the Chicago builders’ hard- 
ware convention came from 
Ward Webb of F. W. Dodge 
Corp., well known source for 
competent data on the building 
market. His figures and com- 
ments are a further challenge 
to those who make and dis- 
tribute builders’ hardware. In 
part, he said: 

“In the war years indus- 
try gained decades of expe- 
rience in manufacturing 
techniques. The marketing 
techniques have failed to 
parallel that development. 
Those instruments which 
dissolve wasteful and cum- 
bersome procedures, and 
put ‘hunch’ thinking in mar- 
keting methods in the ash 
heap where they belong, 
will hurry the day when dis- 
tribution techniques begin to 
take on the semblance of a 
science comparable to the 


science of production pro- 
cedures. 

“T would like to draw at- 
tention to the enormous mar- 
ket, in addition to the resi- 
dential market, awaiting 
you once construction really 
gets under way. Our re- 
porters have filed individual 
reports on 16,686 non-resi- 
dential projects involving an 
estimated expenditure of 
$4,907,375.000 and of 
these, 7757 projects were 
reported to be in the draft- 
ing stage. The design-stage 
non-residential projects to- 
taled $2,749,705,000 in 
dollar volume. Add to these 
residential projects valued 
at $2,017,454,000 and 
heavy engineering projects, 
such as streets and _ high- 
ways, electric light and 
power construction and the 
like, totaling $8,821,373.- 
000, and we arrive at a 
backlog of $15,746,202,000 


* * * 


—with $7,753,138,000 of 
this work now on the draft- 
ing boards. There are really 
no formidable materials, 
manpower and price prob- 
lems that can’t be licked in 
the next few months, so that 
the nation after that will 
reap the many benefits aris- 
ing from a construction in- 
dustry hard at work.” 
Later Mr. Webb provided 
some equally interesting data 
dealing with people who in- 
tend to build new homes. He 
broke down the age groups of 
this market as follows: 


Under 30 years of age 
Over 45 years of age 
From 30 to 34 years of age 


Total 
By population classification 
he said the home building mar- 


ket is as follows: 

Cities over 100,000 population. . 30.3% 
Cities under 100,000 population 34.5% 
Rural villages . 16.6% 
Farm areas . 18.6% 


Total 100.0% 


. 23.4% 
.. 34.2% 


“Barrington’—a Story of Interest 
To Every Hardware Man:— 


HE majority of hardware 


dealers who read Harp- 
WARE AGE are living and work- 
ing in the smaller towns of this 
country. For that reason, they 
will greatly enjoy and appre- 
ciate a fairly recent book en- 
titled “Barrington,” written by 
Edward Tatum Wallace and 
published by Simon & Schuster, 
New York City. The book sells 
for $2.50 and is generally 
available both in book stores 
and libraries. 

The story 
the Tatum hardware store, op- 
erated by Bart MacKenzie, and 
clearly demonstrates the fact 
that the small town hardware 
store is the focal point in our 
normal small town American 
life, with emphasis on the 


revolves around 
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needs and desires that were 
peculiar to the turn of the cen- 
tury. 

Every hardware man who 
reads this story will identify 
what he reads with some expe- 
riences of his own. Younger 
hardware men will recall what 
their fathers told them and the 
older shake their 
heads, smile and get a great 


men will 


deal of appreciation out of the 
story. 

There are only two points 
involved in which our readers 
and ourselves can quarrel. 
Rope is normally brought up 
from below instead of being 
brought down from above. But 
more important than this is our 
feeling that it is an unfinished 


story. We hope that Mr. Wal- 
lace will write a sequel which 
shows Debs, Bart’s son, mod- 
ernizing the Tatum hardware 
store and coping as he and you 
both can and do with current 
competition. We heartily dis- 
like and protest the acceptance 
of young Debs MacKenzie to 
defeat in the retail hardware 
picture. 

That there is a tremendous 
truth in Mr. Wallace’s book 
“Barrington” we do not argue 
—but we feel strongly that i! 
is an unfinished story. We will 
welcome a sequel to this story, 
which, we hope, puts Debs 
MacKenzie and the Tatum 
hardware store where it could 
and should be in the competi- 
tive hardware picture. 
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Place your order for the ILCO “Improved 
Minute” Key Cutting Machine (No. 179 
IM), and be ready for any and all work in cylinder, flat and bit keys, includ- 


. Wal- ; 
which ing automobile keys. 
Pe . This popular machine will duplicate practically any key in less than a 
anes 
id you minute’s time. No changing of cutters, guides, etc.—no adjustment of equip- 
ee ment. Just place the sample key and blank key in the proper clamps, and proceed. 
: a 
ptance There is a constant market for keys, and this ILCO No. 179 IM makes key 
~ to § cutting easy and profitable. Write for complete information. 
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Hardware Age 
Post-War Forum 


“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


Man years of re- 


search and statistical data have 
shown that in industry good light- 
ing not only speeds up produc- 
tion and saves time, but also 
reduces errors, accidents and fa- 
tigue. Most of our great war plants 
are lighted to levels of illumina- 
tion far above those in vogue dur- 
ing World War I. 

After all, farming is an industry 
that is rapidly becoming mechan- 
ized. While not so much lighting 
research has been applied to the 
farm as to the manufacturing 
plant, yet enough studies have been 
made to prove conclusively that 
good lighting pays the farmer as 
well as the manufacturer. 

Some time ago the magazine 
Electricity on the Farm surveyed 
a large number of farms that had 
installed electric lighting in and 
around the farm buildings. They 
found that on the average chore 
time was actually cut in half by 
electric lighting. 

It is not the purpose of this 
article to give specific lighting 
recommendations for various farm 
buildings and processes. Such in- 


*Bimonthly Bulletin of the Ohio 
Agricultural Experiment Station, Woos- 
ter, Ohio (March-April, 1941), Vol. 
XXVI, No. 209 


Lighting Outside of 


This is the third of a series of articles de- 
signed to illustrate the huge and profitable 
sales possibilities the farm market offers on 
electricallv-onerated equipment and appliances. 
Subsequent articles will appear in each issue. 


formation is contained in the U. S. 
Department of Agriculture bulle- 
tin “Electric Light for the Farm- 
stead”, Farmer’s Bulletin No. 1838. 
We shall, however, discuss some 
of the special uses of lamps other 
than general lighting which save 
time, labor and money for the 
farmer. Let us start, for example, 
with the poultry. 

During the war metal was scarce 
and baby chick brooders hard to 
obtain yet the government was 
calling for increased poultry pro- 


duction. Fortunately, there had 
been developed at the Ohio Agri- 
cultural Experiment Station in 
Wooster, Ohio, a homemade brood- 
er heated by 150-watt projector 
bulb lamps*. Thousands of those 
have been built and are in success- 
ful operation. Cornell University 
carried this project farther. They 
made a study of the best size and 
location of lamps to use in such 
brooders. They found, for ex- 
ample, that the most satisfactory 
heat distribution was obtained 


Type S-4 sunlamp and 30-watt germicidal lamp are 
used for health and for air disinfection purposes. 


“They shall beat their swords into ploughshares 
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the Farmhouse 


By LAWRENCE C. PORTER 


Nela Park Engineering Division, 
General Electric Company, 


Cleveland, Ohio 


ws hed when the reflector bulb lamps were 


» Agri- mounted with their axes 15 deg. 
om ie below the horizontal. Perhaps the 
eed. most interesting thing they dis- 
ojector covered was that baby chicks as 
tiene well as human beings do better 
nineteen, in the absence of glare (one of the 
versity fundamentals of good lighting). 

They Their tests show that where low 
= anal brightness infrared lamps were 
pu used the chicks gained 15 lbs. per 


100 (in the first six weeks of their 
life) more than when high — 
ness lamps were used**. 


Or ex- LAWRENCE C. PORTER 
actory 


tained 


Tests at a poultry farm near 
Cleveland, Ohio, showed that in 
six weeks’ time baby chicks lighted 
by a 40-watt fluorescent lamp gain- 


ed 5 per cent more in weight than 
those without such extra lighting. 

In this same test another batch 
of chicks under germicidal lamps 


A 200-watt heat lamp suspended over the feeders 
keeps the baby chicks warm and the litter dry. 
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and their spears into pruning hooks.”.... 


put on 14 per cent more weight 
and had .8 per cent versus 2.5 
per cent mortality for the control 
birds without any supplemental 
lighting.*** In terms of dollars 
and cents at the then current prices 
this showed an additional profit 
of 5 cents per bird due to the use 
of germicidal lamps. 

The germicidal lamp will un- 
questionably be used extensively 
in the poultry industry. This lamp 
for the first time makes it prac- 
tical to disinfect the air in the 
poultry house and thereby reduce 
the spread of air-borne disease 
germs. Mortality accounts for 15 
per cent of the operating cost of 
the average poultry. Hence the 
use of germicidal lamps to reduce 
mortality becomes a profitable in- 
vestment for the poultryman. 

Sunlamps also have proven 


**Farm Research (January, 1945), 
Vol. XI, No. 1. 

***ZT amp Post, General Electric Co. 
house organ, April 3, 1945, 


ii, 4; Michah, IV, 3 








An experimental installation of 
lighted insect traps in an apple 
orchard to attract the destruc- 

tive coddling moth. 


value in the poultry farm. They in- 
crease the hatchability of eggs as 
well as increase production. They 


increase the Vitamin D content of 
the egg thus making it of greater 
value for eating, and they also re- 
duce breakage from thin shells, 
and speed up the growth of pul- 
lets. 

It is interesting to hang up a 
sunlamp over a flock of birds and 
at some distance from it an ordi- 
nary incandescent lamp of equal 
wattage, or another sunlamp hav- 
ing a piece of ordinary window 
glass (to screen out the ultraviolet 
rays) suspended below it. Most 
of the birds will be found under 
the sunlamp most of the time. In 
some way they recognize the value 
of the ultraviolet and instinctively 
take advantage of it. Young ani- 


*Journal of Dairy Science, Novem- 


ber, 1938, Vol. XXI No. 11. 


** Electricity on the Farm, February, 
1943. 


***.D-23B—Use of Artificial Light 
in Horticulture, Nela Park Engineering 
Division, General Electric Co., Cleve- 
land, Ohio. 

+ Ipalco News, Indianapolis Power 
& Light Co. house organ, January, 


1943, Vol. 7, No. 1. 


t Contributions from Boyce Thomp- 
son Institute, Vol. 10, No. 1, 19386 
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mals will react similarly. Sunlamps 
are used quite extensively in both 
animal* and poultry husbandry. 

Infrared or heat lamps are also 
valuable when suspended above 
the waterers and feeders outside 
of baby chick brooders. Their 
light entices the chicks out from 
under the brooder and the heat 
keeps them from getting chilled 
while eating; it also helps to keep 
the litter dry—that is particularly 
important with turkey poults. 

Lamps are extensively used in 
baby lamb and pig brooders. In 
the latter they save many a piggie 
from being crushed by the old sow 
or from catching pneumonia when 
farrowed in cold weather. Purdue 
University reports that the use of 
a baby pig brooder reduces the 
loss of shoats by 30 per cent.** 

Lamps are used extensively in 
greenhouses, particularly to speed 
up the blooming time of flowers 
and thus get them into an, early 
and high priced market. Experi- 
ments at Ohio State University 
showed that the average time of 
blooming of many kinds of flow- 
ers raised for the commercial 
market can be reduced 30 days 
by supplementing daylight with 
artificial light.*** 


Artificial light is also used to 
speed up vegetables. It has been 
shown, for example, that the use 
of 300-watt reflector bulb lamps 
over tomato seedlings reduced bud 
drop and resulted in a 70 per cent 
increase in final weight of toma- 
toes harvested. 

Since we have been speaking of 
plants and poultry, we might men- 
tion an interesting experiment that 
was conducted at the Boyce 
Thompson Institute for Plant Re- 
search at Yonkers, N. Y. Plants 
require carbon dioxide for healthy 
growth. Hens breathe out con- 
siderable carbon dioxide. At the 
Institute the air from a hen house 
was filtered through water to ex- 
tract the ammonia and then piped 
into a greenhouse. It was found 
that a few birds supplied all the 
CO, the plants needed.t 

Another use for lamps on the 
farm is in connection with electric 
insect traps. The lamps attract 
insects to highly charged wires 
where they are electrocuted. This 
use of light is extensive in the 
vineyards on the Pacific Coast 
and to some extent in eastern 
apple orchards. Studies have been 
made to determine what color of 

(Continued on page 113) 


300-watt reflector bulb lamps are suspended over 
these tomato. seedlings to aid in speeding growth. 
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The section stands out and can’t be overlooked. That's why sales are made there. 
Here’s the kitchen, 18 by 20 ft. in size, which helps Peterson Bros. sell appliances. 





Authentic Home Setting Helps Sell 


Appliances for Peterson Bros. 


Kitchen-like space in center of 
store provides atmosphere which 
is a big aid in building sales 


, 


means a great deal in selling major 
appliances, for the right atmos- 
phere means home to the appli- 
ance prospect. So say William 
and Herman Peterson, operating 
Peterson Bros., Waukon, Iowa. 
The Petersons, through war and 
peace, have such atmosphere in 
their establishment. It consists of 
an 18 by 20-ft. space at the center 
of the store which is arranged to 
look like a kitchen. There is a 
linoleum on the floor, with a num- 
ber of chairs about for customers 
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to sit down in and rest and talk 
if they wish. 

“This little roomlike spot sold 
a lot of appliances for us prior 
to the war and during wartime and 
we also expect it will serve us 
well now that peace is here,” says 
William -Peterson. “It really is 
a room without walls in the cen- 
ter of the store, and our custo- 
mers like it.” 

Mr. Peterson points out that he 
prefers this arrangement much 
better than lining up his appli- 
ances along the wall. In the latter 
instance it is hard to give the 
appliances a “homelike” appear- 


ance. The,room idea at the cen- 
ter of the store does create such 
an atmosphere, without taking up 
excessive space or blocking the 
view of the rest of the store. 

Another important ‘reason for 
this display at tlie center of the 
store is that it is close to the main 
wrapping counter where the bulk 
of the store’s traffic comes. Every 
farmer or townsman who comes 
in for bolts, screws, nails, hammer 
or tools sees this appliance dis- 
play and must notice it, because 
it looks like a room in someone’s 
home. And homes always get at- 
tention from most people. 

It is easy for a farm woman or 
townswoman to leave the wrapping 
counter and with a few steps be 
within the small appliance show- 
room. Many a sale has been made 

(Continued on page 127) 
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A salesman will be 

employed to solicit 

the farm market for 
water systems. 





Part 1 


The Change in the Retailing Picture 


66 y 
OU’VE certainly 


completed your reconversion plan 
in a hurry,” I told a hardware 
dealer I visited recently, “and 
what’s more you have a store that 
is both modern and practical—I 
can’t see how or where you could 
ever make any more improve- 
ments!” 

“I’m glad you like it,” he told 
me, “but you’re wrong when you 
say you don’t understand how it 
could be improved. I’ve been in 
the retail hardware business for 
almost forty years and I’ve seen a 
good many changes in the selling 
picture in that time. When this 
store gets to the place where it 
can’t be improved then I’ll know 
it’s time to close the door. I think 
you'll find a great many hardware 
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men feel the sgme way about it— 
the people themselves change — 
their needs and the community 
needs change. I’ve got to be a 
kind of sales prophet all the time 
to keep up. Frankly, I am glad 
that things are this way—and 
nothing makes me happier than a 
new idea or a new method of do- 
ing business!” 


100 Per Cent Right 


That hardware dealer is 100 per 
cent right. I knew it then and I 
know it now—much more force- 
fully, for it has been possible to 
meet and talk to many such deal- 
ers in recent weeks. Best of all 
this attitude, as reflected by the 
comments quoted, is a clear cut 
indication that there is most defii- 
nitely no mental stagnation in in- 


dividual merchandising ability. 
True, there is apt to be some re- 
tail management here and there 
that is not so progressive, but even 
where the operators are not sure 
of what problems they will have 
to face there is a healthy desire to 
study and learn. 

Just what are these “problems” 
and what can be done to continue 
building the general field of retail 
hardware selling? The number 
one question in the minds of most 
alert dealers is this: What mer- 
chandise lines should I add to 
keep my store sales on the up- 
grade? That is, they fully recog- 
nize the many standard hardware 
lines that they must handle at all 
times, but they sometimes are in 
doubt as to various types of equip- 
ment and supplies that they can 
either take or leave alone as they 
prefer. 

The best opinion seemed to be 
that it is strictly a local problem— 
that no two towns or shopping 
communities within a given city 
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are exactly alike. But the matter 
can best be solved, I was fre- 
quently told, by making a compre- 
hensive survey of what the town 
requires and what the present com- 
petitive situation happens to be. 
As a practical example of this, one 
hardware man told me that he had 
been skeptical about handling 
many more or less major farm 
items. One item he put to an ex- 
haustive test—that being pumps 
and water systems of special de- 
sign for farm use. 

Before making a definite deci- 
sion to feature this type of mer- 
chandise the dealer made a careful 
check of all local outlets for pumps 
and water systems. Briefly, he 
found that the other hardware 
store in the town did nothing what- 
soever to promote the sale of that 


From extensive discussions with 
farmers he found that not less than 
50 per cent of them were inter- 
ested and that many could be sold 
if the proposition were to be pro- 
moted. 


Courtesy Lacking 


With all these facts in mind he 
called on hardware men in other 
towns and found that some of 
them had done splendid jobs on 
the line. That was all he needed 
to know. A larger stock is to be 
carried and a special salesman em- 
ployed to actively solicit the farm 
market for water systems. In other 
words, this dealer is going into 
this program with his eyes wide 
open and there is evidence already 
that he will sell a considerable 
volume in this one field. 


A series of four articles featuring the 
latest plans in merchandising and ad- 
vertising for the post-war hardware store 
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equipment and that the local 
plumbers were selling them only 
when a customer insisted, and that 
a farm supply store in the com- 
munity was well operated but de- 
voted, full time to other lines. 


The same general answer can 
be found for most major lines that 
fit in well with hardware merchan- 
dising. Another dealer reported 
that there wasn’t a single store in 
his town featuring sporting goods. 
Perhaps four or five played 
around with a small amount of 
stock. There were two service sta- 
tions that carried some fishing 
gear, a cigar store sold cheap base- 
ball gloves and bats, and the other 
hardware store ignored the market 
entirely, There is plenty of inter- 
est in sports generally in the town 
and now that normal buying can 
be anticipated this dealer is hav- 
ing a complete sports department 
built in and plans steady promo- 
tion. 

Still another hardware dealer 
reported he was dubious about go- 


By JAMES A. LOCKHART 
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It was shown that 

the hardware store 

was the source of 
supply for them. 

















“He called the staff together for a pow-wow. The upshot of it was 
simple and to the point—either be courteous and tactful or get out.” 


ing after the radio and electrical 
appliance business and couldn't 
decide whether to go after this 
business in a “big way” or leave 
it alone. He investigated every 
possible radio and electric appli- 
ance outlet in the town and found 
that he most certainly did have a 
market and a mighty good one at 
that. The reason? Simply that 
only one appliance store was pre- 
pared to offer a full fledged ser- 
vice department! 


Survey Gets Results 


In the early months of the sum- 
mer he hired two alert high school 
girls to make calls on hundreds of 
local homes to see what the poten- 
tial demand might be. Their re- 
ports indicated very plainly that 
the radio and appliance demand 
was going to be huge, but many 
people were doubtful about buying 
from new type outlets that couldn’t 
or wouldn’t service such equip- 
ment. Typical was the comment of 
a housewife who said that she sup- 
posed even the new radios would 
“go on the blink” now and then 
and she wanted to buy where they 
could service the things they sold. 
This dealer is not only prepared 
to merchandise such major items 
but he plans to carefully advertise 
the fact that he has a complete ser- 
vice department for both old and 
new equipment—and he is stress- 
ing that feature very much to his 
advantage. 
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We won't pursue that idea any 
further. The problem of what to 
sell and what can be sold is with- 
out a doubt a local problem that 
each retailer can solve by using 
plans as outlined. The most im- 
portant point to remember is that 


now is the ideal time as never be- 
fore to build these new lines or to 
re-establish old ones, and we can- 
not judge by what was sold before 
the war. It’s an entirely new 
situation now. 

An investigation into hardware 
merchandising revealed an un- 
usually effective plan which varied 
considerably from place to place 
but which boiled down to this 
general outline: Complete charts 
and detailed floor plans for a 
typical six-room house were pre- 
pared. They showed exactly what 
prominent equipment of that 
house could be supplied by the 
hardware store. Each room was 
taken step-by-step, and it was 
shown that the hardware store was 
the logical source of supply for 
more than a score of items. Dis- 
plays and large “blow-ups” for 
both window and interior were 
designed to feature the require- 
ments for every room. 


Planning at Its Best 


This is forward planning at its 
very best—and it almost instantly 
shows the prospective customer 
what they can expect at the hard- 
ware store whether it is for the 


kitchen or the living room. It is 
a plan that does a great deal to- 
ward educating the general public 
to the fact that hardware stores 
are the proper place for a tremen- 
dously broad line. Then, too, it 
gives the store a first class promo- 
tional basis for advertising all 
through the year, and dealers who 
have tried it were enthusiastic over 
its possibilities. 

The second important problem 
in the hardware merchandising 
program of today is that of train- 
ing the store personnel to handle 
the larger lines and the more com- 
plex knowledge required to do this 
job properly. In talking this mat- 
ter over with veteran retailers it 
was agreed that all too many 
stores have permitted their per- 
sonnel to become careless and to 
forget the old idea that the “cus- 
tomer is always right.” These men 
stated that the danger was not so 
much in what had been done in 
the past war years, but in the fact 
this carelessness might become a 
habit. One retailer reported he 
had permitted salespersons to be- 
come rude simply because they 
were all so rushed that he didn’t 
notice it as it developed. Finally, 
he realized his entire force was 
getting in the habit of being 
abrupt with customers, and he 
called the staff together for a pow- 
wow. The upshot of it was simple 
and to the point—either be courte- 
ous and tactful or get out! 

I was reminded time and again 
that the man or woman who ex- 
pected to sell should know the 
product thoroughly if top volume 
is to be expected. Practical sales 
training can be handled right in 
the store by the retailer himself, 
and many stores now have excel- 
lent training plans in operation. A 
later chapter in this series will de- 
vote considerable space to this 
plan, and there is no longer any 
room for doubt that proper em- 
ployee sales coaching will far 
more than pay the small costs in- 
volved. 

Another problem affecting all 
hardware stores is that of im- 
proved display methods so as to 
make merchandise almost self sell- 
ing. Any survey of retailing in 
general will immediately prove 
that hardware stores have already 

(Continued on page 164) 
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Future Lawn and Grass Seed Sales 
By the Local Hardware Store 


There's a considerable amount of 
this business that goes to the 
local hardware store and it can 
be increased by going after it 


By C. W. BAKER 
Grass Seed Division, 
F. H. Woodruff & Sons, 
Milford, Conn. 


Bdiw the past 


few years many hardware mer- 
chants have found mixed lawn 
seed a lucrative line, easy to ob- 
tain and mighty good display and 
counter material. They have not 
only found the line more profit- 
able than they had expected but 
an excellent store traffic builder 
for other garden merchandise. 
Some lawn seed wholesalers en- 
courage long profit mark-ups. 
Others set up their lines on a 
smaller mark-up but supply suffi- 


cient sales stimulation to encour- 
age greater turnover. 

While the major proportion of 
these sales are made during the 
spring, many dealers are finding 
that fall sales are increasing yearly 
and that the counter space devoted 
to lawn seed pays out well. Every 
garden enthusiast realizes that the 
fall is nature’s time for seeding. 
People smart enough to seed in 
the fall are also intelligent enough 
to purchase the better grades of 
lawn seed and, since pricing is on 


Cc. W. BAKER 


a percentage basis, the net returns 
per square foot of counter space 
is greater. 

There is no horticultural prod- 
uct or material sold today on 
which there is so much compli- 
ment or criticism as on lawn seed. 
When something goes wrong with 
a new lawn, it is invariably the 
seed that is to blame. Perhaps this 
is because everyone seems to feel 

(Continued on page 124) 
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“Every city over 10,000 will have an airport . 


NOVEMBER 8, 1945 


.. the need for turf-forming grasses will be great.” 











China and glassware 
dominate the entire 
left side. Low bins 
form the fixture’s 
base, three stepped 
back tiers are over 
these and then come 
the rows of shelves. 


R. C. WARBUR- 


TON, owner and manager of War- 
burton Hardware in Seattle, Wash- 
ington, does not pretend to be a 


mathematician. But if asked to ex- 
plain in the fewest possible words 
the reason for his recent substan- 


Bottom sections 
of the fixture — 
12 ft. long. 2 it. 
wide, 18 in. high. 


tial increase in business he would 
probably give you the formula— 
two times display space equals 
two times sales volume. 

To prove his formula Mr. War- 
burton undertook a complete store 
modernization which, in addition 
to other improvements, approxi- 
mately doubled-his display area— 


This section, made 
of three stepped- 
up shelves, fits on 
the two cupboards. 


without increasing his floor space 
by a square foot. Completed short- 
ly after the first of this year, it 
has succeeded in the face of war 
and immediate post-war shortages 
in at least doubling his monthly 
volume of sales. He accomplished 
this at a cost of approximately 
$4,000, or one dollar of invest- 
ment in each square foot of floor 
space. 

Mathematics was not the only 
factor involved, Mr. Warburton 
admits. Though closed cabinets 
and cupboard drawers are now 
conspicuously absent, the job in- 
volved more than just tearing the 
cupboard doors off their hinges 
and adding a few tiers of freshly 
painted shelving. Months of care- 
ful planning and study, including 
visits and discussion with dealers 
in his own and two neighboring 
states, preceded the final decisions. 
In the end, he thought he had 
what he wanted—flexibility, acces- 
sibility, and display. 

To achieve this, Mr. Warburton 
decided to build his entire ar- 
rangement around one basic dis- 
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The glass ovenware 
occupies one of the 
six floor units. On 
the left side, it is 
adjacent to  china- 
ware. Customers are 
always aware of it. 
They can't miss it. 


play bai - unit, an island R.C. Warburton, Seattle, Wash., makes 
type display designed by the own- P ° ° 
st, te canis tn these coctinne. The drastic changes in display floor 


two bottom sections are identical. which are doubling sales volume 


and consist of an open cupboard 
12 ft long by 2 ft wide, and 18 in 
high. Each section is partitioned 
into three open bins. When placed 
back to back they form a rectangle 
4 by 12 ft. 

The top section is a stepped ar- 
rangement of three rectangular 
shelves, its general outline in the 
form of a pyramid cut off about 
midway from the base. The low- 
er shelf is designed to fit neatly 
over the two bottom cupboards 
with a slight overhang, the second 
and third to overhang the chan- 
nel of the shelf beneath. The en- 
tire area of the top shelf is given 
over to display. 

The completed unit is painted 
in tan and dark brown with a 
white stripe to harmonize with the 
tan and cream walls and cream 
ceiling. Together with the wall 
shelving, twelve of these islands 


men sufficient to oF most of the The right side of the store holds hardware, paint, steel goods and a 
store’s merchandise. variety of other merchandise. The same type of fixtures are here, too. 
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One of the two floor display units featuring figurines and small gifts. 


The result is a unit almost every 
inch of which is available for dis- 
play. Lower than average, the 
top shelf is not over 3 ft. in height, 
with the result that merchandise 
on one island will attract the eye 
of a customer shopping in a sec- 
tion some distance away. With 
ample aisle space in between, the 
combined effect is of an airy, well 
balanced, uncluttered display. 

A similar design is apparent in 
the wall shelving. In the glass 
and chinaware department, for 
example, a row of low open bins 
runs most of the length of the 
wall. Directly above are three 
wooden shelves in a stepped ar- 
rangement and over that, three 
glass shelves of equal width 
against the wall. 


Easy to Change 


While his use of a standard basic 
unit allows considerable flexibility, 
Mr. Warburton does not plan any 
immediate shifting of his major 
departments, their original loca- 
tions having worked out to his 
entire satisfaction. Should a shift 
become necessary, he points out, 
it will be an easy and inexpensive 
operation. 

The present arrangement is 
thoroughly departmentalized. Glass 
and chinaware dominate the left 
hand side of the store, the entire 
sidewall and six display units be- 
ing given over to this department. 
Four of these are basic units 
spaced at intervals and parallel to 
the wall shelving. The other two 
are interior-lighted glass cabinets 
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for knick-knacks, one in front of 
the center section, the other at the 
front of the china section. One 
of his most successful has been 
his glass ovenware display, to 
which one entire unit has been de- 
voted. 

The right hand side is arranged 
in a similar manner, with the 
islands spaced lengthwise to the 
wall. The islands of the center 
section are placed at right angles 
to these, running lengthwise to the 
front of the store. The wrapping 
counters, also arranged as an 
island, are placed in this center 
section about two-thirds of the 
way back. This makes for con- 
venience in handling sales and 
ensures that the customer will get 
a good view of all departments 
before leaving., 

In general, Mr. Warburton oper- 
ates on the theory that the “bread 
and butter” items should be placed 
at or near the back of the 
store. Kitchenware, accordingly, 
is placed in the last section of the 
china department, with wax, mops, 
and other floor maintenance items 
concentrated in a section of the 
back wall. 

Hardware occupies the major 
portion of the right hand section, 
with the paint department at the 
back. These departments are not 
treated as orphans, however; mer- 
chandise in both the paint and 
flooring departments, for example, 
is carefully displayed and high- 
lighted so as to be easily visible 
from the front of the store. 

The choicest display area, the 


center section in front of the 
checking counters, is reserved for 
seasonal and “impulse” items as 
well as non-seasonal items which 
do not lend themselves to perman- 
ent departmentalization. Occasion- 
al mass displays give variety as 
well as a pleasant tingling sensa- 
tion in the region of the cash reg- 
ister. Sporting goods are located 
at the front of the right hand sec- 
tion. Displays in the three front 
windows are changed at regular 
intervals and aid materially in 
steering traffic through the two 
street entrances. 

The appliance section, consist- 
ing mainly of wood and coal 
ranges and heaters at present, is 
located at the front of the left 
hand section, but will not be ex: 
panded until appliances become 
available in quantity. Mr. War- 
burton intends to employ a crew 
of both inside and outside sales- 
men and to install a service de- 
partment at the back of the store. 


Sample Wire Board 
Catches the Eye 
R W. HUMPHREY of West 


e Union, Iowa uses a sample 
showing of various sorts of wire 
to help the customer decide what 
he wants. Samples of the various 
kinds of wire in stock are clipped 
onto a heavy cardboard, which in 
turn is posted on a door near the 
wrapping counter. The sizes of the 
wire are written in ink, opposite 
each sample, 

According to the management 
this sample display not only helps 
to save time, but it aids in making 
more sales. 


This sample board is just where 
the customer can’t miss it and 
that’s why it helps build sales. 
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Take Some Tips 


From Your Competitors! 


You can always learn something 
from a competitor and if this 
knowledge is used properly you 
will be a better merchandiser 


L.. not difficult for 
you to see the strong and weak 
points of another hardware deal- 
er’s business—but have you ever 
put into practice for your own 
benefit what you’ve learned? 

That you possess the ability to 
gage your competitor is entirely 
reasonable. As an outsider, you 
are able to view his business ob- 
jectively. At the same time, be- 
cause you are experienced in hard- 
ware merchandising, you are 
competent to evaluate his ef- 
ficiency. 

Your competitors’ bad points 
should teach you what not to do. 
But we'll concern ourselves with 
their merits—those practices and 
traits which steadily bring them 
new business, keep old customers, 
and increase their volume and 
make larger profits. 
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Look around you. Analyze 
Competitor “A” for a. starter. 
What sort of fellow is he? Hasn’t 
he an infectious chuckle that in- 
dicates his great zest for living? 
People like that. Competitor “A,” 
they feel, is immensely interested 
in having his products help to 
bring them prosperity. “A” also 
knows how to listen with whole- 
hearted attention—and what is so 
pleasing to one’s ego? And when 
he sympathizes with a customer’s 
personal or business hard luck, his 
manner and tone prove he means 
it. 

Forget His Weaknesses 

True, Competitor “A” isn’t 
strong on bookkeeping. He’s 


rather slack in his credit policies. 
Let’s not copy those. But “A” has 


a fine asset in humaneness and: 


understanding. It acts like a mag- 


net, drawing folks to his store 
despite his shortcomings. 

How does your humaneness, 
your liking for people, compare 
with “A”? Oh, you’re the cool, 
even frosty sort? You just can’t 
gush? 

No ... maybe you can’t. But 
you certainly could unbend a little. 
Try smiling—it’s only a habit, like 
lifting your foot over that broken 
step at the rear of your store. Try 
telling little jokes three times a 
day. You'll be surprised what it 
will do for your personality. Try 
interesting yourself more in cus- 
tomers. Try asking each customer 
you know how his family is, how 
the last bolts you sold him are fit- 
ting—things like that. 

Keep this up, and in a short 
time you'll notice that folks like 
to come to your hardware store be- 
cause you've proved yourself a 
warm, human personality, Not as 
warm as Competitor “A,” perhaps, 
but warm in your own way. Thus 
you have learned from a competi- 
tor’s good points. 

Turn to Competitor “B.” He’s 
a stickler for neat appearance. He 
and his employees wear fresh, 
starched jackets with their names 
on the pockets. The store is al- 
ways clean and in perfect order. 
It’s well lighted. Goods are out 
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where customers can see them. 
Windows are kept gleaming so that 
passersby can plainly see the fre- 
quently-changed displays. And 
those displays are not all of the 
“Buy this!” nature. About every 
third one doesn’t even hint buying, 
but is educational. 


Do you wonder people like to 
deal at Competitor “B’s”? They 
like the efficient atmosphere of his 
store and the snappy way they’re 
waited on. It shouldn’t take a club 
to convince you that “B” has some 
distinct assets. 


Once again, look at your own 
business. Hm .. . the place does 
need a little paint. Your sign out 
front is fading and hard to read. 
Of course you know what it says, 
but a potential customer driving 
past won’t be impressed. Inside, 
you've needed better lighting since 
before the war. And those walls 
are getting dark. If they were 


painted a light shade, the stock 
on the shelves would stand out 
much better and lighting would be 
improved. And all those old signs 
on the wall—they’re so dusty and 


dingy they ought to be junked. 
And so on. 


Features Live Displays 


Let’s look at Competitor “C.” 
He’s an enthusiast on unusual dis- 
plays, some of them alive. He’s 
had guinea pigs, goldfish, chicks, 
rabbits and what-not that you can 
remember. He always manages to 
tie them up, even if remotely, with 
the hardware lines he sells. Or 
he'll have photographic displays, 
sometimes amateur photos. He is 
ingenious, tying up _ ordinary 
every-day hardware items like pots 
and pans and boilers and mixers 
with things that run and walk 
about. Of course, he changes his 
displays often and alternates the 
trick ones with straight merchan- 
dising. But people have got in the 
habit of looking in his windows 
just in case there’s something to 
talk about. 


Sit down with a pencil and a 
scratch-pad. Write down “Compe- 
titor A” or his firm name. List 
the specific things he had on the 
ball. Then go on to “B,” “C,” 
and so on through the local field. 
Here and there you will discover 
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a stunt, a trait, a method worth 
adapting. You'll learn a great deal 
by studying the men who are in 
the same business in your locality. 

The best thing about such a pro- 
gram is that it doesn’t cost a dime. 
Thinking and observing are free. 
They'll tell you your competitors’ 
strong points, for they are evident 
in his every-day hardware mer- 
chandising. When you find a 
policy working well in the same or 
similar business, you'll be wise to 
reflect whether you cannot im- 
prove your own approach to that 


same problem. You probably can. 

The hardware dealer who meets 
his competitors’ strong merchan- 
dising points with improvements 
in his own service, then adds his 
original ideas, will greatly fortify 
his position. There is little new 
under the sun—but there can be 
great difference in the application 
of business principles. Since such 
principles are common property, 
help yourself to them, add them to 
your present know-how, and you 
will have profited from your com- 
petitors. 





Hold the Line! 


A Drama in One Act 


Place—Washington, D. C. 
Time—A short time ago. 
Cast—The OPA played by Chester 
Bowles. 
Retailing, played by its vari- 
ous trade organizations. 


The Retail Trade: “You maintain 
the price line must be rigidly held. 
Yet to stimulate employment both in 
production and distribution services, 
the price structure must be released 
from the rigid mold into which our 
wartime policy has frozen it. May 
we, therefore, arrive at pricing, at 
all levels, that will assure maximum 
production and distribution?” 

Mr. Bowles: “No. The line must 
be held!” 

The Trade: “You say that all 
prices — practically — must remain 
under control. Yet everyone seems 
to feel that elimination of price con- 
trol from all but the most essential 
cost of living items is an immediate 
necessity. Otherwise we shall face 
the danger of a stifling of production, 
a collapse of those price controls 
which may be required temporarily, 
or both. Don’t you agree?” 

Mr. Bowles: “No. The line must 
be held!” 

The Trade: “You assume that 
makers and distributors should ab- 
sorb all or part of the cost increase 
whenever possible. Yet permitting 
price increases to cover higher costs 
does NOT mean runaway prices. On 
the contrary, only by doing this can 
we be sure to obtain the flood of 
supplies so urgently required to pro- 
vide jobs and to prevent runaway 
prices. Don’t you agree?” 

Mr. Bowles: “No. The line must 
be held!” 

The Trade: “You maintain that 


the 1942 price line can be held. 
However, anyone knows that in- 
creases in wage costs since the be- 
ginning of the war have made a re- 
turn to 1942 retail prices of consumer 
goods impossible in the near future. 
Right?” 

Mr. Bowles: “No. The line must 
be held!” 

The Trade: “You maintain that 
the price policy must be used to at- 
tain ‘full employment’ and ‘full pro- 
duction.’ We do not think you have 
the authority to say this. We do not 
think it is your job to guide the 
transition from war to peace. We 
think you are ignoring the basic role 
of price in our economy.” 

Mr. Bowles: “No. The line must 
be held!” 

The Trade: “You seem to believe 
many wartime cost increases are tem- 
porary. But how about certain labor 
and raw material costs? How about 
wartime adjustments that will con- 
tinue? And why not think, rather, 
of the temporary character of our 
wartime earnings, before taxes, and 
of the war-induced economies in re- 
tailing which are already coming 
back and which contributed toward 
such profits? Don’t you think we 
deserve consideration here? 

Mr. Bowles: “No. The line must: 
be held!” (Curtain.) 

—Jor Meek, Executive 
Secretary 
Illinois Federation of Retail 
Associations 








Latest News on 
RECONVERSION 
on page 154 
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Sales of Small Items Increased 
When They Revamped Sidewalls 


Osage Hardware Company registered 
50 per cent increase by adopting 
eye-catching, compartment section 
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Here are the sidewall compartments responsible for the increase. 


A, attractive and 


effective sidewall display arrange- 
ment has been created by the 
Osage Hardware Company of 
Osage, Iowa, in an area which 
formerly had little display value. 

Working on the theory that 
variety stores get many extra sales 
because of extensive display of 
small items, Ray C. Peterson and 
J. C. Brooker, owners of the store, 
converted one entire lower area 
along a sidewall into a special 
spot. 

Glass partitions and shelves were 
placed into the areas directly be- 
low the doors of the upper levels. 
These glass partitions permitted 
the showing of small merchandise 
in a decidedly. attractive fashion. 
Price tags on the partitions also 
aided the shoppers in their buy- 


ing. 
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The background of the shelves 
was painted a light color so as 
to reflect as much light as possible 
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and also to attract attention. An 
electric light was placed directly 
over each shelf area. The store 
owners, in making the light ar- 
rangement, came up with a clever 
idea. They shaded each light with 
a circular piece of tin, painted a 
shiny black. Across the center 
they placed a placard across a 
cutout spot in the tin. 


Easy for Customers 


When the lights are turned on 
the light is thrown directly down 
on the merchandise and at the 
same time customers can see the 
sign very easily. 

The store has nine separate shelf 
sections like this along one side- 
wall of the long store, and the 
arrangement has paid for itself 
many times over. The owners re- 
port a 50 per cent increase in 
business on these items over their 
showing in other sections of the 
store. When all nine lights are 
turned on, it makes a remarkable 
appeal that the eye cannot resist. 
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Closeup showing the hooded electric bearing identifying signs. 








Failure to Do a Good Selling Job Caused... 


EDITOR’S NOTE—Mr. Miller's important message is based 
on an extensive survey made by his company to determine 
why the hardware dollar in the great building total volume or 
investment shrank 75 per cent in the last 20 years. This study 
included more than 1500 personal interviews, in 25 states, 
among all types and sizes of wholesalers, retail hardware 
dealers, contract hardware specialists, lumber yards, archi- 
tects, builders, government agencies, city building commis- 
sioners, chain stores, mail order stores, trade publication edi- 
tors, real estate editors of newspapers, etc., and represents a 
competent cross-section opinion. This message is worthy of 
careful reading and consideration. It represents both an in- 





dictment of and a challenge to the hardware industry. 


Ov study showed 


clearly that the shrinking of the 
percentage of the hardware dollar 
in a building from the 2 per cent 
of 20 years ago to the % of 1 
per cent that is average today .. . 
is due to one primary reason. . 

failure to merchandise . . . not 
enough plain old-fashioned selling. 

Too much emphasis has been 
placed on the technical side of 
hardware, to the mechanics and 
the architecture, and not enough 
emphasis on merchandising mak- 
ing people want more and better 
goods. 

For years the hardware percen- 
tage of the dollar has been on the 
downgrade, and many of us have 
been too ready to accept this trend 
as inevitable. We have been too 
willing to accept the statement that 
hardware is bought—not sold. 

And while we have been sitting 
back and accepting this condition, 
our competitors for that building 
dollar have been hard at work in- 
creasing their percentages at our 
expense. By competitors, I don’t 
mean other hardware companies, 


* From an address before the Ameri- 
can Society of Architectural Hardware 
Consultants at Chicago, IIl., October 11, 
1945. 
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I mean the makers of other types 
of building products. People have 
been sold more and better plumb- 
ing, more and better kitchen 
equipment, more and better roof- 
ing, more and better glass, more 
and better electrical equipment 

. and at the tail end . . . less 
and worse hardware. 

Normally, this would be a dif- 
ficult trend to stop ... a long and 
hard road for us to climb before 
we could bring hardware back to 


the position it should have. It 
would be a long and costly job to 
reverse these bad buying habits in 
ordinary times. 

But these are not ordinary times 
and we are not faced with normal 
conditions. 

Conditions are different today 
from any other time in our com- 
mercial history. Authorities all 
agree that there will be a building 
boom. Not only in residences, but 
in hospitals, schools, stores, in- 
dustrial and other types of con- 
struction. There will also be a 
vast amount of remodeling and 
modernization. This means that 
the building materials and hard- 
ware trades, the manufacturers, 
jobbers, and distributors are go- 
ing to be pushed at the outset to 
supply the demand and will be 
extremely busy for several years. 

Prices Will Rise 

Selling prices of homes are ex- 
pected to be from 20 to 30 per 
cent higher than pre-war. Many 
prospective home buyers have 
been living in cheaply-built war 
housing. They will be quality con- 








Builders’ Hardware Convention 
At Chicago, Oct. 9 to 11, 1945 


In our last issue, dated October 25, 1945, on page 128, was a high- 
light news story on the joint Chicago convention of the National Con- 
tract Hardware Association and the American Society of Architectural 
Hardware Consultants. 

In this issue in “Just Among Ourselves,” page 85, and in the con- 
densed versions of major addresses by Frank Miller on this page and 
I. J. Fairchild on page 106, our readers will have further details of some 
of the thinking and discussions that took place at this joint gathering of 
builders’ hardware men. 

The convention was unusually well attended with members of both 
groups coming from all parts of the country. The closing feature was 
the annual banquet which was attended by approximately 350. This 
activity was under the chairmanship of Frank J. Koch, McKinney Mfg. 
Co., and president of the Central States Hardware Club which all dur- 
ing the convention was an “open house host” in its clubrooms at the 
Hotel La Salle where the convention met. 

John R. Schoemer, executive secretary-treasurer of both organizations, 
made genuine reports of progress for both units and gave in some detail 
the results of extensive traveling which he and W. E. Peterson, Shap- 
leigh Hardware Co., retiring N.C.H.A. president. had done during the 
past year. These trips resulted in the formation of several regional 
groups, which both men agreed would prove to be the life-line of both 
organizations. 
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Shrink From 2 to 1% of | Per Cent 
In 20 Years 


By FRANK MILLER* 


General Sales Manager, 
P. & F. Corbin Division, 


American Hardware Corp., 


New Britain, Conn. 


scious about the homes they buy 
because of their experiences with 
synthetic materials. 

Buyers have more money avail- 
able than ever before, wages have 
been high, war bonds have drawn 
off much of the money and other 
savings accounts have increased. 
And because of restrictions, they 
haven’t been able to spend it. 

That’s a brief picture of the new 
market we are facing. 

And here’s a picture of our new 
customer: He wants to build; he 
wants quality products; he has the 
money, and he’s coming to you for 
hardware. 

What are you going to sell him? 
You have an opportunity to sell 
him almost any type of goods you 
want to. What are you going to 
do with the opportunity? 

You are starting with a clean 
field now. Pre-war practices don’t 
have to be followed today. The 
kind of selling job that contract 
men do in the next year is going 
to determine to a large extent the 
quality of the hardware that will 
be sold in the future. 

Are you going to sell the easy 
way, the old way, on price alone? 
Are you going to sell low grade 
hardware for low profits, high 
selling cost and an increasingly 
smaller percentage of the building 
dollar? Of course, not all of you 
have been guilty of this practice, 
but in general, we have all con- 
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tributed to it at one time or an- 
other. 

Or are you going to sell the new 
way—the harder way, perhaps— 
but the sounder and surer way to 
better business? By selling qual- 
ity, by selling satisfaction, by sell- 
ing more and better goods? 

You are the men who can raise 
or lower the standards of quality 
of the hardware that will be sold 
during the next 10 years. You are 
in a position to sell the hardware 
you want to sell. The demand will 
be much greater than you can 


supply. 
Sell Up, Not Down 


Give yourself a break and sell 
up, not down. Sell quality and 
take your full percentage of profit. 
Don’t cut your margins to sell on 


price alone. Even in the seller’s 
market we have had during the 
last four years, a few dealers have 
continued to cut their margin of 
profit in order to get a job—and 
then these dealers come to the 
manufacturer asking for help. No 
other business operates that way, 
—why should this one? Sell your 
goods, take your full profit and 
get your fair share of the dollar. 

Sell quality—always quality. In 
your own minds you know that 
brass hardware is superior to steel 
and you know why. But your cus- 
tomers don’t always know it. Sell 
them. It is better . . . make them 
see why it is better. Merchandise 

. sell. . . don’t just take orders. 

Learn from the department 
stores, the drug stores, furniture 
stores, used car lots, or any com- 

(Continued on page 112) 
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This shellcase-to-lamp picture is 
an example of what can be done to 
convert yesterday's war materiel 
into today’s civilian items. This was 
a 40 mm. shell. The finished prod- 
uct should sell for “$5 or more.” 
according to an OSP representative. 


‘6 
‘a of 


items that can be converted will be 
flooding this place from now on, 
so I suggest that hardwaremen 
keep in touch with their regional 
office. There’s a great opportunity 
for them and the possibilities are 
unlimited.” 

The spokesman for the Office of 
Surplus Property, Department of 
Commerce, Empire State Building, 
New York City, was fingering a 
40 mm. shellcase as he talked. 
“This particular shellcase has al- 
ready been converted—in fact, 
hundreds of them have been. As 
you can see, when they are wired 
and the shell is finished, either 
with chrome plate lacquer or paint, 
they make an ideal lamp.” 

Thus, the government—at a defi- 
nite loss and the buyer’s gain, for 
surplus property is selling in many 


EDITOR’S NOTE: Since the interview 
on which this article was based, the 
Office of Surplus Property of the De- 
partment of Commerce has been trans- 
ferred to the Reconstruction Finance 


Corporation. 


The transfer, which was 


announced on October 20, will not, in 
so far as is known, affect the program 
outlined in this article. 


instances for only a fraction of 
its cost to the taxpayers—is dis- 
posing of war materiel. The idea 
is to fashion worth while merchan- 
dise out of what the armed ser- 
vices now label obsolete, surplus 
or as having no apparent civilian 
use. 


Ideas Available 


To help this along, the Wash- 
ington (D. C.) Office of Surplus 
Property has today a group of en- 
gineers thinking up practical ideas 
which the hardware trade can ap- 
ply in converting items to more 
salable uses. These ideas will be 


made available to interested per- 


sons through their regional office. 

Any government agency may 
declare certain of its equipment 
surplus. When this happens with 
consumer goods, one of the 12 
strategically located regional of- 
fices of the Department of Com- 
merce dotting the nation from 
Portland to Portland takes the 40 
mm. shells or fiber containers or 
field sterilizers, or what have you, 
and tries to sell them. The Re- 
construction Finance Corporation 
has since taken over this activity. 

Although these offices do not 
convert the materiel themselves, 
they do advise what can be done, 
and they are co-operative and 
eager to assist prospective buyers. 


This is a complete Sterilizer Unit. 
Once used on the battlefronts, it 
can now be sold, without conver- 
sion, as camp cooking outfit to boil 
frankfurters and corn. Or it can be 
used in the home as a ham boiler. 
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The story of how surplus property 








Further, the hardwareman’s 
chances of obtaining surplus prop- 
erty at the other 10 regional offices 
are excellent. Once it is bought, 
the purchaser is on his own. 

With most items, the selling is 
not too difficult. Army blankets, 
for example, need no doing-over 
and have an obvious and ready 
market. The list is long of other 
articles that fit into their respec- 
tive civilian niches very conven- 
iently. 

But this is the story of those 
that, although advertised, find no 
takers—at first. They are gener- 
ally unwanted in their original 
form and have to be changed over. 
“However,” said the OSP repre- 
sentative, “with the application of 
Yankee ingenuity, they will make 
fair profits when displayed on 
(Continued on page 112) 


Right: White Pine Box has a metal 
liner, left, which can be used as a 
feed trough. The box itself can be 
turned into a flower box or used for 
packing and crating. 
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is being converted to civilian uses 


The gentleman is wearing a 
Balkan Frame. This item can be 
made into a carpenter’s apron or, 
as shown in his left hand, a shop- 
ping bag. In his right hand is an 
Oxygen Tube Sleeve (to prevent 
freezing of oxygen units in strato- 
sphere flying) which readily con- 

verts to a fishing rod case. 

















































More surplus that lends itself to 


easy and profitable conversion. 
From the left: Splints Bags (on the 
wall). These were used in the 
Army Medical Corps. They can be 
cut in two and used as clothespin 
bags, each one of which will be 13 
in. long. Splints: These were also 
used by the Medical Corps and now 
can be turned into toys or beach 
back-rests. They have eight wing 
bolts and screws of solid brass to 
each set. Metal Splint. The ring 
can be taken off and used in the 
game of quoits. Sagar: Originally 
this was employed for forming molt- 
en glass; now it is suitable as a 
flower pot. 
item. Tourniquet Belt (on wall and 
around books). 


It is a fire-retardant 


This is ideal as a 
book strap or utility belt. 



















Why Have Standards 
For Builders’ Hardware? 


“The successful sellers of the future will be 
those who take the steps necessary to climb 
out of present defensive positions and volun- 
tarily lead in giving the buyer what he wants 
in the way of truthful, factual information.” 


By I. J. FAIRCHILD* 
Chief, 
Division of Trade Standards, 


National Bureau of Standards, 
Washington, D. C. 


\ \ ITH the constantly 


growing complexity of materials 
and products on the market and 
the decreasing ability on the part 
of the average individual consumer 
to judge quality first hand, is it 
any wonder that the federal gov- 
ernment has developed about 1700 
federal specifications for the pur- 
chase of major items which it re- 
quires; that professional and tech- 
nical organizations have been formed 
to standardize methods of testing, 
grading and classifying many manu- 
factured items? Is it any wonder 
that in this general situation, the 
voluntary use of legally-binding cer- 
tificates of quality based on nation- 
ally-recognized standards promotes 
confidence on the part of the buyer? 


Identifications 


The growing complexity of com- 
modities, the introduction of syn- 
thetics, new finishes, and other in- 
novations, has also led to strong and 
articulate demand on the part of 
consumers for informative, or pre- 
ferably guarantee labels. 

Just prior to the war, there was 
a notable increase in the number 
of organizations of consumers them- 
selves—county councils, clubs, in- 

*An address before the National 
Contract Hardware Association and 
the American Society of Architectural 
Hardware Consultants on Oct. 11, 1945, 
at Chicago, II. 
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stitutes, leagues, and committees— 
generally with a two-fold objective, 
namely, educating the consumer, 
and making his desires felt. Col- 
lectively, these efforts have resulted 
in definite and articulate pressure 
for informative labels, service-ability 
facts, grade marking, and other as- 
surances of quality. Proof of this 
demand is found in the cash regis- 
ter experience of retailers and mass 
distributors, through whose records 
the fact has come to be accepted 
that an immediate and sustained in- 
crease in business follows informa- 
tive labeling, quality grading, certifi- 
cation as to quality, and like steps 
on the part of the seller. The recog- 
nized need for wise selection is 
doubtless also partly responsible for 
the rapidly expanding number of 
buyers seeking authentic informa- 
tion. The dependence that women 
are putting on labels is not likely to 
be forgotten in a more plentiful 
market. They are now learning, 
and will remember, that the merits 
of labelled goods apply both in war- 
time and in peace. 

In recent years the Federal Trade 
Commission has taken up the cud- 
gels in behalf of the consumer, in 
contrast to its previous chief concern 
over unfair methods of competition. 

In response to these trends, de- 
mands for truth in merchandising 
and for informative and guarantee 
labels, there has come a tremendous 


I. J. FAIRCHILD 


increase in grade marking, war- 
ranties, guarantee labels and other 
legally-binding means of identifica- 
tion. 

There is scarcely an important 
company in the United States which 
does not purchase its raw materials 
and components of its products on 
the basis of specifications and in- 
spection, supplemented in many in- 
stances by direct, legally-binding 
warranties of quality, from the sup- 
pliers. A large proportion of manu- 
facturers, constantly growing in 
number, find it necessary to sell 
their products according to specifica- 
tions, grades, terminologies, or per- 
formance ratings, either as proposed 
by the buyer or as established in 
nationally recognized standards. 


Standards Vs. Specifications 


In the past it has been customary 
to develop specifications for the 
quality of a product chiefly as a 
basis for contract buying. That is, 
purchasing agents for large rail- 
roads, public utilities, municipalities 
and private companies ask for bids 
on the basis of a definite specifica- 
tion, let the contract to the lowest 
bidder and test deliveries in accord- 
ance with the requirements of the 
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Remincion DEALER LETTER 


HUNTER DROPS MOOSE | 


WITH ONE SHOT 


USES BIG GAME CARTRIDGES WITH 
SOFT-POINT, CORE-LOKT BULLETS 


BRIDGEPORT, CONN., NO 

BER 8, 1945. In our files are many let- 
ters testifying to the tremendous stop- 
ping power of Remington big game 
cartridges with soft-point Core-Lokt 
bullets. Here’s one from a hunter up in 
the North Woods for example: 

“We came upon that moose suddenly 
and got one shot at it . . . but that one 
shot was a revelation to me. My soft- 

point Core-Lokt bullet pene- 
trated three inches of bone, 
and mushroomed perfectly, 
dropping that giant right in 
his tracks.” 

From Alaska to Africa, big 
game hunters have had simi- 
lar experiences. The secret to 
the success of Core-Lokt bul- 
lets is their unique construc- 
tion. The serrated edge of the 
jacket provides directional 
spreading lines, which cause 
instantaneous and uniform 
expansion. The bullet stays 
in one piece because the lead 
core is locked in the jacket — 
delivering a smashing, deep- 
penetrating impact. 
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IT'S 
SERVICE 
THAT COUNTS 


We were in a dealer’s store the 
other day and noticed a deer 
head mounted over his sporting 
arms and ammunition depart- 
ment. A closer look showed a 
small plaque underneath, with 
the name Ed Smith inscribed 
thereon. Being curious, we 
asked the dealer what it was all 
about. 


Hesmiled and replied, ‘“That’s 
what I call my ‘Symbol of Serv- 
ice.’ Several years ago, Ed Smith 
came in here to buy some am- 
munition for a big game hunting 
trip. He had never been deer 
hunting before so I gave him a 
few tips, and supplied him with 
what I considered the best am- 
munition to use. Naturally, it 





was Remington big game ammo 
with soft-point Core-Lokt bul- 
lets. Well, Ed went out and got 
himself a nice big buck. He was 
so tickled with his success he 
had the head mounted and pre- 
sented it to my arms and ammu- 
nition department.” 

You may not get a mounted 
deer head every time you give 
extra service to your customers, 
but you can be certain they’re 
appreciative. It’s that extra serv- 
ice that keeps ’em coming back 
into the store. If you want to 
keep your sportsmen customers 
coming back again and again, 
sell them Remington arms and 
ammunition. You know . . . and 
they’ll soon find out, “If It’s 
Remington—It’s Right!” 











REMINGTON MODEL 141 ONLY BIG 
GAME SLIDE ACTION RIFLE MADE 


BRIDGEPORT, CONN., NOVEM- 
BER 8, 1945. For the hunter who 
prefers a slide action (or pump ac- 
tion) gun, Remington’s Model 141 
Gamemaster rifle is the only rifle of 
this type made in big game calibers. 
Here is an action that is smooth as 
silk, swift as lightning, dependable 
as government time...an action that 





throws six bullets with little effort. 
It combines accuracy with speed of 
operation to a greater degree than 
any other hand-operated rifle—and 
its beautiful, smooth graceful lines 
make it far superior in appearance. 
From butt-plate to muzzle it reflects 
Remington precision workmanship 
and is ideally suited for every type 
of American big game. 
* * 


Gamemaster is Reg. U. S. Pat. Off.; Core-Lokt is a 
trade-mark of Remington Arms Company, Inc., 
Bridgeport 2, Conn. 
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specifications as a safeguard against 
“chiseling.” In too many instances, 
the manufacturer or supplier looks 
upon the transaction in a “catch-me- 
if-you-can” attitude, because in order 
to get the contract he has been more 
or less forced to cut as many corners 
as possible. Professional purchas- 
ing agents also have recognized the 
limitations on this method of buying 
and have come to place reliance for 
hidden quality partly upon specifica- 
tion requirements and tests, and 
partly upon the general reputation 
and standing of the seller. It fre- 
quently happens that the inferiority 
of materials purchased on specifica- 
tion is not discovered until after 
some of the delivery has been used 
or built into a structure. It is also 
customary in many instances to ac- 
cept goods that are inferior in some 
respects if an adjustment in price 
is named. Advance assurances of 
quality would largely eliminate these 
difficulties which are objectionable 
to all parties at interest. 

When all the transactions in a 
given commodity are considered, it 
is obviously much more efficient to 
inspect and test the product for 
quality at the source rather than to 
have this inspection and testing du- 
plicated by or for a large number 
of customers after delivery. 

A further reason is the conviction 
on the part of trade associations that 
instead of each company struggling 
to snatch business away from com- 
petitors by questionable methods and 
so helping to demoralize and destroy 
the industry as a whole, it is better 
for all concerned to elevate the qual- 
ity of the product, to co-operate in 
improving consumer acceptance of, 
and reliance on, the product, in or- 
der that the entire industry may 
elevate and expand its business to 
higher levels of dependability and 
stability. 

So, today, the trend is definitely 
toward the voluntary use of grade 
classifications, performance charac- 
teristics, specifications, and stan.l- 
ards for the actual quality of the 
product, as a basis for marketing. 
This refers not merely to sales to 
contract buyers, but to all ordinary 
sales of a given commodity. The 
trend in this direction is such a 
natural development, such a normal 
thing to expect when buying. that 
the deeper significance and the bene- 
ficial results obtained may be easily 
overlooked by industries not utiliz- 
ing such methods in selling their 
product. 

For more than 22 years we have 
been working quietly with industries 
asking our aid in bringing some 
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order out of such confusion: not to 
make their products uniform, nor 
to give up any design differences, 
nor to surrender any selling points, 
trade names, trade brands, nor any 
other individual advantages; but 
rather to find some common ground, 
or platform on which they could 
stand together to improve public 
understanding and acceptance of 
the product, to provide fair com- 
petition, to broaden markets, to as- 
sume leadership in the preparation 
of reasonable specifications, and to 
minimize the need for testing on 
behalf of the purchaser, by accept- 
ing responsibility for proper sizing, 
rating or other important character- 
istics, generally hidden. 


Standards Established 


We have established some 128 
voluntary commercial standards in 
cooperation with as many industries, 
and we have more active projects 
now in course of development than 
ever before. 

Our Commercial Standard CS20- 
42, which is the third edition, cover- 
ing Staple Vitreous China Plumbing 
Fixtures, represents the present stage 
of the standard first made effective 
March 3, 1930. It covers grading 
rules, and methods; and major di- 
mensions for the more usual types 


and, sizes of water closet bowls, low 
tanks, lavatories, urinals, and service 
sinks. The industry tells us that 
it provided a basis for almost im- 
mediate expansion of production 
during the war period, during which 
the manufacturers have been run- 
ning plants on a 24-hour basis, with 
complete understanding as to qual- 
ity and dimensional interchange- 
ability, which has been helpful to 
everyone concerned. Perhaps one 
of the most convincing indicators 
of the value of this standard to the 
industry is the fact that plumbing 
fixture manufacturers later estab- 
lished Sanitary Cast Iron Enameled 
Way, CS77-40, and in December, 
1943, we published in printed form, 
Earthenware (Vitreous-Glazed ) 
Plumbing Fixtures, CS111-43. 


Anti-Trust Aspects 


Some groups have been worried 
about the legal aspects of voluntary 
standards, That is, the possibility 
of such cooperative work being held 
as collusion in restraint of trade. 
On the other hand, we still have a 
few groups which would like to go 
even further in the direction of 
stabilizing business than our pro- 
cedure permits. To our knowledge, 
the formulation of commercial stand- 
ards in voluntary cooperation with 








Attractive Christmas Tool Section Trim 


TOOL section can be made very 
attractive at the Christmas sea- 

son as has been proved in the case 
of R. V. Slothower & Son, Dixon, III. 
At this tool department, a paper 


snow trim was placed over the shelf 
as well as a sign on the wall read- 
ing, “Gifts for Him.” The display 
attracted many persons and resulted 
in a number of sales. 


Many co customer was influenced by this display and sales resulted. 
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the Government, has never been held 
to be in restraint of trade or other- 
wise in conflict with the anti-trust 
laws, although there have been a 
few unwise and improper attempts 
to fix prices on the basis of certain 
standards. Commercial standards 
are tools for specific purposes. Like 
any good tools they can be abused, 
but such abuse does not condemn 
the tool. A hammer has been used 
to commit murder, but it does not 
follow that a hammer is not a legiti- 
mate and proper tool. 


Why Have Standards 
For Builders’ Hardware? 


The legal aspects of our work in 
voluntary cooperation with various 
industries and trades have been 
looked into by several successive 
attorneys-general. In fact, a few 
years ago, the Supreme Court of the 
United States obtained a complete 
set of standards for review, and in 
opinion No. 268 of the October 
Term, 1935, in the case of the Sugar 
Institute, said: 


“Designed to frustrate unreason- 
able restraints, they (restrictions 
of the Sherman Anti-Trust Act) 
do not prevent the adoption of 
reasonable means to protect in- 
terstate commerce from destruc- 
tive or injurious practices and to 
promote competition upon a sound 
basis. Voluntary section to end 
abuses and to foster fair competi- 
tive opportunities in the public 
interest may be more effective 
than legal processes. And co- 
operative endeavor may appro- 
priately have wider objectives than 
merely the removal of evils which 
are infractions of positive law. 
Nor does the fact that the correc- 
tion of abuses may tend to stabilize 
a business, or produce fairer price 
levels, require that abuses should 
go uncorrected or that an effort 
to correct them should for that 
reason alone be stamped as an 
unreasonable restraint of trade. 
Accordingly we have held that a 
cooperative enterprise otherwise 
free from objection, which carries 
with it no monopolistic menace, 
is not to be condemned as an un- 
due restraint merely because it 
may effect a change in market 
conditions where the change would 
be in mitigation of recognized 
evils and would not impair, but 
rather foster, fair competitive op- 
portunities.” 


We have several specifications for 
builders’ hardware—locks, hinges, 
shelf and miscellaneous hardware, 
and door closers with which most 


of you are familiar. Then we have 
two commercial standards in this 
field, viz., CS9-33 Builders’ Tinplate 
Hardware chiefly to provide inter- 
changeability of locks and hinges 
used with metal doors, and CS22-40 
Builders’ Hardware (non-tinplate) 
which covers mainly definitions, 
rules for hands, standard backsets, 
standard finishes, rules for sizes 
of hinges, other rules of a general 
nature, and recommended §archi- 
tectural details. 

On May 16, 1945, a preliminary 
meeting of representative manufac- 
turers, distributors and consultants 
was to harmonize ideas and arrange 
for a definite program to bring speci- 
fications and standards up to date. 
This conference was unanimous in 
its feeling that the several federal 
specifications were out of date, in- 
adequate and badly in need of com- 
plete revision. The chief net results 
were requests that the Hardware 
Manufacturers’ Statistical Associa- 
tion submit recommended specifica- 
tions for items such as locks, hinges, 
shelf and miscellaneous hardware, 
and that the N.C.H.A. and the 
A.S.A.H.C. recommend hardware for 
application on various types of 
buildings; with the understanding 
that the recommendations of each 
group would be submitted to the 
other by your speaker’s office for 
review and adjustment. 

In New Britain two weeks ago, I 
was told that the hardware manu- 
facturers are now ready to submit 
their recommendations on locks, and 
on shelf and miscellaneous hard- 
ware. From Mr. Schoemer we have 
the word that 16 committees of the 
N.C.H.A. and A.S.A.H.C. are at 
work drafting recommended mini- 
mum hardware for application of 16 
different types of buildings. 


One other outcome of the May 
16th conference was a motion to ap- 
point a committee to see if it isn’t 
possible to set up voluntary com- 
mercial standards. Although the re- 
vision of existing federal. specifica- 
tions is regarded as the more press- 
ing problem, there is reason to hope 
also for collective action in the direc- 
tion of establishing more compre- 
hensive voluntary commercial stand- 
ards as a basis for promotion by the 
entire industry of better builders 
hardware, especially locks, and a 
more appropriate and adequate ap- 
plication of builders’ hardware in 
the future. 

In your natural struggle to ob- 
tain a lead over competitors it is 
easy to forget that in a large sense 
manufacturers, hardware consultants 
and distributors are all in the same 
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boat. If by concerted promotion of | 
better: hardware and more appro- 
priate and adequate application | 
thereof, with the help of up-to-date 
specifications and standards, you can 
raise the average nation-wide allot- 
ment of building dollars by even as | 
much as ¥% of 1 per cent for build- 
ers’ hardware, your effort will have 
been well worth while, not merely | 
for yourselves, but also for those 
who own or use these several types 
of buildings in which we all live 
and work. | 


Looking Ahead 


As we look ahead to the probabil- 
ities of the early post-war years, we 





need to remind ourselves that we | 
shall, in due course, pass from a | 


seller’s market into a buyer’s mar- | 
ket. We have been able to sell prac- 
tically everything that could be | 
manufactured, but after the pent-up 
demands have been satisfied, and 
possibly before, consumers will be- 
come more chovsey. The depart- 
ment stores have already reported 
indications of that turn. 

As never before, industries will 
be in competition with each other 
for a share of the consumers’ dol- 
lars. This competition between in- 
dustries will be more significant 
than competition between companies 
within the same industries. If the 
consumer has his heart set on a 
new car, ahead of a new refrigera- 
tor, or a new electric ironer ahead 
of air conditioning, or perhaps holds 
onto his bonds to await better values 
or newer improvements in com- 
modities, somebody’s sales will 
suffer. 


Obviously those items for which 
the need is greatest and in which 
there is the maximum confidence 
will enjoy the most business. Other 
things being equal, those industries 
whose members pull together to win 
confidence and expand markets will 
lead the business parade to recovery 
and stability. 


The first need is to stimulate de- 
sire or choice as to categories of 
goods for purchase, and having 
stimulated desire, confidence is 
needed where the title passes from 
seller to buyer, i.e., at the point of 
sales. The goods, the understanding 
about them, and the people’s con- 
fidence in them, must overbalance 
the buyer’s desire to hold onto either 
dollars or bonds. 


We have an unprecedented oppor- 


| 
tunity—one which may never come 4 A M | L T 0 N 
again. With stocks of many civilian 


items at an all time low, we are free 





to change designs, materials, ratings 
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So... you think this 
looks like a pickup! 


eAnd so it is. An enlarged il- 
lustration lifted bodily from a 
Hamilton Beach ad currently at- 
tracting your postwar customers. 


They, too, are picking things 
up from these ads. Desires, most- 
ly, that they’re pretty sure 
Hamilton Beach quality food 
mixers and vacuum cleaners can 
fulfill. 


Soon, we hope you'll be able 
to add the clincher when these 
people call on you. After all, 
who's in better position to do 
that than the dealer to whom 
Hamilton Beach has been a hall- 
mark for 35 years? That's a long 
time. It represents a lot of honest 
dealing. 


And, just as in the past, Hamil- 
ton Beach products will again 
be fairly distributed among legit- 
imate wholesalers, who will 
make every effort to see that 
their dealers are fairly treated. 
Hamilton Beach Company, Divi- 
sion of Scovill Manufacturing 
Company, Racine, Wisconsin. 


We'n have plenty to eat 
~*-Icluding his words! 
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BETTER BRAND 


mouse and rat 


TRAPS 


@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Propucts Co. 




















They Guard and Guide 
where Dangers hide! 


EMBURY 


AIR PILOT 


LANTERN 


EMBURY MFG. CO., WARSAW, N. Y. 








and descriptions. We stand at the 
threshold contemplating and de- 
signing new products. We require 
new catalogs, sales literature, data 
sheets and advertising. 

One of the deep-rooted principles 
of American business is the prin- 
ciple of competition and free enter- 
prise. Personally; I find in business 
and in government no responsible 








men who would contemplate aban- 















(Continued from page 103) 


petitive retail business. When a 
used car dealer features a low 
priced car in his advertising, he 
attracts prospects on the basis of 
price alone. But he plans to sell 
those prospects something better 
and he continually trys to trade 
up—not down. A furniture dealer 
features a low-priced room in his 
show window—then sells quality, 
better design, better workmanship 
for higher profit. Drug stores ad- 
vertise loss-leaders—then sell up. 
They merchandise their goods and 
aggressively sell them. They don’t 
just take orders. 

It is true that this merchandis- 
ing is not a one-sided job. The 
manufacturer must co-operate with 
you in educating the public to buy 
better hardware. He must help 
you by constantly advertising and 
talking quality. 


From Sheilcase to Table Lamp 
(Continued from page 105) 


some dealer’s counter as a finished 
product. That lamp, for one, 
should sell for four or five dollars 
—possibly more.” 

After explaining that the New 
York office has from 15 to 50 
prospective customers daily, the 
representative continued: “This, 
of course, is not a production line; 
all figures are flexible and often 
change overnight. We never know 
what will come in or how long it 
will stay. But at the present time, 
we have 5000 carbon dioxide cyl- 
inders, 2250 ships’ berths, thou- 
sands of boxes for bins, 3400 can- 
vas items and 900 fiber containers, 
to name a few of the articles. They 
are sold on a sealed bid or nego- 
tiated basis only and can be or 
have been turned into civilian 
hardware. 


The Hardware Dollar in Building Shrank 
From 2 to 1/2 of 1 Per Cent in 20 Years 












































donment of competition, even rutb- do 
less competition. I believe com- tic 
petition is here to stay and that it co 
will be tougher, rougher and stiffer 
as time goes by. 
As I see it, the product of a single 
company will be standardized to 
make mass production possible, but 
(Continued on page 122) 
lig 
(b 
Br 
lar 
But, in the immediate market— ter 
you are the men who will deter- .. 
mine the quality of hardware sold Wi 
and the future place of hardware to 
in the building world. You have an 
an opportunity now which will m¢ 
never be repeated in our lifetime. tiv 
The Demand Is Herel an 
The demand is here. The qual- we 
ity-consciousness is here. The -— 
money is here. aft 
Take advantage of this oppor- eve 
tunity. Satisfy that demand. Sell det 
the high quality that is wanted. on 
Take your full profit on your sales. bir 
Become salesmen—not order-tak- thi 
ers. Sell up—not down. 
Sell more and better hardware we 
at full profit and we'll put this oth 
builders’ hardware business back me 
where it belongs. cat 
tra 
rad 
-" 
ary, 
“The carbon dioxide cylinders 
(to inflate B-4 liferafts during a 
emergency landings) might, with 
a downward twist of the nozzle, 
serve as fire extinguishers, and the 8 
three-volt, 1 in. sq. by 24% in. high ar 
batteries could be used as power 250 
for a housebell by putting two of 250 
them together in a series. 275-\ 
15M 
“The ships’ berths (for troop ty 
carriers, to conserve space) are bap 
suitable as home-made cots, and oe 
their springs would fit almost any om 
hardware purpose. The wire fab- iw 
rics are perfect for fencing. Hy 
“Again,” said this official, “! tees 
500-V 





can’t recommend too strongly that 
mechanically minded hardware 
dealers watch their regional office 
for this materiel. Even if they 
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don’t get some of the articles men- 
tioned here, there will be more 
coming along, much more, and all 


they have to do is exercise their 
wits to make use of surplus—prof- 
itably.” 


Lighting Outside of the Farmhouse 


(Continued from page 90) 


light is most attractive to insects 
(blue) and which is least (red). 
Brightness is also a large factor.* 

Black light or near ultraviolet 
lamps are also used to some ex- 
tent on the farm and more of them 
could be used to good advantage. 


' With them, for example, it is easy 


to detect ring rot in seed potatoes. 
and thus save the time, labor and 
money lost by planting unproduc- 
tive seed. 

Today, there are available flood 
and spotlight lamps that may be 
used out of doors and will with- 
stand rain when lighted. They 
make it possible to do many jobs 
after dark, such as silo filling or 
even planting the vegetable gar- 
den. These lamps have been used 
on poultry ranges to protect the 
birds from marauding animals and 
thieving humans. 

In addition to the various lamps 
we have mentioned there are many 
others used in and on farm equip- 
ment, such as electric fence indi- 
cators, flashlights, hand lanterns, 
tractor lights, indicator lamps in 
radios, clock lights, vacuum clean- 


* Agricultural Engineering, Febru- 
ary, 1942, Vol. 23, No. 2. 


er lamps, sewing machine lamps, 
kitchen range lights, slide and 
movie projector lamps, nightlights, 
photoflash and photoflood lamps, 
etc., etc. In fact, a recent survey 
conducted by the Farm Journal 
showed that on the 743 farms sur- 
veyed there was an average of 44 
lamps per farm, of which 56.3 per 
cent of the lamps in the home 
were used for general lighting and 
43.7 per cent in equipment. Out- 
side of the home 70.3 per cent of 
the lamps were for general light- 
ing and 29.7 in equipment. 

However, let’s see what that may 
mean in dollars and cents value to 
the dealer. The general lighting 
lamps average 12 cents list, the 
equipment lamps average 72 cents. 
The total list value of all lamps on 
the average farm is $9.75. Some 
of the individual lamps cost more 
than that, a Type RS sunlamp, for 
example, $15.00 (less 25 per 
cent). 

The accompanying table gives 
the list price of the lamps we have 
been discussing and their rated 
life and operating cost per hour 
(current and renewals) at various 
current rates. 





Average 
Life List 
Lamp 


150-W projector bulb spot and 
flood—outdoor use........... 

300-W reflector bulb spot and 
flood 


ness in PRS . 
250-W reflector bulb low bright- 
ness infrared. ....... ; 
275-W RS sunlamp 
40-W flourescent 


g ; 
100-W RS-4 suniamp... 
100-W B-H4 black light 
15-W 360BL black light. . 
1%4-W neon glow... , 
PR-2, 1.2-W flashlight.......... 
3-W handlantern 
1.5-W No. 44 radio panel... 
15-W sewing machine and 
- —— cleaner 

0. 


Approximate Operating Cost per Hour 
(Lamp renewals eni current at Kwhr rates) 


4¢ 5¢ 6¢ 
-0074 -0089 0104 








* Per flash. 
** Inc. current used by ballast. 


Installation and wiring costs vary in different localities. If data are desired on 
that we suggest consulting your local utility or electrical contractor. 
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BETTER DELIVERIES NOW! 


We are catching up on our flood of orders. 
Perhaps by the time you read this we will 
again be in a position to fill current orders 
promptly. We thank you for your forbearance. 


Ahiorl and Wirhes 


LIKE A 


SPONGE 


Used WET, 
OAMP or DRY 


ALSO A 
SWELL 
DISHCLOTH 


NO OTHER CLOTH LIKE IT! 
Clean. Dries and Paliskes 


LIKE A 








Holds amazing amount of water. Used 
like a Chdmois for cleaning, drying, 
polishing. Dry, it’s perfect for dusting. 


CANNOT UNRAVEL. Hidden stitch 


locks each thread. Result: dense, long- 
wearing surface. 





Handsomely put up in red, white and 
blue display bands. Free counter folders. 
INTRODUCTORY ASSORTMENT #23 


PACKED IN DISPLAY CARTON 


2 Pieces DUET #100 @ $1.00 
2 Pieces DUET # 75 @ 7 
7 Pieces DUET # 50 @ 

12 Pieces DUET # 25 @ 


23 Total Retail Value 


IF YOUR WHOLESALER DOESN'T 
HAVE “DUET” SEND US HIS NAME 


Another Product of 


American Sponge & Chamois Co., Inc. 
49 Ann Street, New York 7 
245 Mission Street, San Francisco 5 
Producers of 


AMSCO CHAMOIS and MERMAID SPONGES 
EST. 1869 DEMAND BY BRAND 
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Basic Trends in Population 
And Purchasing Power 


Some of the facts marketing men 
should know regarding the trends 
that will affect their business 


By VERGIL D. REED* 
Associate Director of Research, 


J. Walter Thompson Co., 
New York City 


S 
INCE markets are peo- 


ple with money to spend, and the de- 
sire to spend it, it is important that 
marketing men know the characteris- 
tics, composition, distribution, con- 

*From an address delivered before 
The Commonwealth Club, San Fran- 
cisco, Cal. 


centration and purchasing power of 
our people. 

What is happening to them? 
Where were they before the war? 
To what patterns do their move- 
ments conform? Where will they 
be now that the war is over? What 
is happening to their purchasing 


VERGIL D. REED 


power? What are the major trends 
of the future? And how will these 
factors affect the policies, plans and 
success of your business? 

Population is as vital to you as 
is the soil to the farmer. Fitting 
your marketing efforts to population 
characteristics and trends is abso- 
lutely necessary. This is equally true 
whether your market be national, 
sectional or local in extent; rural or 
urban in nature; male or female in 
sex; high or low in individual family 
purchasing power or educational 
standards. 

Some of the results of our re- 
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Net migration, 1935 to 1940, as per cent of total population, 1940, by states. 
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Sold Out! 


@ Before and after V-J day, orders 
have been pouring in so rapidly for 
Silent Sioux oil burning heating units, 
that today we are completely sold out 
through the balance of this year. 


BUT . . . it's none too early for you 
who want to secure the profitable and 
exclusive Silent Sioux franchise to get 
full details today. A complete line of 
modern designed, space heaters, air 
conditioning furnaces, hot water heat- 
ers, etc., which hold more than just a 

promise of becoming America's 

fastest selling line. Write today. 


Silent Siour 


b SILENT SIOUX OIL BURNER CORP.|4 
ORANGE CITY, IOWA 
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search in population and purchasing 
power will be useful to you in formu- 
lating plans for the future. I give 
them to you with the major trends 
and probable changes in brass-tack 
brevity, followed by their signifi- 
cance to your future business op- 
erations. 

We are emerging from the melt- 
ing-pot stage as a nation. The last 
decade was practically free of im- 
migration. In fact, for the first time 
in our history emigrants actually 
exceeded immigrants between 1930 
and 1940. Today, nine out of 10 
United States babies are born to na- 
tive-born American parents, while in 
1915 only about half were of native- 
born parentage. 

Our birth rate decreased from 
about 27 (per 1,000 persons) in 1910 
to 17.6 in 1940. Because of this, 
along with decreased immigration, 
our rate of population increase is 
falling. We will probably reach our 
peak population, slightly over 150- 
000,000, between 1970 and 1980. 
Then, population will remain sta- 
tionary or show a slow decline. 


The significance of these facts is 
that there is a decreasing need to 
adapt products to suit the prefer- 
ences of national groups, and less 
need of foreign-language media for 
advertising. Industry and business- 
men cannot count on the magic 
stimulant of rapid population growth 
to cure their ills or to offset mis- 
takes in judgment. More decisions 
must be based on facts. 


Indicates Changes 


Stationary or even decreasing 
population does not necessarily 
mean poorer markets, but will mean 
changes in the nature of demand. 
The standard of living can increase 
to very great heights even in a 
declining population. The decline 
in population growth shuts off an 
important factor in capital forma- 
tion. The number of families is in- 
creasing at about twice the rate of 
population increase. The number 
of families increased 16.6 per cent 
while population increased only 7.2 
per cent between 1930 and 1940. 


However, the size of the family is 
decreasing and dropped from 4.1 
persons per family in 1930 to 3.8 
persons in 1940. 

This means that the family is the 
purchasing unit for most products, 
rather than individuals, and so the 
declining rate of population growth 
will ‘be offset for many years by the 
higher rate of increase in the num- 
ber of families. This is a basic 
marketing factor too often over- 
looked in evaluating markets. In- 
creased number of families means 
increased demand for many types 
of goods at a rate greater than that 
indicated by population increases 
alone. 

Since 1910, the rate of growth 
of our urban population has been 
decreasing. Decentralization will 
definitely be encouraged by industry. 
Perhaps it will also be influenced 
by the implications of the atomic 
bomb, if available to other nations. 

Even the rapid, but largely tem- 
porary, rate of war increases in the 
population of metropolitan counties 
has not, on the average, come up to 
the increases of the 20s. 

The importance of this is that 
greater emphasis should be placed 
on neighborhood retail outlets in 
planning future distribution. Loca- 
tions of supermarkets, department 
store and mail order branches, in- 
dependent neighborhood stores and 
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Change in civilian population from 1940 to 1943, as per cent of civilian population, 1940, by states. 
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WARING 
BLENDOR STEAM IRON 


D.E. SANFORD COMPANY Ssi'sccison avewe New vou 7ny. WARING PRODUCTS CORP. 
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A BLADE PLUS! 


It’s @ Cinch to Sell 
Blades This Way 


You don’t sell a “pig ina 
poke” when you select a 
blade from this open-face 
STAR counter display. 
Blade withdrawal is 
“finger-tip” operation. Just slip a 
blade out through the top of the open 
box, and show your customers thc 
correct STAR blade for the kind of 
metal to be cut. Get set now to make 
this STAR made 
market pay you 








freezer lockers—all will be in- 
fluenced. 

Decreased rate of urban growth 
will tend to retard urban increases 
in land values, while suburban land 
values will increase. The glory of 
the tax collector in past decades has 
been the rapid increase in urban 
property values, due to rapid popu- 
lation increases. It will be necessary 
to find additional sources of taxes, 
such as sales taxes. This may affect 
your product unless your industry 
takes steps to prevent it. The cities 
themselves will have to bear much 
of the additional tax burdens to 
furnish services for the increased 
suburban populations. 

The proportion of our population 
on farms was standing still before 
the war. That proportion was 23.1 
per cent in 1940. It was once 95 
per cent. Every basic trend is 
against a _back-to-the-farm move- 
ment. In fact, the proportion on 
farms is apt to show further de- 
crease. 

And half of our farms sell nine- 
tenths of the farm products going 
into commercial channels. The re- 
mainder are largely subsistence 
farms. 

Greater mechanization, the in- 
creased use of fertilizers and better 
methods of farming mean higher 
purchasing power for the farmer. 
He will become a more important 
customer, even though his numbers 
might actually decrease. The prob- 
lem is: How can we raise the pur- 
chasing power of the half of the 
farms which are now practically 
subsistence farms? 

It is widely and erroneously as- 
sumed that manufacturing and agri- 
culture employ a large majority of 
our civilian labor force. As a mat- 
ter of fact, manufacturing accounted 
for 23.4 per cent, while agriculture, 
forestries and fisheries combined ac- 
counted for 18.8 per cent of our total 
employed persons in 1940. The pro- 
portion of our labor force in trade, 
transportation and the service indus- 
tries has been increasing for over 
100 years. This increase will con- 
tinue to absorb a major portion of 
our labor force, including self em- 
ployment. These fields, excluding 
government, accounted for 45.8 per 
cent of employed persons in 1940. 

With more pegple turning to ser- 
vices and distribution, there will be 
an increased opportunity for secur- 
ing high quality dealers, better sales 
personnel and better services. In- 
creased mass production will depend 
largely upon better and more ade- 
quate distribution and service facili- 
ties. 


America is aging or, perhaps we 
should say, coming of age. During 
the coming years, this aging will 
be extremely important to every- 
body’s market. The average age now 
is 29 years, up from 26% years in 
1930. It was once 16 years. And 
the proportion of young in our pop- 
ulation is decreasing, with the pro- 
portion of old rapidly increasing. 

Elders usually have more leisure 
time. This leisure time, with their 
accumulated earnings and Social 
Security benefits, should encourage 
the purchase and enjoyment of both 
goods and services. 

Pressure for old-age pensions, So- 
cial Security benefits and insurance 
will increase. The burdens on the 
younger portion of the population, 
which supports these benefits, will 
increase. Townsend Plans will be- 
come more vociferous—and there 
will be enough voting elders to do 
something about it. 


Unemployment Problem 


The problem of avoiding under- 
employment and unemployment will 
be increased by the fact that a larger 
proportion of the population is now 
coming into the productive age 
range of 20 to 59 years. 

Industry’s own retirement, bene- 
fit and employee relations plans will 
be considerably affected. Retire- 
ment ages will probably be reduced. 
Industry will have to absorb its 
share of the increased burden of the 
care of the aged. 

There will be changes of taste, 
preferences and nature of demand 
for many products. In fact, special 
services and products for the aged 
will increase in number and volume. 
Dentures, dry skin creams, hearing 
aids, travel, resorts and electric 
blankets are only a few of the prod- 
ucts and services that will benefit 
in an aging market. 

The migration of population is 
one which is basic to your market. 
It has been widely assumed that the 
migration of population was not an 
important factor until the war and 
that war needs established the pat- 
terns for this migration. That im- 
pression is misleading. Between 1935 
and 1940, the existing pattern was 
well established. The West Coast 
states were big gainers of popula- 
tion, along with Florida. A solid 
tier of states, running from North 
Dakota to Oklahoma, was the big 
losing territory. 

Two definite mass migrations have 
taken place in recent years in this 
country: 1) the “Grapes of Wrath” 
depression migration in the °30’s; 
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and 2) the “Grips of War” boom 
migration of the °40’s. 

To understand what is apt to 
happen from now on, it is necessary 
to remember that these patterns of 
migration are not the result of the 
war and that they will undoubtedly 
continue for some time. 

The West Coast will hold most of 
its present population. Some local 
geographic and occupational re- 
adjustments will, of course, be neces- 
sary, but there is no real reason 
to look for the great reverse migra- 
tion from the West Coast which 
some pessimists have foreseen. 

Besides the normal population 
trend toward the West Coast, the 
tendency toward decentralization of 
industry, to save freight costs, should 
also contribute toward absorbing 
labor there. Recent rulings of the 
Interstate Commerce Commision on 
freight rates are favorable to the 
West and South. In addition, in- 
creased trade with the Orient should 
further stimulate activity there. 


Female Migration 


Shifts in sex distributions have 
been great and will affect many of 
your markets. In spite of the de- 
cline of civilian population, ob- 
viously due to the military with- 
drawals of males, the population in 
cities of 100,000 or over increased 
2.8 per cent or by about 1,000,000 
between 1940 and 1944. The aston- 
ishing fact is that the increase is 
due almost entirely to migration of 
females from rural-farm areas. 

Of the female decrease in rural 
farm areas, 665,000 were between 
14 and 24 years of age and 270,000 
between 25 and 44 years of age. 
The rural non-farm areas showed 


a small gain between 1940 and 1944 | 


in female population as a whole, 
but they, too, lost 263,000 women 
between the ages of 14 and 24. 

The three great dramas of life are 
birth, marriage and death. Each 
of these means another type of mi- 
gration in your market. The stork 
brings in new consumers. Cupid 
brings in new family purchasing 
units. And death shatters these 
families and liquidates your old cus- 
tomer accounts. 

In the three and one-half years 
ending July 1, 1945, the stork 
brought you 10,569,000 new con- 
sumers. Cupid presented you with 
3,447,000 new families. Death liqui- 
dated 5,137,000 of your old consum- 
ers, excluding war casualty deaths 
which now total about 252,900. 

The West and Southeast will con- 


(Continued on page 122) 
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have to carry samples 


... to sell CORBIN Screws 


Everybody knows what a screw looks like . . . they buy ’em ‘“‘by 
the numbers,”’ sight unseen. That’s why it pays to sell Corbin 
Screws: the name Corbin means something to your customers. 

It means Uniformity, a vitally important consideration in the 
purchase of screws, nuts, and bolts. It means Adequate Line, 
with an opportunity for you to sell a wide range of types and 
sizes. It means Satisfactory Delivery in large quantities, all 
Labeled clearly in Extra Strong Packages. 

Corbin is helping you sell CENTERED DRIVING, the 
profit-making advantage offered in Corbjn-Phillips Screws. 
Have you seen the Corbin-Phillips folder? It’s worth a thousand 
samples! sT-9 








CORBIN-PHILLIPS AND CORBIN SLOTTED 


Wood Screws, Machine Screws, Hardened 
Sheet Metal Screws, Self-Tapping Machine 
Screws, Stove Bolts. Aircraft Screws to gov- 
ernment specifications . . . 

Also — Steel Drive Screws, Lag Screws, 
Cap Screws, Set Screws, Hex Semi-Finished 
Nuts, Machine Screw Nuts, Escutcheon 
Pins and Chain. 


THE CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. houses; New York, Chicago 
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In the early days of the war, Nylon tow 
& rope was shortlived because it kinked and 
whipped. The success of great invasions by the 
Airborne infantry depended upon stabilizing the 
tow rope. 


Columbian Laboratories attacked the problem 
. . . Stabilized the rope . . . made it trail straight 
behind the plane. Our patent No. 2,343,892. 


THEN WE GAVE IT VOICE! Plane to glider communication was essential. 
The old method was to loop the telephone cable along the tow rope. After Co- 
lumbian Laboratories studied that one, we produced a tow rope with built-in 


communication wires (Patent Pending), with jacks at the ends to plug in the 


service ... jacks that released smoothly when the glider cut loose! 


The war is ended, but Columbian Research 
goes on. To the problems of Peace we bring the 
skills of war . . . that we may continue to pro- 
duce only the finest cordage, for each of the 
jobs it must perform, in the days that lie ahead. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee Street 
AUBURN, “The Cordage City”, NEW YORK 
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JUST WHAT THE DOCTOR ORDERED! 





INFLATION TYPE 


TEAT CUPS 


Much has been recently told by leading dairy scientists 
about how “teat cup crawling” can injure cows’ udders 
and how it increases the amount of hand stripping. Now 
Clean-Easy introduces its famous ‘“‘Anti-Krawl” teat cup 
scientifically designed to avoid teat cup crawling. 
tow ' Nationally advertised in leading farm papers it is 
proving a tremendous sales stimulator! It’s another 


and 
“first” for Clean-Easy dealers! 


r the 
y the 
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aight 
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PORTABLE AND TRACKSTER MILKERS 


“Anti-Krawl” Teat Cups, sparkling glass milk pails, gleaming 
white enameled finish, equipped for 3 minute milking ... these 
and many other outstanding features make Clean-Easy the 
favorite with thousands of dairy farmers. It’s easy to sell 
Clean-Easy. A Clean-Easy franchise assures dealer profits— 
now as for the past 30 years this famous line of milking ma- 
chines is backed by national consumer advertising and color- 


ful sales literature. Write today for complete information. CLEAN-EASY PORTABLE MILKER 


BEN H. ANDERSON MFG. CO. 


MADISON 3, WIS., U. S. A., DEPT. 331 
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tinue to gain, largely at the expense 
of the North and Northeast. 

The prospects for certain other 
areas appear to be as follows: New 
York—northeastern New Jersey area 
has lost population (about 820,000) 
during the war, with fair prospects 
of coming back. Baltimore grew at 
above average rates during the war 
and has a good chance of retaining 
its growth. Cleveland grew at above 
average rates between 1920 and 
1930, but did not fare so well dur- 
ing the ’30’s, and grew little during 
the war. Its future is hard to pre- 
dict. 

Indianapolis grew at above aver- 
age rates during the depression 
years, as well as during the war. It 
has good prospects of retaining its 
growth. Chicago has only fair pros- 
pects of retaining even its war-time 
population. St. Louis showed a 
slight increase during the war, but 
has only fair prospects of retaining 
the increase. Minneapolis-St. Paul 
area has lost slightly during the war, 
but has fair prospects of coming 
back. 

The migration of younger women 
from rural areas to the cities during 
the war, whether they remain or not 
—and. probably most of them will— 
means increased demand for the 
products and services they have 
learned to value in their new en- 
vironment. They, like the soldiers, 
have acquired many new wants, pref- 
erences, tastes, standards and view- 
points which will greatly affect their 
future purchases. 

Those ten and a half millions of 
new consumers never heard of your 
company or your product. The more 
than five million who did know you 
are gone. Not only will they use 
no more of your product, but they 
have ceased influencing the pur- 
chases of others. 

These are the changes of three 
and a half years. Think of their 
implications in a decade! Need I 
say more as to the necessity of 
continuity in your research, your ad- 
vertising and your selling efforts? 

In the short span of a few years, 
we have come from a shortage of 
purchasing power to an excess of 
it, which has consistently pushed 
prices up in spite of controls, taxes 
and savings, with shortages particu- 
larly great in consumer durable 
goods. The present purchasing pow- 
er of our population is unquestion- 
ed. Naturally, there will be some 
drop of current earnings in the 
shifts of reconversion and with the 
cutting down of over-time pay. 

It is estimated, for instance, that 
before big-scale re-absorption of the 
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military forces and with the cutting 
of over-time pay, the average family 
“take-home” will drop from $65 a 
week to $47. 

The value of the output per man 
hour has naturally increased during 
the war. This increase will show 
up even to better advantage after 
greater selectivity of employees be- 
comes possible in the post-war peri- 
od. Assuming that the wage-earner 
gets his fair share of this increase, 
this gain should do much to prevent 
large drops in earnings. 

It should not be assumed that any 
large portion of savings will be 
spent after the war. Their main 
value is as a cushion for the recon- 
version period and as a giver of con- 
fidence and security, which will 
encourage the spending of current 


earnings rather than the savings 
themselves. 

One of our grave concerns re- 
volves about the question as to 
whether or not the large numbers 
of people having incomes of, say, 
$2,000 per year or under, can real- 
ly earn more than that. In other 
words, are they capable of produc- 
ing more than $2,000 per year in 
goods? It seems probable that be- 
cause of the large number of peo- 
ple who have been pulled out of 
backward regions and given a view 
of better standards of living, these 
people will tend to struggle harder 
to maintain their present standard. 

Consumer credit is well down, but 
has not quite reached the low point 
of 1933. Likewise, farm mortgages 

(Continued on page 162) 


Why Have Standards for Builders’ Hardware? 
(Continued from page 111) 


it will have many points of indi. 
viduality and distinction as com- 
pared to similar products of other 
companies. These differences and 
distinctions are the life-blood of 
competition. They constitute the 
means by which we advance to 
higher economic ground and higher 
standards of living. They are iden- 
tified by individual trade brands, 
trade names backed by individual 
standings and reputations. 

In fact, one can scarcely escape 
the conviction that successful sellers 
of the future will be those who take 
the steps necessary to climb out of 
present defensive positions and 
voluntarily lead in giving the buyer 
what he wants in the way of truth- 
ful, factual infomation, thus render- 
ing impotent and unnecessary the 
present popular clamor for arbitrary 
action on standards. 

As I see it, the successful mar- 
keters of the future will be taking 
one or more of the following strides 
in shouldering more responsibility 
for product quality: 

1. By individual companies or 
preferably by industrywide asso- 
ciations, they will establish definite 
classes, grades, sizes, tolerances, 
gaging systems, methods of test, and 
other standards as yardsticks for 
rating or classifying product charac- 
teristics or performance. 

2. Within each class, grade or 
standard, they will leave ample lati- 
tude for individual company varia- 
tion and selling-points, for initiative 
in the direction of improvements, 
and complete freedom in style and 
design. 

3. They will tighten factory in- 


spection of both processes and prod- 
uct so as to comply consistently with 
such classes, grades or standards, 
not content merely to shoot at the 
accepted target of quality, but in- 
tent on hitting it continuously. 

4. They will use the standard 
classifications and grades as founda- 
tions for both individual and group 
advertising, trade promotion and 
correction of unfair practices, and 
they will back up such advertising 
and trade promotion with the full- 
force of trade brands and com- 
pany reputations. 

5. Furthermore, they will assume 
full responsibility to the buyer for 
product conformance with such 
classes, grades, and standards, by 
means of voluntary and _legally- 
binding statements in advertising, 
on invoices, certificates, and labels, 
or grademarks on the goods them- 
selves. 

6. Having ceased to resist the 
strong trends heretofore cited; hav- 
ing emerged from their previous de- 
fensive positions; having avoided 
any need for restrictive legislation, 
having taken the lead in the prog- 
ressive and constructive cooperation 
necessary to classifying, grading, 
end establishing standards as a basis 
for marketing their products; and 
having assumed full responsibility 
for complying with such classes, 
grades, and standards, these success- 
ful sellers will enjoy the confidence 
and good will of the consumer to- 
ward both the producer and the 
product; and will forge ahead to 
higher levels of competitive oppor- 
tunity, consumer acceptance, and 
stability. 
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SYMBOL OF ANSHIP 


CRAFTSMANSHIP isn’t an overnight accom- 
plishment. It takes long years of work, care, 
perseverance, intelligence. It passes on from 
one generation to the next. In the 113 years 
since the Eagle Lock Company was established, 
Eagle craftsmanship has been developed to an 
enviably high peak. You will see its full realiza- 
tion in the new line of modern-styled Eagle locks 
that will soon be presented to the public. 


But there is more to Eagle’s program than 
modern locks with a background of high crafts- 
manship. There are aggressive sales policies, 


including a strict jobber distribution plan. 


Remember to specify EAGLE for 
screws and bolts. Precision manu- 
facture gives you concentricity of 
head with shank... clean finish on 
heads and threads, no burrs... 
uniformity in centering and depth 
of slots. Write: Screw Division, The 
Eagle Lock Company. 


Nf 





THE EAGLE LOCK COMPANY 
SUBSIDIARY OF BOWSER, INC. 
— America’s FIRST Lockmakers — 
217 Eagle Street, Terryville, Connecticut 














MINUTE MOP Line 
of Cellulose Sponge 
Products 











Tops for cleaning the bath 
tub easier and faster. 
Ends stretching, straining 
and irksome bending over. 
Keeps hands dry, yet 
works up rich, dirt-catch- 
ing lather. Made of 

Pont Cellulose Sponge 
mounted on wood block. 
Handle, 18” long. Ship 


ping weight, per gross, 5@ Ibe. 








List Price... 


e Minute 
LAVATORY 
BRUSH 





29c 


= Keeping wash bowls and stands spotless all 


. The housewife who deligh “ 
ickly sees ite speed-up eibguames, tae 


pee Sway with untidy, messy fixtures in « 


Measures 4%” ae %” 21%”. Shipping 


weight, per gross, 22 


‘Fin Model” 
List 
Price 35c 
———=—=—=—" Most ingenious method yet 
for cleaning coffee makers, 
pitchers, jars, bottles—aell 


deep china and glassware. 
Cellulose Sponge head is 


sectioned and set into handle, resembling a 


-wheel, that washes clean as you twist 
od in counter display cartons of 13 


. Pack 
mops. Shipping weight, per gross, 20 Ibe. 


L.4 








e Minute 
WINDOW 
BRUSH List 


Price, 


59c 


There's a ready market 
awaiting this handy, ef- 
cient housekeeping device 
——"ithat gets windows - 
ling with less work. Espe- 
elally useful te clean small, 
partitioned windows. 
block measures 5%" & 
1%”, with a handle 18” 
long. Packed one gross to 
the case. Shipping weight, 


ee ee oe 
* CHICAGO 16 ILL. 
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Future Lawn and Grass Seed Sales 
By the Local Hardware Store 


(Continued from page 95) 


that grass is God’s benediction and 
that Mother Nature covers all bare 
spots. That’s true to a degree. 
She does just that, but she doesn’t 
do it with grasses alone. Weeds, 
herbs and all manner of vegeta- 
tion help. The smart merchant 
recognizes the lapse of time be- 
tween the legally consummated 
sale in his store and the eventual 
success or failure of the seed in 
establishing a sound turf. Practi- 
cal advice on the selection and 
sowing of the seed and the care 
of the resulting vegetation is sup- 
plied .by many wholesale seed 
houses and by state authorities. 
This service becomes a part of the 
sale with the modern merchant. 


In every city there is a consider- 
able amount of lawn seed business 
that seldom goes to the local hard- 
ware store. This is the order from 
the local park department, ceme- 
tery or golf course and it is not 
too hard to understand. Each man 
in charge of the turf work in these 
organizations has a job of putting 
and keeping his lawn and turf 
areas in condition. He invariably 
has been trained for this work 
and if he doesn’t know what he 
wants, he thinks he does anyway. 
At the same time, the average 
hardware man is in business to 
purchase right and sell at a profit. 
The cemetery superintendent may 
want a bag of red top 98 per cent 
pure, but the hardware buyer fig- 
ured that seed 92 per cent pure 
was all that his trade would want. 
The golf course greenskeeper may 
want a good fairway mixture con- 
taining a large percentage of 
chewings fescue. Because this grass 
variety usually costs about half- 
way between Kentucky bluegrass 
and bent grass, the hardware 
buyer didn’t stock up with that 
grade of seed. The answer is that 
the specialty supply house, cater- 
ing to the cemetery and the golf 
course, takes home the order, even 
though the hardware man may be 
a member of the club or a big lot 
owner in the cemetery. A little 
intelligent selling will enable this 
local business to be kept local. 

Every city and town over 10,000 


population and many smaller vil- 
lages will have an_ airport, 
Whether these will be municipally 
owned or private, the need for 
quantities of turf-forming grasses 
will be great, for a large acreage 
is involved. It will be “meat” for 
the out-of-town salesman. This is 
local business and it should be 
kept local, but the hardware mer- 
chant shouldn’t feel any ill will 
toward the outside competition if 
and when he comes in and takes 
the order from under his nose be- 
cause the outsider offered the pur- 
chaser intelligent and concrete as- 
sistance in selecting the proper 
grasses for the soil, climate and 
job. If the wholesale suppliers 
cannot or will not furnish the nec- 
essary assistance to the dealer on 
a request it is time that he change 
his source of supply. 


Sales to Airports 


There is an excellent opportu- 
nity to do a job on airports, for 
the experiences of the Army and 
Navy during the war have proven 
that the establishment of an air- 
port turf which will stand up on 
a specific job is not one for the 
farmer or the amateur. A big in- 
vestment of private or taxpayer’s 
money is involved and a casual 
observation that the job was a 
success or failure, as made on 
many government projects will not 
hold. “Johnny Hardware” has to 
continue to live in the town and 
make his living there, therefore, 
he has to produce results. Each of 
these larger scale projects can be- 
come a favorable reference for his 
seed department. 

Billions of dollars worth of state 
and federal moneys will be spent 
on new highways and on the im- 
provement of the existing ones. 
Specifications will include seeding 
the berms and shoulders. How 
much of the contractor’s business 
will you get? It’s there to be had. 

Many: modern hardware men 
now realize that lawn and grass 
seed business stood by them 
throughout the lean years. They 
have only cracked the ice. Dig in 
and get your share. 
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helps backs move in football 


helps merchandise move in retailing! 


Successful football — the kind that wins, retailing — concentrate on the comprehen- 

blasts concentrated power at the opponents’ sive Corbin line. When you push Corbin you 

line to open holes, score touchdowns. And are doing a winning business in a quality 

players are drilled with one set of signals or league. And you never “mix your signals” 

numbers to remember for greater efficiency. because there’s only one set of numbers and 
Take a tip from the gridiron in hardware finishes to remember! 


CORBIN CABINET LOCK DIVISION 


THE AMERICAN HARDWARE CORPORATION 
NEW BRITAIN, CONNECTICUT 


Safety first...andlast...when Corbinlocked’’ 








MAIL BOXES ‘ SUITCASE LOCKS * HINGES * DRAWER Locks ° PADLOCKS TRUNK LOCKS °* CABINET LOCKS * CATCHES 
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The 
Dean’s Page 


By SAUNDERS NORVELL 


EDITOR'S NOTE—States issue li- 
censes for fresh water fishing and 
charge for them. States do not is- 
sue licenses for salt water fishing 
and consequently there is no 
charge. 








U. S. FISHING LICENSES TOTALS FOR 1943-44 


Total 
Licenses 


Fees Paid 
By Anglers 


$ 44,207 
33,183 
97,060 

902,188 
157,650 


Non- 


State Resident Resident 








Alabama 
Arizona 
Arkansas 
California 
Colorado 
Connecticut 
Delaware 
Florida 
Georgia 

Idaho 

Illinois 

Indiana 

lowe . 
Kansas . 
Kentucky 
Louisiana 
Maing 
Marylend 
Massachusetts . 
Michigan 
Minnesota 
Missjssippi : 
Misgourl ous 
Montana 
Nebraska 
Nevada 

New Hampshire 
New Jersey 
New Mexico 
New York ; 
North Caroline . 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee 
Texas 

Utah 

Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 
Alaska 


38,366 
33,776 
36,572 
442,046 
148,644 


1,435 39,801 
36,615 
49,786 

446,568 

163,956 
47.626 

3,230 
80,009 
39,963 


30,556 
395,493 
$4,299 
26.876 
579.859 
150.480 
134,118 
324,862 
11,726 
16,506 
$8,220 
127,523 
128,190 
$7,503 
48,805 
115,109 
278,398 
169.634 
245.936 
50.535 
14.714 977 


7,223,283 





Totals 622,885 7.846.168 $9,857,229 


SAUNDERS NORVELL 


M ILLIONS of Ameri- 


cans are fishermen, both for recrea- 
tion and food. 

Here are the figures compiled for 
1943-44 by the Fish and Wildlife 
Service of the Department of the 
Interior, Washington, D. C. The to- 
tals of licenses for United States 
and Alaska are as follows: 

Resident, 7,223,283; non-resident, 
622,885; total licenses, 7,846,168; 
fees paid to States by anglers, $9,- 
857,229—almost 10,000,000 dollars! 

If you will study these figures 
carefully, certain curious facts will 
confront you. I confess, I was very 
much shocked and surprised by 
them. 

My first reaction was they couldn’t 
be accurate. Most of the fishing 
seemed to be done in the northern 
states. The southern states, espe- 
cially Florida, make a very poor 
showing. 














l. 
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igan $723,451. 
licenses in various states. 
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. Ohio 

. Indiana 

. Illinois 

. California 


. Wisconsin 


. Pennsylvania 


TEN TOP STATES 
Fees 
Paid 

$723,451 
363,236 
333,615 
350,827 
902,188 
599.150 
584,619 
578,385 


Non-Resident 
136,570 
7,570 
19,841 
8,070 


Total 
701,310 
587,409 
461,369 
452,301 
446,658 
419,34] 
403,814 
352,223 
336,868 290,780 
331,336 533,666 
Note collections—California top—$902,188, Mich- 
There must be different charges for 


Michigan 


Minnesota 
New York 


Missouri 


COONIOnNPwnN~ 


—~ 


. Delaware 
. Rhode Island 
. Mississippi 


Alaska 
Nevada 

So. Carolina 
No. Dakota 


. Maryland 
. Arizona 
. Alabama 


LOW STATES 
Fees 
Paid 

$140,174 
15,306 
24,466 
17,156 
26,997 
42,038 
13,795 
52,326 
33,183 
44,207 


Total Non-Resident 


3,230 710 
11,909 183 
13,601 3,778 
15,691 977 
17,095 801 
18,259 1,753 
26,995 119 
30,292 3,582 
36,615 2,839 
39,801 1,405 


Note high collection in Delaware and low collec- 


tions in North Dakota. 
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My next reaction was that the 
southern game wardens were not on 
the job in collecting licenses. Look 
at the poor showing of such: great 
states as Texas, Louisiana, Georgia 
and Mississippi. 

So I picked out the 10 best states 
and the 10 making the poorest show- 
ing. They are on page 126. 

Now let us make some “deduc- 
tions” from these figures. 

The mystery of the large states 
with low licenses—Texas for exam- 
ple—must be because licenses in 
this report are only for fresh water 
fishermen! 

I don’t know but the states may 
not and logically cannot collect li- 
censes for salt water fishing in the 
oceans and in the Gulf. The states 
control the fresh water lakes and 
streams but do not control the At- 
lantic, Pacific and the Gulf of 
Mexico. They do tax or license fish- 
ing boats on salt water. 

Michigan leads all the states be- 
cause she is surrounded by fresh 
water lakes—Lakes Michigan and 
Huron, and in addition has a lot 
of small lakes and streams well 
stocked with fish. Florida is also al- 
most surrounded by water but it is 
salt water. Massachusetts, Maine 
and Louisiana depend mainly on 
salt water fishing. Large cities with 
great populations help fishing. 
Michigan has Chicago and Detroit 
to draw her fishermen from. 


Vacations have a lot to do with 
fishing. Southern people take their 
vacations and fish in northern states. 
One might go to Michigan to fish in 
August but he would hardly go to 
Texas. Camping has its influence. 
In the northern states thousands go 
camping and fishing on their vaca- 
tions. Advertising has its influence 
as do cars and trailers. Some states 
every season advertise their fishing 
and vacation attractions. 

In Washington the state gets a 
break because the salmon swim 
from the ocean (salt water) up the 
Columbia River (fresh water )—see 
figures. California is the great col- 
lector. She makes the fishermen 


pay. 


There are other interesting “de- 


ductions” from this report. With 
5,000,000 men out of the country at 
war, fishing goes on merrily as one 
of the major American sports. When 
these 5,000,000 get back, watch fish- 
ing figures boom! 

Note that in 1943 revenue for fish- 
ing licenses only declined $218,371 
from the preceding year. These fig- 
ures must surely interest dealers in 
fishing tackle. No doubt some of 
the states not getting their share of 
this business can increase sales of 
tackle and income from licenses by 
a campaign of judicious advertising. 

In another article I will make 
some “deductions” on the report 
just received on guns and ammuni- 
tion and sporting goods in general. 





Authentic Home Setting Helps Sell 
Appliances for Peterson Bros. 


(Continued from page 91) 


in that manner, reports Mr. Peter- 
son. Many more sales will be 
made in similar manner during 
peacetime. As new appliances 
come on the market, Mr. Peterson 
says that his firm will undoubted- 
ly enlarge the room somewhat to 
accommodate a few more models. 
However, other stock will be 
placed throughout the store, but 
the room at the center will con- 
tinue to be the appliance spotlight 
of the store, he states. 

Before the war, Peterson Bros. 
had an excellent appliance busi- 
ness. About 500 units were sold 
per year, including coal, wood, gas 
and electric stoves, radios, small 
appliances, washers, refrigerators 
and the like. Even under ration- 
ing during wartime the store man- 
aged to do a good stove business. 
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Farmers were eligible for proper 
heating and had the money with 
which to buy available stoves. 

The Peterson firm also main- 
tains a stove repair department 
where gas, wood and coal stoves 
are reconditioned, in addition to 
washing machines. This depart- 
ment was very busy during war- 
time handling various repair jobs 
and keeping heating stoves func- 
tioning for customers. 

The department built much 
good will for Peterson Bros., 
which in turn is going to mean 
much peacetime appliance busi- 
ness, believes Mr. Peterson. A 
waiting list on a number of appli- 
ances has already been built up, 
with many people coming in week- 
ly to inquire when they will be 
able to get certain appliances. 





Profit from 
the Complete 


CLOVER 


ABRASIVES LINE 


Announcing CLOVER Grinding 
Wheels * rounding out CLOVER’S 
well-known line of grinding com- 
pounds and coated abrasives. 


To round out its line, Clover now an- 
nounces the addition of general pur- 
pose and hardware grinding wheels. 
Possessing the quality and accuracy 
usually found only in industrial wheels, 
these new products have a synthetic 
colloid bond of scientifically-controlled 
secret composition that assures remark- 
able mechanical strength and longer 
wheel life. 


When writing, ask about colorful 
counter display now obtainable. 


CLOVER MFG. CO. 


Norwalk, Connecticut 


CLOVER 


Vsitee 


COATED ABRASIVES LAPPING 
AND GRINDING COMPOUND 
GRINDING WHEELS 


QUALITY ABRASIVES AND PERFORMANCE 


SINCE $ 1903 








Feature Christmas Toys and Gifts 
In Your Early November Windows 


HARDWARE AGE Original Window Display IDEAS 
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CHRISTMAS 
TOY 
WINDOW 


MERCHANDISE: 
Tricycle. wagon, 
scooters, football, 
softball, tank, air- 
craft gun, toy type- 
writer, sewing set, 
checkers, mystic 
boards, airplanes, 
trucks, irons, dolls, 
doll carriages, toy 
wash board, tub and 
board, baseball 
glove. baseball, 
basketball. toy bull- 
dozer, table tennis 
game, trains. uni- 

forms. 


BACKGROUND: 
Center panel of red 
corrugated board or 
painted wallboard. 
Side panels of white 
corrugated board. 
Cut-out letter of 
white material. 
Santa cutouts on 
side panels. Top of 
panels trimmed with 
white icicle border. 


GIFT 
WINDOW 


MERCHANDISE: 
Gifts for the home 
such as_ washers, 
radios of various 
styles. radio tubes. 
etc. Kitchen ranges. 
ironers, and refrig- 
erators can also be 

shown. 


BACKGROUND: 
Center panel of red 


corrugated material. 
Cut-out letter of 
white material. San- 
ta cutouts on side 
panels. Top of pan- 
els trimmed with 
white icicle border. 
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REFLECTO LETTERS CO. 


NEST 27*h STREET ° NEW YORK N.Y 
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Employee Training 


AP NRAINING programs for new 
employees and _ re-training 
programs for old employees 
are deserving of serious thought 
by owners and managers at the 
present time. New merchandise 
will be on the market before most 
dealers are ready for it. Many 
items which were available prior 
to the war will be back in stock 
soon. At first, customers will prob- 
ably buy the goods without too 
much assistance from the salesman 
but this situation will be tempo- 
rary. 
The employee and the owner in 
a retail hardware store have much 
at stake. They must be as well 
trained in selling as the employees 
of a competitor. They must have 
the same selling tools. Knowledge 
of merchandise is probably the 
most important of these. 


Various Approaches 


Knowledge of merchandise can 
be brought to employees in several 
ways. Manufacturers’ sales man- 
uals can be obtained and given to 
the salesmen for them to study so 
that they may absorb the neces- 
sary information they. need in or- 
der to sell the product intelligent- 
ly. Employees who make use of 
these manuals will be able to do 
a better selling job on the line and 
therefore outsell the employees 
who do not make use of this ma- 
terial. 

Store meetings should stress 
new merchandise. Buyers of the 
line can tell the sales story on this 
merchandise or can arrange to 
have a manufacturer’s salesman 
meet with the group and cover it. 
Actual demonstrations of the goods 
should be performed so that sales- 
people will have had some actual 
experience with the item. 
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Another manner in which to 
present new merchandise to em- 
ployees, is to assign one new line 
or item to a salesman and have 
him develop a sales presentation 
on it and give it for the benefit of 
the other employees. Several dem- 
onstrations of this type could .be 
planned for the meeting. 


Available Material 


Manufacturers spend consider- 
able money for material telling 
what their product will do for the 
person who buys it. This infor- 
mation is to be found in the manu- 
facturers’ folders, broadsides, cata- 
log pages, and instruction books. 
The owner who wants to help his 
employees do a better selling job 
will see that this material is avail- 


able to them and that a program 
of encouraging them to make good 
use of it is worked out. 

Material of this type offers a 
wealth of information relative to 
products of all types and salesmen 
should make it a point to be sure 
and study it whenever and wher- 
ever possible. Casual reading is 


_ not sufficient—this material should 


be studied. Knowledge of this type 
is invaluable and is of decided as- 
sistance in putting the final touches 
on a sale. 


Concentrated Effort 


Prepare for concentrated effort 
on employee training programs 
now and for the next few years 
ahead. Employees will benefit and 
so will the store. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor, 


and 20 is very poor. 


will be found on page 175. 


The correct answers to these questions 


Work the problems first—then substitute the figures 
of your own business for those in the problem. 


1—A dealer borrowed $4,500 from the bank for six months. 
Interest rate is 5 per cent. Determine amount of interest that 


must be paid. 


2—Rough, coarse, bastard, second cut, smooth, and dead 
smooth refer to what in the cut of files? 


3—Define a “trade acceptance.” 


4—Expenses for the first six months are $4,000. Sales for 
that period are $17,000. According to budget, estimated cost 
of doing business at this time should be 26.6 per cent of sales. 
Determine actual cost of doing business and indicate if it is 


above or below budget estimates. 


5—Doors 11, in. and 1% in. thick and over 32 in. to 37 in. 


wide should use what size butts? 


(Answers on page 175) 
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fuel oil space heater industry! 


DUO-THERM’S Bias Baffle, Dual Chamber 
Burner has the greatest range of clean fire 
operation of any vaporizing pot type burner 
because... 


six stages of air injection provide the 
proper balance between air and oil 
for perfect combustion from the 
lowest to the highest fires! 


Stz Cunners tn one 


The Duo-Therm burner is in a field by itself 
and stands alone as the only “‘six-in-one”’ 
burner on the market, for each of its six stages 
of air injection is, actually, a burner in itself. 

The first burner (1) is in the pilot stabilizer 
housing, where air and oil are perfectly bal- 
anced for proper combustion on the lowest fires. 

Then, each additional stage (or ‘“‘burner’’) 


provides an increasing amount of air to pre- 
serve the balance as the oil flow is increased. 


Complete flame control 


The second stage of air injection (2) is below 
the bias baffle and the third (3) is between 


the baffle and the neck of the burner. 


And, there are three more “‘burners” higher 
up — (4) just above the neck, (5) well above 
the neck, and (6) at the very top — for high- 
est fires. 


Thus, Duo-Therm—and only Duo- 
Therm — gives complete flame con- 
trol both in and above the burner. 
This maximum efficiency at all stages 
gets more heat from every drop of oil! 


Exclusive with Duo- Therm 


THE DUO-THERM six-in-one burner is the 
biggest single asset that can be offered the 
dealer in fuel oil space heaters because it is 
the biggest single asset that can be offered 
the user. < 

And only Duo-Therm dealers have this great 
feature to sell! 


Duo-THERM 


DIVISION OF MOTOR WHEEL CORPORATION, LANSING 3, MICHIGAN 


America’s Largest Manufacturer of Fuel Oil Heating Appliances 
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F. E. Myers & Bro. Expands 


Lines, 


Plant and Staff 


Announce new water system, new sprayer machines, 
planned expansion of plant and employment of 200 
more for plant operation. 


The F. E. Myers & Bro. Co., 
Ashland, Ohio, manufacturers of 
water systems, 
and hay unloading tools, recent- 
ly announced a four way ex- 
pansion program. Publicized in 
the local newspaper the story 
was reprinted and sent to all 
of the company’s outlets. Pro- 
duction of the recently an- 
nounced “H” series Ejecto all- 
level pump for either shallow or 
deep water wells and of the new 
Silveraire sprayer was announced. 
The new Silveraire sprayer, trac- 
tor drawn, will permit one man 
operation. These new products 
and other expansion and broad- 
ening of the company’s activities 
will necessitate hiring of 200 
more employees. The 75 year 
old company now employs a 
total of 656 people in its office, 


pumps, sprayers 


| plant and sales staff and its plant 
| occupies a total of 27 acres. 

Last October the company set 
up a special department for ex- 
perimental work, to be expanded 
as the need arises. Among new 
manufacturing equipment items 
was a special infra-red drying 
oven in the paint department. 
Building expansions include a 
four story 180 by 70 ft. structure 
on a site now occupied by tem- 
porary metal buildings. The old 
No. 1 gray iron foundry is being 
converted into a power sprayer 
department to double that unit’s 
present capacity. 

om the sales training end 

the company introduced special 
courses including sales, installa- 
tion and service training on the 
company’s full line. 








SNOW JOINS UNION 
FORK & HOE AS A 
DISTRICT SALES MGR. 


M. F. Snow, recent chief of the 
hardware section of the whole- 
sale and retail division of WPB, 
has joined The Union Fork & 
Hoe Co., Columbus, Ohio, as dis- 


trict sales manager for northern 





M. F. SNOW 


Pennsylvania and New York, 
with the exception of New York 
City and the eastern border coun- 
ties. He will headquarter at 
Hornell, N. Y., where he was 
formerly associated with the 
F. B. Peck Co. as_president- 
treasurer. He resigned from this 
company in 1942 to join WPB. 





WHITE, GULLEY ARE 
NEW MFR’S. AGENTS 


John D. White and Robert H. 
Gulley have entered business as 
manufacturers’ agents, with of- 
fices in Emmitsburg, Md., and 
Pittsburgh, Pa., under ®the firm 
name, Gulley & White. The Em- 
mitsburg office will later be re- 
placed by a permanent office. The 
firm will handle housewares and 
related lines. John D. White, 
whose temporary office will be in 
| Emmitsburg, Md., traveled east- 
ern Pennsylvania, Maryland, Dis- 
| trict of Columbia and Virginia 
for the National Enameling & 
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Stamping Co., Milwaukee, Wis., 
and was with the Container Di- 
vision, WPB, for two and a half 
years. 

Robert HH. Gulley, whose head- 
quarters will be at 218 Le Moyne 
Ave., Pittsburgh, Pa., had pre- 
viously represented the National 
Enameling & Stamping Co. in 
western Pennsylvania, West Vir- 
ginia, eastern Ohio and western 
New York. 

The new firm will cover the 
territories covered by the part- 
ners in their former affiliation. 


ENTERPRISE ELECTS 
NEW OFFICERS 
The Enterprise Manufacturing 
Co. of Pennsylvania, Philadel- 
phia, Pa., has elected the follow- 





T. H. ASBURY 


ing officers: T. H. Asbury, presi- 
dent; K. L. Zimmerman, vice- 
president; William Duerr, trea- 
surer, and C. T. Asbury, secre- 
tary. T. H. Asbury, grandson of 
the company’s founder, formerly 
was vice-president and treasurer, 
having been with the company 
27 years, serving in the produc- 
tion, sales and financial depart- 
ments of the company. Mr. Zim- 
merman, eight years with the 
company, will still supervise 
sales. Mr. Duerr, a 28-year mem- 
ber of the firm, was former secre- 
tary. Enterprise food equipment 
is now available for homes and 
farms, retail food stores, restau- 
rants, institutions and for food 
packers and processors. 








A. P. TAPPAN, PRES. 
TAPPAN STOVE CO. 


Col. A. P. Tappan, vice-presi- 
dent, Tappan Stove Co., Mans- 
field, Ohio, recently was elected 
president of the company to suc- 





COL. A. P. TAPPAN 


ceed P. R. Tappan, who has been 
named chairman of the executive 
committee. These men were ap 
pointed vice-presidents: A. C. 
Rhoads, treasurer; R. M. Lamb, 
former plant superintendent, and 
W. R. Tappan, former war prod 
ucts manager. The new executive 
committee, under control of the 
board of directors, will manage 
the business between meetings of 
the board. Col. Tappan began 
with the company in 1919 as ter- 
ritorial representative for the 
Chicago district. In 1923 he was 
made plant superintendent; in 
1931, vice-president in charge of 
sales. He is a veteran of both 
wars. 


FINGER, DIV. SALES 
MGR. COROAIRE HEATER 


James B. Finger was recently 
named divisional sales managet, 
Coroaire Heater Corp., Cleve 
land, Ohio. He was formerly 
with the National Association of 
Manufacturers, New York City, 
as director of promotion. Vet- 
eran of World War I, he has 
been particularly concerned with 
NAM’s program for rehabilita- 
tion and reemployment of World 
War II vets. 
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Exclusively Wholesale 


Operation 


Announced by Leitz Hardware & Paint Co. 


Gordon Leitz, president, Leitz 
Hardware & Paint Co., Inc., 4 
South 3rd St., Minneapolis 1, 
Minn., announces that this firm’s 


GORDON G. LEITZ 


business is now exclusively whole- 
sale and that its retail depart- 
ment was discontinued perma- 
nently in March, 1945. Today, he 
states, the business of the firm is 
approximately 80 per cent whole- 


sale to hardware dealers for re- 
sale and the remaining 20 per 
cent is industrial sales activities 
to institutions, factories, etc. 

The business was founded in 
1924 by H. G. Leitz and C. J. 
Leitz, father and uncle, respec- 
tively, of the incumbent head of 
the business. Both men had 
been well known in Twin Cities 
hardware circles. 

The present wholesaling oper- 
ations will concentrate on the 
following lines: builders’ hard- 
ware; heavy hardware; _paints- 
varnishes and related accessories ; 
janitor’s supplies; electrical mer- 
chandise; industrial supplies; 
housewares and sundries, tools 
and mill supplies. The territory 
covered includes: Minnesota; 
North Dakota; South Dakota; 
Iowa and Wisconsin. At present 
six men are calling on the retail 
hardware trade. 

In addition to Mr. Leitz who 
serves as president, treasurer 
and chairman of the _ board 
officers and executives of the 
company are: vice-president and 
secretary, Mrs. F. M. Overhold 
and sales manager R. I. Davis. 








DURO CO., INC., BUYS 
DURO METAL PRODUCTS 
STEEL LAWN RAKES 


Duro Co., Inc., 10 Hilliard St., 
Manchester, Conn., has announced 
its purchase from the Duro Metal 
Products, Inc., Providence, R. I., 
of the latter company’s complete 
facilities for the manufacture and 
distribution of flexible spring 
steel rakes. Duro Co., Inc., is 
setting up equipment for imme- 
diate production which will be 
completed by the latter part of 
December. 


HOEFLICH, SALES MGR. 
ACE MFG. CORP. 
Edward C. Hoeflich, 


recent 


Manager of the steel specialties | 


division, Henry Disston & Sons, 
Tacony, Pa., has joined Ace 


Manufacturing Corp., Philadel- | 
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phia, Pa., as sales manager, ac- 
cording to G. M. Jones, president. 
He will direct a sales program 





| 


| 


EDWARD C. HOEFLICH 


directors to 
charge of sales, and secretary. 
| 





New 
nounced, through W. L. Pierson, 
executive vice-president, the fol- 
lowing new policy: Orders for 
new parts and service will be 
filled immediately, with invoice 
following; repair and service or- 
ders won’t be delayed for check- 
ing credits, and all individuals, 
dealers and gunsmiths will be 
placed on honor in respect to 
payments, “The idea of this new 
policy,” says 
to give the (.22 caliber, shotgun 
and telescope) trade the quickest 
and most economical service pos- 
sible.” 








in the company’s contract parts | 
division and the hardware divi- 
sion. The company plans to 
broaden its export distribution. 


NATIONAL LOCK OPENS 
NEW SALES OFFICE 
The National Lock Co., Rock- 
ford, Ill., has opened a district 
sales office at 3701 N. Broad St., 
Philadelphia, Pa., with J. Phillip 


Dunn as the manager. 


POWERS, RAWLPLUG CO. 
SALES V. P., SEC. 

F. B. Powers, sales manager, 

The Rawlplug Co., Inc., 98 La- 

fayette St., New York City, has 





F. B. POWERS 


been promoted by the board of | 
vice-president in 


MOSSBERG ANNOUNCES 
NEW POLICY 
O. F. Mossberg & Son, Inc., 


Haven, Conn., has an- | 


Mr. Pierson, “‘is 





WHITNEY SUCCEEDS 
POND AS SALES DIR. 
NICHOLSON FILE CO. 


Wallace L. Pond, director of 
sales, Nicholson File Co., Provi- 
dence, R. I., has retired after 50 


HARRY L. WHITNEY 


years’ service and will be suc- 
ceeded by Harry L. Whitney, says 
Paul C. Nicholson, president. 
Mr. Whitney, who has served in 
Washington for two and a half 
years as assistant Lend-Lease ad- 
ministrator and as director in the 
Foreign Economic administra- 
tion, has been branch, division 
and commodity manager with the 
U. S. Rubber Co., New York 
City; director of sales, U. S. 
Rubber Export Co.; and branch 
and division manager with Norge 
division, Borg-Warner Corp., De- 
troit, Mich. He said that the 
company’s policies “will remain 
substantially the same.” 


PORTER, VICE-PRES. 
F. B. CONNELLY CO. 


Frank C. Porter was recently 
elected vice-president of the F. 
B. Connelly Co., manufacturers’ 
agents, 1015 Republican St., 
Seattle, Wash. After joining the 
company in 1935, Mr. Porter has 
acted as office manager, credit 
manager, and recently sales man- 
ager. He was formerly associated 
with General Motors Corp., as 
zone office manager in Seattle, 


Wash. 
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House Committee Urges OPA 
Policies Reflect Current 
Costs at All Levels 


Report of Special House 


simplified price adjustment forms, procedure. 


revision or revocation of 
Regulation and asks retail 


flect increases allowed manufacturers, except where | 
revised price still permits normal profit. 


(Washington Bureau 
of HARDWARE AGE) 


Calling for immediate revision 
of OPA pricing policies, the Spe- | 
cial House Committee to Investi- 
gate Executive Agencies in a re- 
cent report charged that rigid 
adherence to out-dated and in-| 
applicable pricing formulae has | 
retarded reconversion, reduced 
production, restricted opportun- 
ity for full employment and in| 
some cases has actually caused | 
price rises in cost-of-living items. 

The Committee recommended | 
that the pricing agency take the | 
following actions: 

1. Formulate and adopt a pol- | 
icy which will permit commodi- 
ties to be priced by producers 
at levels which in the light of | 
accepted accounting standards 
will reflect current production 
costs, plus a normal prewar mar- 
gin of profit. 

2. That the policy be formu- 
lated and administered in such 
a manner that prices so com- 
puted may be submitted to re- 
gional and local OPA offices on 
simplified forms that afford no 
opportunity for the rise of diver- 
gent interpretations. 

3. That such prices go into 
effect after a specified time un- 
less the producer is notified to 
the contrary by the OPA office. 

4. That retail prices be ad- 
justed so as to reflect any dol- 
lar increase allowed to manufac- 
turers, except where the mark- 
up on the particular item is al- 
ready sufficient to reflect a nor- 
mal profit. 

5. That except where monopo- 
listic control of supply exists, 
price control be suspended on 
any commodity whenever it ap- 
pears that supply and demand 
are in a relative state of balance 
or where supply exceeds demand. 
Toward this end, producers shall 
be given the opportunity to dem- 
onstrate that such a situation ex- 
ists. 

6. That the Administrator con- 
centrate activities of his agency 
to the accomplishment of the 
foregoing policies. 


7. That the policies enunci- 





ated in the Maximum Average 


134 


Committee recommends 
Seek 
General Maximum Price 
prices be adjusted to re- 


| Price Regulation be reviewed for 


the purpose of revoking or mod- 
ifying it. Apprehension is felt 
that this policy is a definite de- 
terrent to reconversion, industry 
having complained bitterly as to 
its effect on production of low- 
cost items. 


OPA policies have compelled | 


manufacturers to discontinue pro- 
duction of pre-war low-priced 
commodities involving know-how 
for volume output, the report de- 
clares, and have permitted new 
manufacturers to enter the field 
at higher prices than were neces- 


| sary to enable established manu- 


facturers to continue in business. 
The primary need of ever-in- 


| creasing production should be re- 


flected in the actions and poli- 
cies of OPA, the report empha- 
sized, and no action curtailing 
production should be taken. 
Where there is conflict between 
rigid holding of the price line on 
the one hand and increasing pro- 
duction on the other, the latter 
must now be the controlling con- 
sideration. By rapidly fostering 
resumption of civilian produc- 
tion and its restoration to levels 
commensurate with the backlog 
of demand, supply will be brought 
into relative balance with de- 
mand and the major forces for 
economic stabilization of 
economy will have been attained, 
the report added. 


Commenting on the relief pro- 


visions of present pricing regu- 
lations, it was pointed out that 
not all reconverting manufactur- 
ers are eligible for relief be- 
cause “eligibility” is a technical 


many manufacturers who actu- 


Neither the concept of indus- 
try-wide increase factors nor the 
individual adjustment provisions 
supposedly designed to prevent 
hardship qualify as a basis in- 
tended “to promote a swift and 
orderly transition to a peacetime 
economy and maximum produc- 
tion” as outlined by the Presi- 
dent in his Aug. 18 Executive 
Order. They are unrealistic, are 
equally 


| tive brake upon 


| increase factors for calculating 


| such action is a formidable ob- 


| venture forth upon administra- 
| tive quicksand. 


| utors in absorbing price increases 





the | 


| and an electric frozen food locker 
term and, as used by OPA, has | 
the practical effect of excluding | 
| lowed a series of conferences of 
ally engaged in war production. | 
| distributors held at the 
| office, in Newton, where the prod- 


inequitable in concept | 


and effect, and tend to either 
throttle manufacturing activity or 
at least hinder and impede, the 
report declared. 

The report in criticizing the 
policy which permits OPA with- 
drawal of prices granted recon- 
verting manufacturers, stated that 


stacle to production and a posi- 
the Nation’s 
economy. Instead of securing a 
price upon which he can safely 
found his business activity, it 
was said, a manufacturer must 


Having prescribed percentage 


prices and also the exclusive 
means for securing hardship re- 
lief, OPA puts a manufacturer 
on notice that in so applying he 
must submit management of his 
affairs to the pricing agency and 
substitute the wisdom of its staff 
for his own in arranging the pro- 
duction and distribution pattern. | 
This is a curious concept, the 
report said, and does violence to 
the law. No such authority is 
asserted over manufacturers gen- 
erally. 

With regard to the problem 
confronting retailers and distrib- 


given manufacturers under hard- 
ship cases, the report stated that 
the only limitation on the degree 
of absorption depends on expense 
factors which, in turn, do not 
take into consideration 80 per- 
cent of the total distributive ele- 
ments in the country. The lack 
of means whereby individual dis- 
tributors may be afforded hard- 
ship relief, it was pointed out, 
places them in situations where- 
by they must sustain losses on 
some items or withhold them 
from the market until OPA | 
action is forthcoming. 


ADD SEVERAL NEW 
APPLIANCES TO 
MAYTAG CO’S. LINE 


The Maytag Co., Newton, 
Iowa, has recently announced the 
addition of an automatic type 
washer, automatic clothes drier, 
both gas and electric, gas range 


to its line of household appli- 
ances. This announcement fol- 


and 
home 


Maytag branch managers 


ucts were previewed. The com- 
pany recently purchased an in- 
terest in the Globe-American 
Corp., Kokomo, Ind., which will 
make Dutch oven gas ranges ex- 
clusively for Maytag. Fred May- 
tag II and George Umbreit and 
Roy A. Bradt, both Maytag vice- 
presidents, have been elected to 
the Globe-American board. 





HARRISON NEW PRES. 
OF SHAKESPEARE CoO. 


William J. Harrison for 35 
years associated with the Shake. 
speare Co., Kalamazoo, Mich, 


W. J. HARRISON 


was elected president of the com 
pany last month succeeding the 
late Monroe Shakespeare in that 
office. William Shakespeare, Jr, 
founder of the company, wa: 
elected treasurer. Other officers 
are Henry G. Shakespeare, vice 
president and general manager; 
William G. Balz, vice president 
in charge of production; Harold 
W. Pomeroy, secretary; Leo C. 
Bertch, assistant treasurer and 
recording secretary, and Arthur 
C. Snow, assistant treasurer. Mr. 
Harrison was elected secretary of 
the company and a director in 
May, 1944. He became treasurer 
of the Shakespeare Products Co. 
in 1933 and vice president of the 
Shakespeare Co. in 1934, serving 
also as general sales manager. 

Henry Shakespeare, who has 
been president of Shakespeare 
Products Co. for six years, has 
been given added responsibility 
in his new position and will de 
vote most of his time to the 
problems of manufacturing and 
selling fishing tackle. Mr. Pom- 
eroy has been in charge of the 
rod and bait division for several 
years, having joined the com 
pany in 1934. In his new post 
tion as secretary and sales mat 
ager he handles sales duties for- 
merly directed by Mr. Harrison. 
C. W. Davis has been appointed 
assistant general manager and 
will have charge of all phases 
of Shakespeare Products Co. ac 
tivities, that company manufac: 
turing aircraft and automotive 
controls. 

A new four man_ executive 
board was created to pass 
major decisions of policy fot 
both companies—Messrs. Hart 
son, Henry Shakespeare, Balz and 
Davis. 
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Left to right: Frank Feyder, Hall Hardware Co., Minneapolis, 
vice president; A. T. MacSpedon, The Stanley Works, president, ; yp 
and P. N. Russell, American Fork & Hoe Co., secretary-treasurer. Y YY Giff; 


Ath if 


Aw \ 
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Northwest Hardware Club Plans | FLECTRICAL REPLACEMENT 
Thanksgiving and Xmas Parties FLEMENTS 


30N Will hold meeting during Minnesota state convention 
Jiffy offers you the foremost 


and special dinner meeting at Des Moines during Iowa 
line of electric resisting ele- 


of a _ state convention. Serr ; 

ceeding the Se i! ments in the country today. 
eare in that : ' : a ¢ 

espeare, Jr. The Northwest Hardware Club, | nesota Retail Hardware Associa- ; : ? 

npany ‘es composed of manufacturers’ rep- tion meets in St. Paul, Minn., a Jiffy makes it possible for 
ther office resentatives and executives of | special meeting of the club is you to obtain all electrical 


- J eale : s serv- | ple . There is special 
speare, vice wholesale hardware firms serv- | planned. There is also a specia replacement elements from 


ing the northwest territory an-| dinner meeting planned at Des 








: oud nounces its planned program of | Moines, Iowa, during the annual one source. These elements 
on; Harold meetings for the next four| convention of the Iowa Retail ines © cine are manufactured of the 
ry; Leo € months, Hardware Association. 660, 880 and 1000 finest materials available to 
asurer and Meetings are held normally the | There are now 180 members : guest henett d d 
and Arthur last Friday of each month. A| of this club. Principal officers — asting Gependc- 
asurer. Mr. special Thanksgiving party for | are: President, A. T. MacSpedon, able service. 
secretary of members and prospective mem-| The Stanley Works; vice-presi- 
director in bers is scheduled for Nov. 23 at| dent, Frank A. Feyder, Hall Because Jiffy elements are 
e treasurer the Hotel St. Paul, St. Paul, | Hardware Co.; secretary-trea- constructed to fit practically 
roducts Co. Minn., with time, place and other | surer, P. N. Russell, American ed Nati 
dent of the details to come later. A special | Fork & Hoe Co.; and chairman any type or size installation, 
134, serving Christmas dinner meeting for | of the board of directors, W. A. they always have a ready 
manager. wives and their families will be | Moulton, Farwell, Ozmun, Kirk & market. For a fast selling, 
" who has held Dec. 21 and when the Min- Co. popular and profitable line 
shakespeare TBS-1 for 660 watt pi Jiff Wile Reel. ol ‘ 
ee bas MURRAY MGR., MFRS. appointment is part of the com- Fas ay ese ,” y ee 
—- PRODUCTS DEPT., AM. pany’s current expansion pro- : _— 
a tx STEEL & WIRE CO. gram. 
turing and E. A. Murray has recently been 
Mr. Pon: appointed manager of the manu- | 
rge of the facturers products department in | 
for several the Chicago, IIl., sales office of 
the com American Steel & Wire Co., sub- 
new posi- sidiary of United States Steel | 
sales mat- Corp. C. J. Quill was appointed | 
duties for- assistant manager of the depart- | 
_ Harrison. ment. } 
appointed | TBS-2 used for B-2 for various types 
rager and a either 2 or 3 of domestic table 
all phases BENNETT IS GEN. MGR., | heat switches. broilers. 
sts Co, ac RAIN-BEAU PRODUCTS | 


manufac: 


7. . . } 
automotive William H. Bennett, president | 


of B. F. Gladding Co. since 1941, | 
is now general manager of the 


THE HARTFORD ELEMENT CO. INC. 


executive 
Rain-Beau Products Co., Canton, j 
ass on os 
& for Mass., division of the Interna- 274 Windsor Street 
7 tional Braid Co., Inc., 72 Leonard | 
~~ St,, New York City. A. S. Rogers, HARTFORD 2© CONNECTICUT 


president, said that Mr. Bennett’s | WILLIAM H. BENNETT 


-E AGE NOVEMBER 8, 1945 








Evans Products Co. Makes Robb Sales Mgr.; 
Transfers Oursler, Adds Flanagan 


MEL ROBB 


The Evans Products Co., De- 
uoit, Mich., announced recently 
through A. W. Shields, general 
sales manager, these changes in 
the personnel lineup: Mel Robb 


is the new sales manager, han. | 


| dling field employees; Ralph E. 
| Oursler has been transferred 
from the Sky Products division 
| (middlewest) to the Evanair di- 
viston, which he will represent 
| in the middlewest; and William 
Flanagan has joined the company 
|}as Eastern district representa- 
| tive for the Evanair division. Mr. 
| Robb will service space heater 
| products now distributed through 
| the Westinghouse Electric & Sup- 
ply Co., Mansfield, Ohio, and 
| independent distributors. Before 
| the war, he was sales manager 
| for Evanair division; after Pearl 
Harbor, he became assistant to 
R. B. Evans, president, super- 
vising sales and service for the 
Sky Products division. Mr. Ours- 
| ler trained armed forces person- 
|nel during the war in the use 
of Evans sky loader equipment, 
and Mr. Flanagan, recently dis- 
charged from the Army Air 
Corps, was formerly with the 
Rockwood Sprinkler Co., Wor- 


cester, Mass. 








30 MILLION EXPANSION 
PLANNED BY HERCULES 


A $30,000,000 construction pro- 
gram covering the next three 
years and all of the chemical 
manufacturing departmenis of 
the Hercules Powder Co., Wil- 
mington, Del., was recently dis- 
closed by that company. 

Affected by this expansion pro- 
gram will be the cellulose prod- 
ucts department, which will have 
added to it facilities purchased at 
Parlin, N. J., from the Defense 
Plants Corp.; the naval stores 
section of the company, which 
will be expanded 20 per cent by 
the building of an addition to 
the Brunswick, Ga., plant, to be 
finished April 1, 1946; the syn- 
thetic department, which will in- 
crease its productive capacity 
and construct another plant at a 
new location; and additions and 
improvements to the company’s 
seven dynamite and blasting cap 
plants, the Paper Makers chemi- 
cal plants, the naval stores plant 
at Hattiesburg, Miss., and the 
purified chemical cotton plant at 
Hopewell, Va.—all within the 
next year. 


MINDELL FORMS OWN 
WHOLESALE FIRM 

Jack Mindell, formerly sales 
manager Sechtman Hardware Co., 
Hartford, Conn., wholesalers, has 
entered business under the name 
Mindell Hardware Co., with head- 
quarters at 1031 New Britain 
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Ave., Hartford 10, Conn. The 
company operates as a wholesale 
hardware, cutlery, sporting goods 
and tool house, covering Con- 
necticut and western Massachu- 
setts. 

STEIN WARNS MFRS. 

MUST BE ABLE TO 

GET PRICE RELIEF 


Luther R. Stein, vice-president 
in charge of sales, Belknap Hard- 
ware & Manufacturing Co., Louis- 
ville, Ky., wholesalers, in speak- 
ing at the Sales Managers’ Coun- 
cil of the Louisville (Ky.) Board 
of Trade said that because “ci- 
vilian products must carry the 
full load of production costs at 
wage rates raised by war-time 
conditions, many manufacturers 
say flatly that unless OPA per- 





LUTHER R. STEIN 





mits an advance in prices that 
will offset production costs they 
simply will not manufacture 
those goods.” And H. M. Reed, 
Jr., manager, American Radiator 
& Standard Sanitary Corp., 40 W. 
40th St., New York City, said 
that labor must get wage in- 
creases to meet living costs. He 
added that employers will be 
stymied in helping employees un- 
less government controls are dis- 
solved. 


HOLT MFG. CO. HAS 
NEW COAST QUARTERS 


The Holt Mfg. Co., makers of 
floor maintenance machinery, re- 
cently moved into expanded and 
modernized facilities at 20th & 
Grove St., Oakland, Calif. The 
new building, costing $100,000, 
has more than 20,000 sq. ft. and 
is two stories high. New pro- 
duction equipment has been in- 
stalled to handle precision-built 
floor polishers and sanders. W. E. 
Holt and his son, W. R., vice 
president in charge of produc- 
tion, have been in the services: 
W. R., in the Pacific as a P-38 
pilot, and the father as a lieuten- 
ant commander in the Coast 


Guard. 


DAVIS IS ROPER 
DIST. SALES REP. 


R. R. Davis has been appointed 
district sales representative for 
The George D. Roper Corp., 
Rockford, Ill., and will maintain 
headquarters in Lubbock, Tex. 
He will be supervised by J. C. 
Mansfield and cover west Texas 
and New Mexico. Prior to his 
present connection, Mr. Davis, 
who in 1935 was a salesman with 
the J. H. Byrns Co., Waco, Tex., 
selling Roper gas ranges, served 
in the Army Air Forces (1942- 
1944). 





COL. FUEL & IRON 
NAMES HOLDER PRES. 


E. Perry Holder, former preg. 
dent, Wickwire-Spencer Stee 
Co., New York City, recently was 
elected president of the Colorado 


E. PERRY HOLDER 


Fuel & Iron Corp., same address 
and now the parent organization, 
at a board of directors’ meeting 
at which formalities of the cor 
poration’s merger with Wickwire 
Spencer were completed. Mr. 
Holder succeeds W. A. Maxwell, 
who retired. Charles Allen, Jr, 
president, Allen & Co., invest- 
ment firm in New York City, was 
elected chairman of the board, 
and the following were elected to 
vice-presidencies with Wickwite- 
Spencer: R. T. Dunlap, Franklin 
Berwin, A. G. Bussman and A. C. 
Bekaert. 


JACKSON OF LONDON 
MOVES ITS OFFICES 
Jackson of London Products 
has moved its offices from 15 W. 
5lst St. to 5 West 52nd St., New 
York City. 








Wm. Schollhorn Co. Announces Bernard 
Line Policy-Uniform Published Prices 


And Sales 


J. H. H. Bradford, sales and 
advertising manager, The Wm. 
Schollhorn Co., New Haven, 
Conn., has announced the com- 
pany’s policy for the distribu- 
tion of Bernard tools. He states 
that “The new Bernard sales pol- 
icy will adhere to uniform pub- 
lished prices and schedules of 


| discount to all our customers. 


Wherever possible, dealer ord- 
ers will be referred to or billed 
through our wholesalers. Until we 
are caught up on our orders we 
shall allocate our factory output 





Through Wholesalers 


on a basis of uniform percentage 
of actual orders.” 

Stating that the postwar out- 
look is indeed bright Mr. Brad- 
ford points out that the com- 
pany is geared for a volume con- 
siderably in excess of anything 
it has done before, with new de- 
signs and new finishes. The Re 
search and Engineering depart 
ments have been enlarged. Mis 
sionary work among customers, 
dealer helps, including counter 
displays and consumer advertie 
ing are part of the company’s 
program. 


HARDWARE AGE 
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ES, peacetime production is gaining speed at 
Perfection . . . faster than we had thought possible. 


Tell your waiting customers that PERFECTION is 


back in production—making twelve famous models of 


oil-burning Cook Stoves . . . Space Heaters . . . Hot 
Water Heaters . . . Portable Ovens. Tell your cus- , 
o> 
tomers that you will have PERFECTION Oil stoves l 220) ue “Console” Pm 
and heaters again soon. > Oj idles 4 Heater 
alers Get your order in NOW .. . display the models when 
Tcentage you get them .. . and you'll be all set to register profits 
— from the sale of the nationally-advertised—nationally- 
r. Brad- known—nationally-wanted PERFECTION line. 
he com- 
ime con This is the time we’ve all been waiting for, so 
anything 
new de- 
’ 
The Re ... LET'S GET ON THE BALL! 
epart- 
>d. Mis- 
stomers, 
counter 
advertia 


mpany’s 


7757-H PLATT AVENUE 
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Sell o) bags of 
ING ROCK SALT 


| for the HOME... iH for the CAR... 


to keep steps, driveways, where it can be kept handy 
sidewalks, porches, bare of to sprinkle under car wheels 
treacherous ice and snow... when car gets “stuck” in 
and safe for work and play. snow or ice. 


IT‘LL PAY to mention Sterling Rock Salt in 
your ads—and display it. Ask for colorful dis- 
play cards and window streamers. Sterling 
Rock Salt comes in containers of six 10-Ib. bags. 


Order from your wholesaler today. 











Auger -Action 


' Merle S. Tucker, vice-president- 





ROCK SALT 


INTERNATIONAL SALT 
COMPANY, INC. SCRANTON, PA. 
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| WHITE, OLIVER CORP., | assets of the Coburn Trolley 
RESIGNS AS V. P. | Track Co., Holyoke, Mass., and 


W. King White has resigned as | that it will emma all manage 
| vice-president of The Oliver |™¢™ production and sales opera. 
| Corp., Chicago, Ill. He will, | tions of that company, which 

| makes hardware for sliding doors, 

| garages, warehouses and _ hard. 

|ware for overhead conveying 
| equipment. The new property wil] 
be known as Coburn division 
and operations will continue at 
| Holyoke, with A. H. Reid re 
maining as sales manager under 
the direction of A. G. Bussman, 
Wickwire’s vice-president in 
charge of sales. 





DAYTON BUCK JOINS 
HEALY SALES AGENCY 


Richard P. Healy, Healy Sales 
Agency, manufacturers’ represen- 
| tatives, 5 N. Wabash Ave., Chi- 

| cago, Ill, has announced the as 

| sociation of Dayton C. Buck with 

W. KING WHITE |his agency as of Oct. 1. Mr. 
| Buck, former field representative 
| and assistant secretary of the 
Chicago Retail Hardware Associ- 
ation, for the past 15 years, is 
general sales manager, will take well known to the hardware trade 
over Mr. White’s distribution and | i" the metropolitan Chicago area. 
enginering work, and supervise | The Healy Sales Agency covers 
the entire middle west in behalf 


Washington, D. C., and New York | of several hardware and house 


however, remain an active mem- 
ber of the board of directors. | 


the Oliver Cletrac offices in| 


| City. Starting in 1925 with The | “Tes manufacturers. 
| Cleveland Tractor Co., Cleveland, 
| Ohio, as secretary, Mr. White 
| soon was manager. Two years 


later he became vice-president- 
treasurer, and in 1929 president | 


| treasurer, succeeding his father, 


R. H. White. When The Cleve- | 
land Tractor Co. merged with | 


| The Oliver Corp. last year he was | 
| named vice-president in charge of | 


distribution and engineering. 


NEW PROPERTY FOR | 
WICKWIRE SPENCER CO. | 
The Wickwire Spencer Steel | 


division of the Colorado Fuel & | 
Iron Corp., 500 Fifth Ave., New | 


| York City, reported recently that | 


it has bought the business and DAYTON BUCK 








Higginbotham-Pearlstone to Have Branch 


O. H. Mann, vice-president and; Tex., are already being made. 
general manager, Higginbotham- | The new branch contains 160,000 


| Pearlstone Hardware Co., Dallas,| sq. ft. of floor space and will 
| Tex., wholesalers, has announced | carry complete stocks of heavy 


that the former McLendon Hard- | hardware, light hardware, fenc- 
ware Co. Building, on the Cotton | ing, furniture and automobile 


| Belt track and Third St., Waco,| supplies and accessories and 


Tex., has been bought by his or- | garage equipment. 


| ganization. Higginbothem-Pearl-| J. W. Barnes, who had been 
| stone’s new branch will operate | with the company in Dallas for 


under that company’s name, but | many years, has been employed 


| all buying for the new unit will| as manager. J. P. Brewington, 
| be done in Waco. Sales from| who was with McLendon Hard- 
| Waco are expected to begin on 
| Jan. 1, 1946, purchases for that | buyer. Messrs. Barnes and Brew- 


ware Co. over 20 years is head 


branch—address Box 2148, Waco, | ington are in Waco now. 
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HORTON, DIV. MGR. 
FOR FRIGIDAIRE 


D. W. Horton, General Motors 
Corp.’s Frigidaire division, Day- 
ton, Ohio, has been named mana- 
ger of the kitchen cabinet divi- 
sion, according to H. M. Kelley, 
appliance sales manager. He was 
formerly assistant manager of the 
kitchen planning department, 
Westinghouse Electric & Manu- 
facturing Co., Mansfield, Ohio, 


for six years and during the war | 


was foreman in the Fisher Body 
division, General Motors Corp., 
Cleveland, Ohio. 


BORO BORA LOOKS 
INTERESTING TO 
CHICAGO HDW. ASSN. 


The Chicago Retail Hardware 
Association had a special, and 
rather unusual, treat at its Octo- 
ber 10th dinner meeting held at 
the Merchants and Manufactur- 
ers Club, Merchandise Mart, Chi- 
cago. Henry M. Hedges, well 
known Chicago engineer, lectured 
on the Island of Boro Bora, one 
of the Society Island group. In 
addition to a very vivid story of 
fishing and life on this island, 
Mr. Hedges presented a series of 
natural color movies taken at 
Boro Bora and then answered a 
wide variety of questions on the 
subject. A major part of his 
story traced the developments in- 


| cident to the “take over” of Boro 
Bora by the U. S. Navy for war 
purposes showing clearly a small 
segment of the huge problem 
presented by a global war. 

Charles J. Heale, vice-president 
and editor of Harpware AcE, 
spoke briefly on the availabilty of 
merchandise, saying in part: 

“I am sorry that I cannot be 
optimistic in talking about mer- 
|chandise coming to your stores 
quickly. In fact, I am very pessi- 
mistic for two reasons: One is 
that the OPA with its price 
squeeze policy is stymieing pro- 
| duction. The other is the labor 
| situation.” 
| It was his opinion that it would 
| be six to eight months before any 
| noticeable increase in the flow of 
merchandise would take place. 

It was announced that the as- 
sociation would hold its Thanks- 
| giving Party at the same place on 
Nov. 14, with music, dancing and 
a floor show as well as a Turkey 
Dinner. 








| PLOMB TOOL CO. WINS 
| FIFTH E AWARD 


The Plomb Tool Co.’s main 
plant, Los Angeles, Calif., re- 
cently won the Army-Navy E pen- 
| nant for the fifth time. M. B. 
Pendleton, president, received 
the award on behalf of the com- 
pany. 








HONOR WEISS’ FIFTY YEARS WITH STRATTON & 
TERSTEGGE CO.: Coleman G. Weiss, manager in charge of 
advertising and printing, Stratton & Terstegge Co., Louis- 
ville 1, Ky., hardware wholesalers, receives a wrist watch 
from Wilton H. Terstegge, president of the company, on 
Oct. 8, when he completed a half a century of affiliation with 
the organization. Mr. Weiss joined the company as an 
order clerk. 
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DIAMOND 


DIAMALLOY LINEMEN’S 
SIDE CUTTING PLIERS 


Especially designed for unusually hard 
and exacting requirements. Made in large 
quantities for the war needs of the armed 
services; now available for civilian use. 
Diamalloy tool steel with hardened and 
tempered cutting edges. Each tool in- 


dividually tested. 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Ave. Duluth, Minn. 

















Volume in Paints, Varnishes, Etc. | 


Ernest T. Trigg, president Na- | 


tional Paint, Varnish & Lacquer 
Association, Washington, D. C., 
in his annual address to the 
“Convention-at-Home” of the as- 
sociation, which was conducted 
by mail because of hotel and 
travel conditions, forecast a bil- 
lion dollar market for paint, var- 
nish and lacquer, in the future. 
The mail convention replaced the 


57th annual session of the asso- | 


ciation. 


Mr. Trigg emphasized his opin- 


ion that in the years immediately 
ahead, the volume of paint, var- 
nish and lacquer sales may even 
exceed the billion dollar figure 
by 1948. “In 1940, the last pre- 
war year, the Bureau of the Cen- 


sus reported the total value of | 


this industry’s products at $464,- 
000,000,” said Mr. Trigg. In 
1944 it reported $697,800,000 (an 
increase of 50 per cent, which of 
course included a_ substantial 
amount of direct and indirect 
military business.) 

“Based on figures reported by 
the Department of Commerce, 
which represent approximately 
90 per cent of the industry sales 
of oil paints, water-mixed paints, 
varnishes, lacquers, enamels, etc., 
for the years 1940 to 1944 on a 
100 per cent basis, were: 1940, 
$464,000,000; 1941, $623,000,000, 
an increase of 34.3 per cent over 
1940; 1942, $594,000,000, an in- 
crease of 28 per cent over 1940; 
1943, $636,000,000, an increase of 
37.2 per cent over 1940 and 1944, 
$697,800,000, an increase of 50.4 
per cent over 1940.” 








Trigg Forecasts Billion Dollar 





ERNEST T. TRIGG 


He paid tribute to WPB’s serv- 
ices and urged a cooperative in- 
dustry advertising program to 
support improved material, meet 
inroads of competitive products 
of other industries and to en- 
courage greater and more fre- 
quent systematic use of materi- 
als the paint industry makes. He 
reported 96 concerns had joined 
the association so far this year, 
and that present membership to- 
tals 1033 concerns. 

FAIR TRADE COUNCIL’S 

CONFERENCE NOV. 30 


Manufacturers of trade-marked 
products who distribute under 
Fair Trade contracts will hold 
their annual conference at the 
Waldorf-Astoria, New York City, | 
Friday, Nov. 30, under the | 


| auspices of the American Fair 


Trade Council, 11 W. 42nd St., 
New York City. There will be 
talks on different phases of fair 
trade, and invitations may be ob- 
tained by writing Dr. Gary Les- 
lie, executive vice-president, at 
the council’s above address. 





RENNEWANZ IS 
HOTPOINT SALES MGR. 


Don W. Rennewanz has been 
appointed sales manager of the 
range division, Edison General 
Electric (Hotpoint) Appliance 
Co., Chicago, Ill, according to 
G. L. Rees, manager, range and 
water heater sales division. Hot- 


| point also announced these ap- 


pointments: H. L. Cushing, dis- 
trict sales manager, Dallas, Tex.; 
H. B. Cromleigh, district sales 
manager, Philadelphia, Pa.; D. 
C. Risher, district sales manager, 
Charlotte, N. C., and S. J. Hous- 
ton, general representative, east- 
ern region, with headquarters in 
New York City. 





SETTER RESIGNS FROM 
WPB TO JOIN U. S. 
PLYWOOD AS V.P. 


C. P. Setter recently was named 
vice president and chief admin- 
istrative officer of United States 
Plywood Corp., New York City, 
according to Lawrence Ottinger, 





ARMCO, RUSTLESS STEEL 
MERGER NOW UP TO 
STOCKHOLDER APPROVAL 


Charles R. Hook, president, 
The American Rolling Mill Co, 
Middletown, Ohio, and Calvin 
Verity, president, Rustless Iron 
& Steel Corp., Baltimore, Md, 
announced that pursuant to ac- 
tion by the boards of directors 
of the two companies at meet- 
ings held Oct. 22 an agreement of 
merger of Rustless into Armco 
had been entered into on the 
basis of one share of Rustless 
common stock being converted 


| into one share of Armco common 





stock. 

It was further stated that 
special stockholders’ meetings of 
both companies had been called 
to act upon the merger agree 
ment, the Armco meeting, at 
which shareholders of record at 
the close of business October 23, 
1945, will be entitled to vote, be- 
ing called for December 7, 1945, 
and the Rustless meeting, at 
which stockholders of record at 
the close of business Nov. 28, 
1945, will be entitled to vote, be- 
ing called for Dec. 28, 1945. Sub- 
ject to stockholders’ approval the 


| merger is to become effective at 


president. He has resigned as | 
chief of the plywood and veneer | 


branch of the WPB and as pres- 
ident of Setter Bros., Inc., Cat- 
taraugus, N. Y., makers of ply- 
wood. Mr. Setter is a graduate 
of Cornell University and was 
with several plywood companies 
prior to his election as president 
of Setter Bros. in 1927. 


the year end. 


P. T. DOHERTY REJOINS 
KNAPP-MONARCH CO. 


Phillip T. Doherty has returned 
to the Knapp-Monarch Co., St. 
Louis, Mo., as New England rep- 
resentative. During the war he 
was with Radio Corporation of 
America as a procurement spe 
cialist. His new address is: Box 
52, Milton, Mass. 





HANOVER WINS E AWARD: The Hanover Wire Cloth Co., Hanover, Pa., subsidiary of Continental Industries, Inc., 345 
Madison Ave., New York City, recently was presented the Army-Navy E pennant by Congressman C. H. Gross, 32nd district, 
for supplying fine-mesh nickel screen cloth in the creation of the atomic bomb. Participating in the ceremonies were, left to 
right, front row: C. A Bolles, president, Hanover, and chairman of the board, Continental; Ernest Jarvis, president, Niagara 
Falls Smelting & Refining Co., and vice president, Hanover; Congressman Gross; Edwin Buchen, master of ceremonies; 
Samuel Baublitz, 44-year employee; Riley Bish, 43-year employee; Herber Fuhrman, general superintendent, Hanover. Rear 


row: Donald Brady, World War Il veteran; H. A. Chandor, Jr, vice president, Hanover; E. B 
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ever; Captain H. A. Schwartz; Clair Storm, 41-year employee; and Pius Duncan, 40-year employee. 


Frock, vice-president, Han- 
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me the only home: massage instrument wit Massagett with confidence of win- 
the sales-building, controlled-massage feature "ing another satisfied customer. 


Suspended Motor Action “e-i<'"' 


benefits of massage in conditioning the body and in relaxing 
. . Ask your jobber to let you 


a patented design feature ex- 
clusive with Oster — helps 
increase the health-giving 


tired nerves and muscles . 
know when Oster Massagett is again available. 
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NORTON ABRASIVES 


“\NEATPAK” SANDPAPER 


FOR REAL PROFITS 











YANDPAPER pam 


SAN Pod 








DURABONDED 
MOHAWK FLINT PAPER 


Ouly $5.69 Met 


Sells for $18.12 (2 sheets for 5c) 
Sells for $12.08 (3 sheets for 5c) 


Features 





Bright green boxes 
Each grit in its own drawer 


; Sheets kept flat and clean 
| Numbers plainly marked 
| Inventorying made easy 


PROFITABLE 
UP-TO-DATE 


FAST SELLING 


SEE YOUR JOBBER SOON 


With this sample chart near 
your NEATPAK stock, cus- 
tomer makes just the selection 
he wants and your clerk can 
give instant service. 


UALITY Asaasrvas 


S FREE! Send for it. 
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NOMA ELEC. BUYS 
TRIUMPH INDUSTRIES 


Noma Electric Corp., 55 W. 
13th St., New York City, has re- 
cently acquired the assets and 
properties of Triumph Industries, 
Inc., Elkton, Md., a company 
originally engaged in the manu- 
facture and sale of fireworks al- 
though during the war, its facili- 
ties were entirely concerned with 
the production of munitions. 

Among the subsidiaries of Tri- 
umph are the Central Railway 
Signal Co., manufacturing fuses 


| and track torpedoes for railroads, 


| truck 








and the K-D Lamp Co. of Cin- 
cinnati, Ohio, one of the leading 
manufacturers of automobile and 
lights and _ accessories. 
Henri Sadacca, president Norma 
Electric Corp. says that acquisi- 
tion of Triumph will add materi- 
ally to the corporation’s facilities 
and increase production of its 
regular line as well as augment 
its range of products produced. 





CORDLESS ELECTRIC 
IRONS BY EUREKA 
VACUUM DUE SOON 


The Eureka Vacuum Cleaner 
Co., 6060 Hamilton St., Detroit, 
Mich., has begun production of 
cordless electric irons, reports 
H. W. Burritt, president, who 
said this product “is an entirely 
new kind of iron” and that first 
deliveries are being made by air- 
mail. Mr. Burritt further ex- 
plained that the new iron, “elimi- 
nating the annoyance of the dang- 


ling cord,’ operates from a 
thermostat-controlled safety base 
from which it obtains instant 


heat after brief electric contact. 
The thermostat control, he said, 
automatically turns current on or 
off, eliminating fire hazards. 


NORTON CO. NAMES 
ELYA AS DIST. MGR. 


F. W. Elya, for the past 20 
years abrasive engineer in west- 
ern New York, has been named 
district manager of the abrasive 
division for the Norton Co.’s 
Worcester, Mass., newly created 
northeastern district, comprising 
Massachusetts, Rhode Island, 
Vermont, New Hampshire, Maine | 
and part of New York. 

SHARP, TAPPAN STOVE, 

ASST. SALES MGR. 


Donald S. Sharp, former retail 
sales training director, Tappan 
Stove Co., Mansfield, Ohio, is 
now assistant sales manager, ac- 
cording to K. B. Miller, sales 
manager. He has been company 
representative, procurement spe- 
cialist and director of the con- 
tract termination branch for the 
Jeffersonville, Ind., quartermas- 


| 











8S. H. ATKINSON 


S. H. ATKINSON TELLS 
BOOSTERS SALE IS 


| MADE WHEN GOODS USED 


S. H. Atkinson, R. J. Atkin. 
son, Inc., Brooklyn, N. Y., hard- 
ware dealers, told more than 45 
members and guests of the Hard. 
ware Boosters, at the Midston 
House, Madison Ave. and 39th 
St., Oct. 26, that a sale is not 


| made until the ultimate consumer 


| is using the goods, thus creating 





ter corp. 


demand for something else. It 
is vision of the future that pro- 
duces business. He urged that 
manufacturers think of profits 
and not of volume, that they re- 
duce selling costs by selling as 
many items in their line as pos- 
sible to each customer, that they 
limit distribution outlets but in- 
sist on full lines. A. C. Flam- 
man, Hughes, Flamman & Simp- 
son, president, conducted the 
meeting. John Nichols, Harp- 
WARE AGE, was elected to mem- 
bership. 

Announcement was made that 
the annual Christmas Party of 
the Hardware Boosters will be 
held at the Hotel Roosevelt, New 
York City, on the evening of 


Dec. 18. 


CLAYTON & LAMBERT 
BUYS HOFFMAN GAS & 
ELECTRIC COMPANY 


The Clayton & Lambert Mfg. 
Co., Detroit, Mich., maker of au- 
tomotive stampings, blow torches 
and fire pots, has recently ac- 
quired Hoffman Gas & Electric 
Heater Co., Louisville, Ky. The 
Louisville unit will be operated 
as heretofore, and will be known 
as Clayton & Lambert’s Hoffman 
division, producing a complete 
line of gas, electric and fuel oil 
water heaters. Enlargement of 
the Hoffman facilities are 
planned, to increase heater pro- 
duction and to make provision 
at Louisville, for manufacture of 
other Clayton & Lambert pro- 


ucts. 


HARDWARE AGE 








Grove 


OPA 
formatic 
service 
committ 
try man 
yerters, 
problem 

These 
the co 
B 1. 
Corp., | 
W. R. I 
ucts Co 
man; L 
me Cu 
Tools 
surer. 

The 1 
are: Jo 
Blackh: 
Wis.; | 
Crescer 
Ohio; 
ger, V1 
Ohio; | 


—— 


AME 
BUY 


Ame 
Inc., B 
chased 
fied G 
Long | 
of pre 
patente 
Helico: 
the wa 
Manuf 
the Lo 
the na 
vision, 


Co., Ir 








ON 


TELLS 
LE IS 
IDS USED 


5. Atkin- 
|. Y., hard. 
re than 45 
f the Hard. 
e Midston 

and 39th 
sale is not 
> consumer 
1s creating 
r else. It 
> that pro- 
urged that 
of profits 
at they re- 
selling as 
ne as pos- 
, that they 
ts but in- 
C. Flam- 
n & Simp- 
icted the 
Is, Harp- 
| to mem- 


made that 
Party of 
s will be 
velt, New 
ening of 


IBERT 
3AS & 
ANY 


vert Mig. 
‘er of au- 
w torches 
ently ac- 

Electric 
Ky. The 
operated 
ye known 
Hoffman 
complete 
| fuel oil 
»ment of 
ies are 
ater pro- 
provision 
scture of 
ert pro- 


, AGE 





Grover Chairman New OPA Adv. Comm. 


For Mechanics’ Hand Tools Industry 


Lancaster, 
secretary, 
Kesouter & Co., Inc., Newark, 


OPA announced recently the | ager, K-D Mfg. Co., 
formation of a mechanic’s hand|Pa.; W. H. Hall, 








service tools industry advisory 
committee, and said that indus- 
try manufacturers are not recon- 
yerters, but that postwar pricing 
problems need solution now. 
These officers were elected at 


the committee’s first meeting: 
R. L. Grover, Snap-On-Tools 
Corp., Kenosha, Wis., chairman; 


W. R. Hosford, Duro Metal Prod- 
ucts Co., Chicago, IIl., vice-chair- 
man; Louis Beaupre, Washington, 
D. C., representative, Service 
Tools Institute, secretary-trea- 
surer. 

The members of the committee 
are: John Merker, vice-president, 
Blackhawk Mfg. Co., Milwaukee, 
Wis.; M. L. Peterson, president, 
Crescent Tool Co., Cleveland, 
Ohio; Edwin Krall, sales mana- 
ger, Vichek Tool Co., Cleveland, 


Ohio; C. P. Brewster, sales man- 


N. J.; Edward Norris, president, 
Utica Drop Forge & Tool Co., 
Utica, N. Y.; H. B. Curtis, 
president, Bridgeport Hardware 
& Mfg. Co., Bridgeport, Conn. 
And: A. E. Keating, president, 
Trimont Mfg. Co., Roxbury, 
Mass.; George Michel, vice-presi- 
dent, H. Boker & Co., New York 
City; John 
president, Diamond Calk Horse- 
shoe Co., Duluth, Minn.; 
Wright, president, Wright Tool & 
Forge Co., Barberton, 
Harold Schlosser, president, Lec- 
Corp., Defiance, Ohio; 
Kerr, _ vice-president, 


trolite 
Robert 


dent, Stanley Tools, New Britain, 
Conn. 








AMER. CHAIN & CABLE 
BUYS GAUGE BUSINESS 


American Chain & Cable Co., 
Inc., Bridgeport, Conn., has pur- 
chased the business of the Certi- 
fied Gauge & Instrument Corp., 
Long Island City, N. Y., makers 
of pressure gages with a new 
patented mechanism called the 
Helicoid movement, used during 
the war by the Army and Navy. 
Manufacturing will continue at 
the Long Island City plant under 
the name of Helicoid Gage di- 
vision, American Chain & Cable 
Co., Ine. 


KLEIN, SALES AGENT, 
RE-OPENS OFFICES 


H. G. Klein recently re-opened 
his offices and display rooms, 
1485 Merchandise Mart, Chicago 
54, Ill., as sales agent for the 
Lewis Engineering & Manufac- 





HENRY G. KLEIN 


NOVEMBER 8, 1945 


turing Co., makers of Doo-Klip 
garden tools, and the Peerless 
Manufacturing Corp., makers of 
fireplace fixtures, after a three- 
years’ absence, during which he 
served with the Air Technical 
Service Command. 





AMER. CENTRAL MFG. 
CORP. HOLDS CLASSES 
FOR SALESMEN 


The American Central Manu- 
facturing Corp. 
“classes” for distributor represen- 
tatives at its Connersville, Ind., 
factory, where the representa- 





| note, took a four-day course of 
| “sprouts” designed to make them 
kitchen specialists. They came 
from New York, Pittsburgh, New 
Orleans and Grand Rapids, and 
each of the company’s “four- 
score” distributors has been in- 


a member of his sales force to 


train dealers back home in 
kitchen planning and installation. 
Motion pictures, charts and 
equipment displays are used, and 
to “graduate” the students must 
| solve four kitchen layout prob- 
lems. 


COLUMBIA STEEL CO. 
NAMES KOHLHAAS V.P. 


P. F. Kohlhaas is the new vice- 
president in charge of engineer- 
ing with the Columbia Steel Co., 


of U. S. Steel Corp., according 
|to W. A. Ross, president. Mr. 
| Kohlhaas has been chief engineer 
| of Columbia since 1941. 





Swanstrom, vice- | 
C.. N. 


Ohio; | 


Plomb Tool Co., Los Angeles, | 
Calif.; and Max Coe, vice-presi- | 


recently held | 


tives, who will soon be selling | 
all-steel kitchens sinks and cabi- | 


vited to participate by sending | 


the factory. These men will then | 


San Francisco, Calif., subsidiary | 
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The mortar-like repair 
and maintenance cement 
that EXPANDS AS IT SETS 


X-Pandotite, the expanding cement 
for home and building maintenance 
repairs is the one sure way for your cus- 
tomers to make repairs that /ast. Recom- 
mend X-Pandotite for repairs in every 

part of the house—for filling in cracks 

or holes in marble, terrazzo, plastic, 
tile, concrete, wood. 


pet 


LPAMDOT: 


















N 
A  S 


r »! 
ve wastes at? 
svaunaTiOns w 
woot 
wt 










Tell your customer how easy it is 
to use — how it can be used in any 
consistency. Tell them it’s the only re- 
pair cement that expands as it sets—it 
won't shrink — it’s unaffected by oil, heat, 
soap or caustic solutions. Make sure they 
know that X-Pandotite is not just. another 
cement — it’s the only cement of its kind. 
Hardware dealers throughout the United 
States and Canada find X-Pandotite a real 
business and profit builder — a fast selling 
repeat item—right now. Backed by sound bg 
direct mail and cooperative advertising. se 
Pe 
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X-PANDO CORPORATION 


15 36TH STREET - LONG ISLAND CITY, N. Y 
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Here They Come! 
Place Your Orders Now 


Yes, we're mighty glad to say that Judd bright 
wire goods are actually in full peace-time produc- 
tion. And today our plant capacity is greater than 
it ever was before— which means that we will 
soon be able to produce in quantities to meet your 
every requirement. 

However, we are faced with a big backlog of 
orders. These are being taken care of as quickly as 
possible. More are coming in every day, so to 


assure early deliveries, place your orders now. 
P y 


H., L. JUDD COMPANY, Wallingford, Conn. 
87 Chambers Street, New York 7, N. Y. 
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| Leonard Matthews, Jr., Secretary of 


Shapleigh’s Passes at Age of 72 


Leonard Matthews, Jr., 72, sec- 
retary, Shapleigh Hardware Co., 
St. Louis, Mo., wholesalers, wide- 
ly known and highly respected 





LEONARD MATTHEWS, JR. 


throughout the hardware trade, 
and an authority on the cutlery 
business passed away Oct. 22, as 
the result of injuries received in 
an accident last June. For many 
weeks he had been compelled to 
remain away from the office but 
of late, with the aid of crutches, 
had been back at his desk. When 


he left his office Oct. 19, he ap- 
peared to be in excellent health, 
Sunday morning, Oct. 21, he was 
taken ill and grew steadily worse, 
passing away early the next 
morning. 

He began his business career 
with Wagner Electric Co., St. 
Louis, with whom he was asso- 
ciated until 1893, next being em- 
ployed by the Local Insurance 
Co. From 1894 to 1900 he was 
a special traveling cutlery sales- 
man for the former Simmons 
Hardware Co., St. Louis, whole- 
salers. For a year he and his 
brother W. N. Matthews then en- 
gaged in the electrical specialty 
business. He became buyer and 
manager of the cutlery depart- 
ment of Norvell Shapleigh Hard- 
ware Co. in 1901 and was elected 
director and assistant secretary 
of that company in January, 1910, 
becoming secretary of the con- 
cern a year later. In his many 
years with the company he had 
much to do with its extensive de- 
velopment in the cutlery business. 

Mrs. Matthews survives. 








GURDON W. CARTER 


Gurdon W. Carter, 80, retired 
(1940) salesman with the Eagle 
Lock Co. of Terryville, Conn., 
died Oct. 22 in Geneva, Ohio. 
Mr. Carter was with the Eagle 
company for 56 years and after 
his retirement became known as 
a whist player. He won, among 
other trophies, the top-scorer pins 
of the American Whist League 
and the Hamilton trophy, and 
was a past president of the Ohio 
Whist Association and the North- 
eastern Ohio Whist Association 
and a member of the American 
Whist League. Survivors include, 
besides his widow, two sons and 
a daughter. 


EDWIN A. KOHLHASE 


Edwin A. Kohlhase, president, 
National Stamping & Electric 
Works, Chicago, IIl., died Sept. 
15 at the Highland Park Hospital, 
Highland Park, Ill. He was 47. 
After attending Northwestern 
University, Mr. Kohlhase joined 
his father’s company and became 
vice-president in 1926 when he 
was 28 years old. He succeeded 
to the presidency when his father 








EDWIN A. KOHLHASE 


died. He is survived by his wife, 
a son and a daughter. 





ARTHUR S. HENDERSON 


Arthur S. Henderson, sales rep- 
resentative in Florida for over 20 
years for Shapleigh Hardware 
Co., St. Louis, Mo., wholesalers, 
died recently at the Veterans’ 
Hospital, Bay Pines, Fla. 
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GUSTAVE L. KLIMMECK 


Chicago, Ill., manufacturers’ 
representative, whose passing 
was recorded on page 181 of 
the Oct. 25 issue of HARDWARE 
Ace. Eighty-one years of age, 
he hud enjoyed very good health 
and went to business daily until 
he suffered a heart attack last 
May. He had maintained offices 
for the past 35 years at 192 N. 
Clark St., Chicago. He had 
come to this country from Ger- 
many, as a boy of 12, to visit 
some relatives and decided to 
make the United States his 
home. Prior to entering busi- 
ness for himself he was a buyer 
in the brush department of 
Samuel Cupples, Chicago. 








EDWARD H. HOFFELD 


Edward H. Hoffeld, 66, presi- 
dent, The Ferdinand Dieckmann 
Co, Cincinnati, Ohio, passed 
away recently in that city after a 
brief illness. Mr. Hoffeld, who 
began with the company when he 
was 13 years old, attained the 
presidency after holding various 
positions, starting with helper in 
the shipping room. He was a 
member of the advisory board, 
Fifth Third Union Trust Co.; 
Cincinnati Club; McMillan 
Lodge F. and A.M.; Hanselmann 
Commandery, Knights Templar; 
Syrian Temple and Shrine; past 
patron of McKinley Chapter, 
Order of Eastern Star; and he 
was vice-president of the Order of 
Eastern Star Home for 16 years. 
Mr. Hoffeld is survived by his 


widow and brother. 





JAMES D. FLEMING 


James D. Fleming, at one time 
sales manager for Lalance & 
Grosjean Corp., Woodhaven, N. 
Y., passed away recently at his 
home in Troy, N. Y. For many 
years he was a familiar figure in 
the hardware trade in the south- 
em states and was a member of 
the Old Guard since 1911. Well 
known and well liked he was a 
man of high principles. 


NOVEMBER 8, 1945 





CHARLES W. PARROTT 
Charles W. Parrott, 55, vice 


president - secretary, The Lowe | 
Bros. Co., paint manufacturers, | 


Dayton, Ohio, died Oct. 22 after 
a short illness. Mr. Parrott, who 
was born in Dayton, joined the 
company in 1910 as a stenogra- 


pher and in 1916 became pur- | 


chasing agent; in 1920 he was 
appointed secretary-assistant gen- 
eral manager. Then, in 1927, 


he was made vice president-sec- | 


retary. He was a veteran of 


World War 1. 


GORDON G. CAMPBELL 
Gordon G. Campbell, president, 


Oxford Tool Co., 1633 N. Second | 


St., Philadelphia, Pa., passed 
away Oct. 13 in Montclair, N. J., 
at the age of 52. President of the 
Oxford Tool Co., since 1931 he 
had previously been in the piano 
manufacturing business, as his 
father had been. Surviving are 
Mrs. Campbell, a daughter and 


two sons serving in the armed | 


forces. 


GEORGE D. WERNKI 


George D. Wernki, 77, secre- 
tary-treasurer of the Los Angeles 
Ladder Co., Los Angeles, Calif., 
for the past 33 years, died re- 
cently in that city from a heart 


attack. He is survived by his | 


widow and son, John, who has 
been manager of the company 
since 1938. 


WILLIAM R. CARNEGIE 


William R. Carnegie, 79-year- 
old retired president of Berry 
Bros., Inc., paint and varnish 
manufacturers, Detroit, Mich., 
died Oct. 22 of a heart attack in 
Jennings Hospital, that city. Past 
president of the National Paint, 
Varnish & Lacquer Association, 
Mr. Carnegie came to this coun- 
try from Scotland at the age of 
21 and soon became bookkeeper 
and cashier for a local company. 
In 1895 he was made assistant 
cashier of Berry Bros.;  suc- 
cessively he was promoted to 
treasurer, vice-president and gen- 
eral manager, finally becoming 
president in 1928. He retired in 
1935. Mr. Carnegie was a founder 
and director of the Detroit Busi- 
ness Pioneers, a trustee of the 
Central Presbyterian Church 
(about which he wrote a history). 
and president of the Detroit 
Lawn Bowling Club. Surviving 
him are a son, daughter and 
brother. 


SELLS TO CO-OWNER 


Horace J. Lawler has recently 
sold his interest in the Piper 
Hardware & Harness Co., Paris, 
Ill., to the co-owner, Howard A. 
Piper. 








Rubbermaid “N-Durene’” 


last 4 to 5 Times Longer 


The same type of tough synthetic rubber that 
went into self-sealing gas and oil tanks we built 
for war planes, is now going into the manufacture 
of Rubbermaid houseware. By compounding it 
with other ingredients, we have developed 
*“N-Durene”’, a rubber-like material more durable 
than any that has been used for houseware. 


Laboratory tests prove Rubbermaid “N-Durene” 
is strongly resistant to soap and grease—as it was 
to petroleum products—and will actually last 
four to five times longer than goods previously 
made with natural rubber. 


You can soon get complete shipments on the 
following Rubbermaid “N-Durene” items house- 
wives have asked for most: bathtub mats, stove 
top mats, drainboard mats, sink strainers, plate 
and bowl scrapers, dish drainer baskets and 
toilet top trays. These come in a wide selection 


of popular colors. 


Order these Rubbermaid ‘household helpers now 
and cash in on the demand that’s been kept alive 
by national advertising all during the war. 
Remember— 


Women look to Rubbermaid 
for the finest in rubber houseware— 
a complete line, profitable for you to handle 


Cubbemaid © 


HOUSEWARE 


THE WOOSTER RUBBER COMPANY 


WOOSTER - OHIO 
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veloped during the war and used | Cook has also joined the com- 
by the Army Air Corps. This | pany as a salesman, with Indian- 
light, says Acme, operates with- | apolis, Ind., headquarters. He 
out batteries on a hand-generat- | has been working in the building 
|ing principle. Mr. Woolf has| products business for more than 
| been associated with the Weco | 25 years. 

| products and Mr. French with | canna 


oe Cellucotton | AMBROID CO. NAMES 
7 HEALY SALES AGENT 


ne | 

REYNOLDS REPRESENTS | The Healy Sales Agency, 5 N. 
MANNING, BOWMAN IN | Wabash Ave., Chicago, Ill., man- 

LA., TEX., S. MISS. | ufacturers agents, has announced 
lrecently that it will be mid- 
| western representative for the 
Ambroid Co., Inc., 305 Franklin 
|St., Boston, Mass., makers of 
| liquid cement. 


W. B. Reynolds has recently 
been appointed representative in 
Louisiana, Texas and southern 
Mississippi, for Mapning, Bow- 
man & Co., Meriden, Conn. He 
has been with the electrical ap- | 
pliance industry for over 20 years} AMER. SAFETY RAZOR 

L. E. PEARCE and will headquarter in Houston, | NAMES RYAN DIST. H. F. WOODRUFF 
whose appointment as general Tex. SALES SUPERVISOR 


sales manager of the American —_—- whose election as president and 


Gas Machine Co. Albert Lea,| REPUBLIC STEEL ADDS | Thomas J. Ryan, territorial) treasurer of F. H. Woodruff & 


Minn. : {salesman with the American | Sons, Inc., Milford, Conn., seed 
inn., was announced in the SALESMEN, COOK, | Safety Reser Comp, Becchiyn,| grenirs and merciaste, oil 


Oct. i ~ 
pony | ae DAVIS, BERGEN DIV. |N. Y., has been promoted to di- | announced in the Oct. 25 issue 
William S. Davis, Berger Man-| vision sales supervisor for the | of Harpware Ace. 
|ufacturing division, Republic | southwest territory, including 
G-E PROMOTES REEVES, Steel Corp., Canton, Ohio, is now | Texas, Arkansas, Louisiana, Okla- 
DUNNING TO MGRSHIPS salesman for the Rochester, > B= | homa and western Tennessee, re- AUSTIN, DISTRIBUTOR 
territory, A. U. Steenrod, mana-| ports Sidney Weil, vice-president WICKWIRE SPENCER CO 
C. R. Pritchard, general sales | ger of the building products sales, | in charge of sales. He has been ; 
manager, General Electric Co.’s| announced recently. He was | with the company since 1928 and| L. R. Austin, Wickwire Spen- 
(Bridgeport, Conn.) appliance | with Milcor Steel Co. (1936-| succeeds M. B. Rubin, who is | “er Steel Co., Division of the 
and merchandise department, | 1942) as a salesman, and Strom- | resigning after 20 years in this Colorado Fuel & Iron Co., 500 
said recently that Clayton P.| berg Carlson Co. (1942-1945) as/ territory to enter his own busi- Fifth Ave., New York City, has 


















































Dunning and Carleton A. Reeves | an expediter and buyer. L. H. | ness. | been named company distributor 
have been named manager of the = | for Montana, Wyoming and 
newly organized New York ap- | Idaho, recently reported A. S. 
sant he Nothowscrs suplnas, U. S. Ordnance Warns Against Attempts nor he. i a 
) ) eas 9 ance s . s p “a 
sales district, Boston, Mass., re- ° ° ventories for the oil fields and 
——- a ye who at- | To Modify Captured Foreign Guns other industries at _— 
tende abama Polytechnic In- } Mont., and Casper, Wyo., and his 
stitute, joined in 1925 the Mat- | ee ee of War Robert P. Patterson on | headquarters will be in Billings. 
thews Electric Supply Co., G-E| y | the subject of substitute ammu- 
distributor in Birmingham, Ala., | Dealers and hunters might well | nition. PROCTOR ELECTRIC 


and in 1935 transferred to the | D€ included in the warning the} “One of the most popular 

General Electric Supply Corp. | Ordnance Department has di-| German sporting and target rifles | MOVES SALES OFFICES 
Atlanta, Ga. In 1942 he acted as | tected toward gunsmiths as well) is a beautifully finished 8mm| The sales offices of Proctor 
|as owners who might try f0| weapon,” said Secretary Patter- | Electric Co. recently were moved 
modify captured weapons. It was| son. “The German service rife | from 480 Lexington Ave. to the 
pointed out that almost certain | jis 7.92 mm. The sporting rifle is| Daily News Building, 220 E. 
lately deceased, and ex-St. Law- | disaster would result from the | built to handle a shorter cart-| 42nd St., suite 2410, New York 
rence College student, came with | ¥¢ of American high velocity or | ridge giving much lower velocities | City 17. The service department 
General Electric Co.’s Edison long range cartridges in German | and pressure than the German | will remain at the old address— 
Lamp Works, Harrison, N. J., in | 8¥5- The chambers of German cartridge with which American | Grand Central Palace, 480 Lex- 
1924, and in 1936 joined Rex | S¥"S are made for comparatively | troops have become acquainted | ington Ave., under the direction 
Cole, G-E distributor. In 1937 he | 0W_ Pressure shells and they jon the battlefield. Therefore, at-| of Mrs. Laura Fleming. Oswald 
represented the company in Bos- | would be blown to pieces by/| tempts should not be made to MacCarthy, eastern regional sales 
ton, Mass. During the war, he | American-type ammunition. alter the 8mm sporters and target | manager; D. W. Thompson, New 
was with the WPB and since last| his is no reflection upon the | rifles so as to shoot the 7.92 mm | York district manager, and Mrs. 
January has been acting manager durability and dependability of | (German) service cartridge.” | Mary R. Riedel, director of the 
of the Northeastern district. | German and Japanese arms “For the safety of everyone | company’s information center, 
| when used with standard German | concerned,” continued the Ord- | will be at the new location. 
| and Japanese shells, an Ordnance | nance officer, “be careful about 


WOOLF, FRENCH Join | crs. But headed, here packing and malig Oem! JONES, TREAT HDWE 
DAYTON ACME CO. : Prteccsiaers- oe CORP. PRES., RETIRES 


}assembly of substitute parts by | ammunition or explosives through | 

Simultaneous with the an-| American soldiers in an attempt lthe mails under any circum-| A. E. Jones, president, the 

nouncement that J. A. Woolf and | to repair their captured weapons. | stances; and keep your captured | Treat Hardware Corp., 582 Essex 

W. J. French have joined the | In such instances, it was ex-| guns as souvenirs. If you must | St., Lawrence, Mass., has retired. 
| 


liaison expert between the WPB 
and his company. Mr. Reeves, 
successor to Col. J. A. Ramsey, 
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company as sales manager and | plained, even the standard ammu-| shoot or remodel them, be sure | With the company since 1909 and 
merchandise manager, respective- | nition might rupture the cart-| and do so only with the advice of president since 1918, Mr. Jones 
ly, the Dayton Acme Co., Cin- | ridge case and injure the shooter.| someone thoroughly trained in| is a member of the Rotary Club 
cinnati, Ohio, reports that it will | Reference was made to a recent | the maintenance of your particu- ‘and a director of the Lawrence 


soon feature the Daco-Lite, de-| release which quoted Secretary | lar weapon.” | (Mass.) Chamber of Commerce. 
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The favorite of foremost chefs is rapidly becoming 

TRIC No. | with housewives, too! Heavy duty PYREX 
FFICES brand glass; distinctively designed; equipped with 
, Becstas the famous DUTCH Filter; nationally advertised; 
‘re moved Fair Traded for protected profits—VACULATOR is 
e. to the “tops” in value! 

220 &E. 
lew York aameenaal 
partment 
address— 
480 Lex- 
direction 
. Oswald 
ynal sales 
son, New 
and Mrs. 
rr of the 

center, 
ion. 





IN MORE AND MORE 
COFFEE MAKERS EVERY DAY! 


putcu 


clethtess FILTER 


Sparkling CHINA 
¥ NOcloth, NO paper 
LIST Snaps in EASILY 
WE. Fits all standard makes 


Free! 


ent, the 

B2 Essex 

; retired. 

1909 and DISPLAY DISPENSER 

| STOPS the prospect! 
TELLS the story! 
MAKES the sale! 











r. Jones 
ury Club 
awrence 
mmerce. 





VACULATOR -: CHICAGO 6, U.S.A. 
NOVEMBER 8, 1945 147 


| 





E AGE 














AGM Sun Flame Lanterns 


Two brand-new lanterns, choice 
of single-mantle which burns 
leaded gasoline the same as your 
car uses . . . or two-mantle for 
“white” gasoline. Both are beau- 
tifully made to AGM precision 
standards. Please write for liter- 
ature and franchise information. 


AGM Kampkook Stoves 


A brand-new edition of America’s 
Original gasofine camp stove. 
AGM Kampkook has * de- 
signed to burn leaded as well as 
“white” gasoline. A rugged, de- 
pendable 2-burner stove you can 
sell with satisfaction and profit. 
Write for literature and franchise 


information. 


AGM Kampkold 


Portable Ice Box 


Newest member of the AGM 


small appliance line—a sturdy, 
intelligently designed box that 
fits comfortably in car or boat. 
Provides scientific refrigeration 
wherever you go. 
for literature. 


Please write 
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AGM Sun Flame 
heating stoves, 
water heaters and 


floor furnaces 


We will be happy to 
send you literature de- 
scribing this excellent 
line a major appli- 
ances. Please send us a 
postcard request. 










AMERICAN GAS MACHINE COMPANY 


There are 3,371,189 of the na- 
tion’s farms without central sta- 
tion electric service, according to 
a recent announcement by the 
U. S. Department of Agriculture. 
“This,” said C. R. Wickard, REA 
administrator, “means that elec- 
trification is one of our major 
postwar tasks . . . The REA 
pledges all possible speed in 
rushing to completion the pro- 
gram which has already been 
authorized.” 

Estimates show that 44.7 per 
cent of all farms are now elec- 
trified as compared with less than 
ll per cent when the REA pro- 


100 Million REA Fand for 3% Million 
Farms Minas Electricity, Says Wickari 





gram began in 1935; the number 


of unelectrified farm and nop 
farm rural homes is figured » 
6,000,000. 

Declaring that the nation) 
economy will benefit from this 
program and that thousands vil 
be employed, Mr. Wickard said 
that half of the REA loan fund 
available for the current fisca! 
year have been allocated amon 
the various states. The fund 
total $100,000,000. Under th 
REA, each state may share i: 
these funds in the proportion 
which its unelectrified farm 
bears to the total number of un 
electrified farms in the nation. 








FISHMAN SALESMEN 
NAMED FOR NEW LINES 


Irving Fishman, 1133 Broad- 
way, New York City, now has 
in production a complete new 
line of cord sets (for irons and 
toasters), cube tap extensions, 
table tap extensions, garage trou- | 
ble lamps and other electrical | 
wire specialties, and has appoint- | 
ed the following representatives: | 
J. F. Ryan, Michigan; Steve | 
Palmer, Georgia; J. R. Strom, | 
northern New York, and J. C. | 
Tansey, Philadelphia, Pa. | 





SO. CALIF. ASSN. 
DISCUSSES UTILITIES, 
SHORTAGES OF MDSE. 


Utility cooperation with deal- 
ers, national brand merchandise, 
merchandise shortages and the 
need for. store modernization 
were among the topics of the 
recent Fall Conference of the 
Southern California Retail Hard- 
ware Association at the Elk’s 
Club, Los Angeles, Calif. George 
W. Anderson, president, Ameri- 
can Wholesale Hardware Co.. 
Long Beach, Calif., spoke on “Is 
Your House in Order.” Harvey 
Byers, Escondido, Calif., presi- 
dent, conducted both afternoon 
and evening sessions. 

M. J. Brown, Los Angeles 
Chamber of Commerce, gave a 
pep talk on the progress of re- 
tail hardware merchandising and 
the coming important major ap- 
pliance sales. Clyde H. Potter. 
H. M. O’Haver and H. C. Rice 
told how the utilities are coop- 
erating with the trade. M. B. 
Pendleton, president, Plomb Tooi 
Co., Los Angeles, told of a sur- 
vey on “Southern California 
Looks Ahead.” That evening M.il- 
ton M. Gair, Redlands, dealer, 
pleaded for national brand sell- 
ing to keep free enterprise alive. 
Five representatives from five 





manufacturing industries—C. A. 


L. Wilson, Pyrex Division, Com 
ing Glass Works; H. C. Me 
Clellan, Old Colony Paint Co, 
G. W. Mullin, Old Colony Pain 
Co.; A. R. Combs, Leo J. Mey. 
berg Co., G. W. Mullin, Hall é 
Mullin and A. M. McMillan 
Hubbel Mfg. Co., all gave th 
same pattern of thought. De 
spite a present shortage of m 
terials and manpower, there will 
they believe, be an early flow o! 
goods to the dealer’s shelves after 
Jan., 1946, with late spring see 
ing production back to norma 
procedure. 


FORMICA INSULATION 
MEETING, NOV. 15-17 


The Formica Insulation Co, 
Cincinnati, Ohio, will hold « 
three-day sales conference—No 
15, 16, 17—to discuss new prod 
ucts and the 1946 sales program 
Company representatives from 
this country and Canada will par 
ticipate, reports J. R. White, vice 
president in charge of sales ané 
advertising, and veteran em 
ployees will be honored at ‘ 
special dinner, with D. J 
O’Conor, president, presiding 
G. K. Scribner, president, Boon 
ton Molding Co., Boonton, N. J. 
talking on “Future possibilities 
in the plastics industry,” will be 
the main speaker at this dinner 


NEW BLDG. FACTORY 
FOR COLEMAN CO. 


The Coleman Co., Inc., Wich 
ita, Kan., in January will have 
27,000 sq. ft. more floor space 
added to present facilities by the 
construction of a three-story brick 
and concrete building. The com- 
pany has also leased a modem 
factory building to use in the 
nanufacture of gas floor furnaces. 
These additions, say compaty 
officials, will triple the pre-wi 
output of home-heating appli 
ances. 
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Attend the 
First Major Post-War Market 


The Merchandise Mart’s 


INTERNATIONAL 
HOME FURNISHINGS 


MARKET 


ce 


= 7K 


NOVEMBER 8,. 1945 


mePeTT LL S 


Janvary 7th—1I9th tediudive ° 


BIG BUYERS BUY—daih/ 


One of the most convincing proofs of The Merchandise 


Mart’s national importance as a buying source, is the 


fact that an impressive number of buying 


organizations, representing America’s leading 


stores, maintain permanent offices here. 


. In fact, seventy percent of all buying offices in 
. Chicago, as listed by the Association of 
. Commerce, are located in The Mart! These 

. alert organizations, with a total buying power 


in the billions, know where and how to find 


* merchandise daily. That’s why they are in 


tiny ii 


RiP page 


i 





The Merchandise Mart! 


Among the 
Organizations With Buying 
Offices Here: 


Allied Purchasing Corp. 

Allied Stores Corp. 

Arkwright, Inc. 

Associated Merchandising Corp. 
City Stores Mercantile Company 
Firestone Tire & Rubber Co. 
Gamble Skogmo, Inc. 

Interstate Department Stores, Inc. 
Kaufmann’s Dept. Stores, Inc. 
R. H. Macy & Co. 

May Department Stores Co. 
Meier & Frank Company 
Mutual Buying Syndicate, Inc. 
Owner's Service Co. 

Retailer's Marketing Guild 
Schuster, Ed. & Co., Inc. 
Western Auto Supply Co. 


























THE MERCHANDISE MART 


Centered for Efficient Distribution 
CHICAGO 
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You know one of the best ways 
















to get extra postwar business is to be able 
to deliver more goods. With Camillus you 
can meet that problem squarely and con- 
fidently. As the largest manufacturer of 
fine-quality pocket knives in America, 
Camillus has a proven ability to produce 
this extra volume . . . of smartly mer- 
chandised, well made, fast-selling 
knives. For your postwar line look to 
Camillus Cutlery Company, New 
York 17, N. Y.—a business founded 
in 1876 by Adolph Kastor. 


eX: 


Available soon through selected 
hardware jobbers. 
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SPB NAMES BUILDERS’ 
HDWE. COMM. MEMBERS 


The Surplus Property Board, 
Washington, D. C., recently ap- 
pointed the following to the 
Builders’ Hardware Industry Ad- 
visory Committee: G. W. Aldeen, 
president, American Cabinet 
Hardware Corp., Rockford, IIl,; 
J. C. Andrews, vice-president, 
The American Hardware Corp., 
New Britain, Coun.; L. M. Dex- 
ter, president, National Brass Co., 
Grand Rapids, Mich.; W. B. 
Dodge, director of hardware 
sales, Yale & Towne Mfg. Co., 
New York City; A. J. Eggleston, 
assistant to the president, Rich- 
ards-Wilcox Mfg. Co., Chicago, 
Ill.; D. W. Franck, president, 
Safe Padlock & Hardware Co., 
Lancaster, Pa.; Johann Frohlich, 
general manager, Bommer Spring 
Hinge Co., Brooklyn, N. Y.: 
H. J. Hendrick, president, H. B. 
Ives Co., New Haven, Conn.; 
Charles Kendrick, president, 
Schlage Lock Co., San Francisco, 
Calif.; P. F. King, vice-president, 
The Stanley Works, New Britain, 
Conn.; D. M. Lewis, president, 
Pullman Mfg. Corp., Rochester, 
N. Y.; R. D. Maynard, vice-presi- 
dent, Champion Hardware Co., 
Geneva, Ohio; A. H. Schleicher, 
secretary-treasurer, The Oscar R. 
Rixson Co., Chicago, IIl.; and 
S. M. Soref, vice-president, Mas- 
ter Lock Co., Milwaukee, Wis. 


SOME ARVIN RADIOS 
EARLY IN NOVEMBER 


G. W. Thompson, vice-president 
in charge of sales, Noblitt-Sparks 
Industries, Inc., Columbus, Ind., 
has announced that present pro- 
duction plans, contemplating use 
of three of the company’s 11 
plants, expect to deliver three 
table models early in November. 
larger table models in December. 
Radio combinations outdoor sets, 
portables and farm sets will fol- 
low closely after the first of the 
year. 

The Arvin line will be com- 
plete with 20 models, beginning 
with a cabinet, said to be un- 
breakable, housing a four-tube 
receiver to a radio combination 
of three wave bands including 


FM. 


JACOB’S PLANTS RUN 
FULL AUTOMOTIVE 
PART PRODUCTION 


The plants of the F. L. Jacobs 
Co., 1043 Spruce St., Detroit 1, 
Mich., have returned to produc- 
tion on all parts and accessories 
for the automobile industry, 
which were made prior to the 
war. They are as follows: Parts 
Mfg. Co., Traverse City, Mich., 
visors, visor frames, glass chan- 











nels, electric-lifts for convertible 
car tops; Grand Rapids Metal- 
craft division, Grand Rapids, 
Mich., ash trays, glove box doors, 
grilles, molding and dome lights; 
Continental Die Casting Corp., 
Detroit, Mich., die castings of 
door handles, ornaments, escutch- 
eon plates; main plants in De 
troit, seat frames, bus doors and 
parts, slat irons for convertible 
tops, and the Dallas plant, De 
troit, spring covers. 





ALLEN MFG. CO. NAMES 
CONNORS SALES REP. 


Charles J. Connors is the new 
sales representative in eight west- 
ern states (Wis., Minn., Iowa, 
N. D., S. D., Mo., Kan., Neb. and 
Milwaukee, Wis.) for W. D. 
Allen Mfg. Co., Chicago, Ill., 
makers of sprinklers-nozzles-gar- 
den hose accessories, according 
to W. F. Symonds, president. He 
reports that regular products are 
again in production, the garden 
equipment line has been modern 
ized for 1946 and that the com. 
pany has a new product, the Allen 
Parkside nozzle-type sprinkle. 





LURIE HARDWARE NOW 
A PARTNERSHIP 


Edward I. Lurie has announced 
that The Lurie Hardware Co., 
552-554 W. Lake St., Chicago 6, 
Ill., wholesalers, is now a partner- 
ship, his brother, Maj. H. H. 
Lurie having become a general 
partner with him. Maj. Lurie has 
been associated with the businest 
since his retirement in Sept. 
1944, from the U. S. Army Air 
Forces. 

The Lurie company which is 
adding more lines to its stock is 
now located in its new six-story 
building at the above address. 





NEW COAST PLANT FOR 
MAJESTIC RECORDS 


Majestic Records, Inc., New- 
ark, N. J., said recently, through 
J. J. Walker, president, that a 
new plant will be built in Bur- 
bank, Calif., for the pressing of 
records. Production wal be fur- 
ther augmented when the com- 
pany’s new plant in Elgin, Ill. 
is opened early in 1946, Mr. 
Walker said. 





FORKEY, NORTON CO., 
HAS NEW TERRITORY 


R. J. Forkey, Norton Co.. 
Worcester, Mass., is now cove!- 
ing the western New York ter- 
ritory. He will be succeeded by 
Robert Cushman, who will take 
over Mr. Forkey’s former terti- 
tory. Mr. Forkey had been af 
abrasive engineer in the Syre 
cuse, N. Y., area. 
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PADDOCK, CORBIN 
SCREW CO., WINS 
AWARD FOR OPA WORK 
Elliot C. Paddock, general 
sales manager, The Corbin Screw 
Corp., New Britain, Conn., re- 





ELLIOT C. PADDOCK 


cently was presented a certificate 
of award for outstanding service 
as a member of OPA Industrial 
Advisory Committee, Washing- 
ton, D. C. 


LOS ANGELES KETTLE 
CLUB BOWLERS ACTIVE 


Weldon Read, California Hard- 
ware Co., Los Angeles, Calif., 
wholesalers, chairman of the 
bowling committee of the Los 
Angeles Pot & Kettle Club, has 
announced that the “Broilers” 
team captained by Jack Badham, 
Hoffman Hardware Co., whole- 
salers, won the championship in 
a close race. Mr. Badham was 
high man, with an average of 173 
for 15 weeks of bowling. Ed. 
Straube, Bjtte Mfg. Co., had 
highest single score of 251, while 
Harold Norton, Eckert-Lloyd 
Corp., had the highest series with 
664 for three games. 

A new league was started last 
month, consisting of six five-man 
teams, 


CPA RETAINS SOME 
FORMER WPB 
ADVISORY GROUPS 
(Washington Bureau 
of HARDWARE AGB) 
Among the 176 key industry 
advisory committees retained by 
the Civilian Production Admin- 
istration, successor to WPB, are 
those representing the hardware 
lines: Domestic Electric Range; 
Domestic Ice Refrigerator; Do- 
mestic Laundry Equipment; Do- 
mestic Vacuum Cleaner; Me- 
chanical Household Refrigera- 
tor; Sporting and Athletic Goods. 
These committees have been 
retained for consultation on re- 
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conversion problems. Adminis- 
trator John D. Small said that 
they will be consulted before any 
action is taken which will ma- 
terially affect production or dis- 
tribution in their representative 
industries. 


FAIR TRADE COUNCIL 
ISSUES BOOKLET 


The American Fair Trade 
Council, 11 W. 42d St. New 
York City 18, has just published 
a 12-page booklet entitled “The 
ABC’s of Fair Trade,” which pur- 
ports to answer 28 of the most 
frequently asked questions at the 
Council’s headquarters. Dr. Gary 
Leslie, executive vice-president of 
the organization, said the booklet 
also should help manufacturers 
who, in turn, can send it to their 
distributors to keep them in- 
formed about the theory and 
practice of re-sale price mainte- 
nance on trademarked merchan- 
dise. Here are several of the 
questions: Does every re-seller 
have to sign a contract before he 
comes under the operation of the 
Fair Trade Law? Who are op- 
posed to Fair Trade? Why is 
the present an especially favor- 
able period for adopting a Fair 
Trade policy? Free copies may 
be had by writing to the Coun- 
cil’s above address. 





3 SALESMEN JOIN 
AMER. W’SALE HDWE. 
Harry Scott, James Nolan and 

H. A. Dakan—all have recently 
joined the American Wholesale 


Hardware Co., Long Beach, Calif. | 


Mr. Scott, formerly with Douglas 


Aircraft, is a field salesman; Mr. | 


Nolan will devote his time to 
wire cable and associated prod- 
ucts, and Mr. Dakan, ex-United 
Concrete Pipe Co. employee, will 
sell general industrial lines. 





FRIGIDAIRE NAMES 
PRASHAW MGR. FOR 
RANGE, HEATER SALES 


C. J. Prashaw is the new man- 
ager of Frigidaire range and 
water heater sales, General Mo- 
tors Corp., Dayton, Ohio, says 
H. M. Kelley, appliance sales 
manager of the Frigidaire divi- 
sion. After service in the first 
war, Mr. Prashaw joined the 
Bartlettsville Gas & Electric Co., 
Bartlettsville, Okla., as sales re- 
presentative. 


souri Power & Light Co., Jeffer- 
son City, Mo.; in 1931, he be- 
came general sales manager of 
this company in Kansas City. He 
had been a refrigerator specialist 
and district sales manager for 


Edison General Electric Co., Chi- | 


cago, Tl. 


In 1928 he was 
commercial manager of the Mis- | 


Specify 
ONARCH 


BUILDERS. HARDWARE 








_,.. Because MONARCH Means Quality— 
and Quality Means Better Business! 


MONARCH offers a well-known line of quality 
builders finish hardware including panic exit de- 
vices esque sash centers, push and pull bars, 
kick plates, and associated items. 


For more than a quarter of a century MONARCH 
has been recognized for quality finish hardware, 
| both standard and custom built. Now—as a 
newly-acquired division of Clayton & Lambert 
Manufacturing Co. — this quality line will be 
backed by an aggressive advertising and sales 
promotion plan. Sales will be through jobbers 
following C & L's established policy. 


Write today for details on the MONARCH line. 


| Backed by the facilities and organization of C & L, MONARCH 
will continue to mean quality builders hardware. 


CLAYTON & LAMBERT MFG. CO. 


Monarch Hardware Division 
2525 HART AVENUE 
DETROIT 14, MICHIGAN 
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ARKANSAS | The Klinghoffer Supply Co., 52 
W. A. Baldwin, W. A. Baldwin | Ave- A, New York City 9, has 
Machinery Co., Russellville, Ark., enlarged its present headquarters 





BERNARD 
PARALLEL- ninaste 


ACTION 


































Jaws always parallel. Close 
like a vise. Hold FAST. 
Don’t Slip. Won't mar or 
knurl the nut. 


Cutter on outside of head, con- 
venient to use. Compound ac- 
tion gives double power. 


Open throat for handling 
wire. Note how jaws fit snug 
against wire. 


AND WHEN YOU SELL BERNARD 
PARALLEL-ACTION PLIERS YOU 
MAKE A WORTH-WHILE PROFIT 


BERNARD 












“Quality Tools Since 1870’ 





WM. SCHOLLHORN CO. - 1011 Chapel Street, New Haven 9, Conn. | 


and F. C. Peters, manager, Link- 
way Store, Russellville, have re- 


cently announced plans for the 


opening of the Peters-Baldwin 
Co., in Mr. Baldwin’s present lo- 
| cation. 


ILLINOIS 


Reed’s Economy Furniture & 
Hardware Store, Marion, IIl., re- 
cently was sold by D. E. Odum 
and Reed Gower to M. A. Payne, 
who has renamed it Payne’s 
Economy Hardware & Furniture. 


Mr. & Mrs. Hollace Rice, Ply- 
mouth, Ill, have recently pur- 
chased the hardware store of Mrs. 
Audry Edwards. Mr. Rice was 
formerly a tool engineer with 
Allison Engineering Co., division 
of General Motors. 





INDIANA 


Frank L. Bailey has recently 
sold the New Harmony Hardware 
Co. store, New Harmony, Ind., 
to John Conyers. 





IOWA 


Jack Hachmann, owner, Hach- 
mann Hardware, has purchased 
the present building site. As 
soon as material is available, Mr. 
llachmann plans extensive re- 
modeling. 

MISSOURI 


\ general hardware store will 


" be opened in Eldon, Mo., by Paul 


| 


M. Cooper and Thomas Jordon. 
They have purchased the Payne 
building, Maple St., where the 
store will be located. 


NEW YORK 


The Elmwood Hardware Co., 
494 Elmwood Ave., Buffalo 9, 
N. Y., has recently been sold by 
Alfred Schulz to Norman H. Bos- 
ton, who has had years of ex- 
perience. For the past 18 years 
he has been on the sales staff of 


by 2500 sq. ft. for display of 
traffic and major electrical appli- 
ances. Representation of new 
products is invited. 





NORTH DAKOTA 


Onstad Hardware, Enderlin, 
N. D., has recently been sold by 
O. A. Onstad to Jake Wentz, and 
his son John, who just returned 
from the Merchant Marine Ser. 
vice. 


TENNESSEE 


Roberts Hardware Co., Law- 
renceburg, Tenn., has recently 
moved to a new location on N, 
Military St. John and Edward 
Roberts and Lucien Capaterton 
manage the firm. 


TEXAS 


The Nathan M. Hunt Hard- 
ware, 612 N. Filmore St., Ama- 
rillo, Texas, is completing a 2500- 
ft. extension to the store, which 
| will be remodeled. 








UTAH 


A fire of undetermined origin 
caused $15,000 worth of damages 
recently to the Mill Creek Lum- 
ber Hardware Co., 3215 Highland 
Drive, Salt Lake City, Utah, 
owned and operated by Mrs. 
Martha G. Stewart. 











| 


AMER. MAT CORP. 
HAS NEW OFFICE 


The American Mat Corp. and 
the American Distributors Co., 
1717 Adams St., Toledo, Ohio, 
have purchased a new building— 
10,000 sq. ft.—at 2018 Adams St. 
and will move into the new quar- 
ters immediately. E. M. Belknap 
is president and D. W. Moor, 
Jr., secretary-treasurer, of these 
companies, which, according to 
a company spokesman, “will keep 
production at a high level for 
the next six months.” 








the National Biscuit Co. in the 
Buffalo office. 





Arnold T. Armbrust has 7 
cently been appointed manager, | 
Denton & Waterbury, Inc., 470 
Columbia St., hardware stores, 
Utica, N. Y. He will supervise 
expansion of the store. He en- 
tered the hardware field in 1907, 
in Buffalo with his father. Re- 
cently he was with the Doyle 
Hardware Co., Utica, N. Y. 








GOUGLER MAKES 
FORMER MILLER 
KEYLESS LOCKS 


The Keyless Gas Tank Lock 
described and illustrated on page 
223 of the Oct. 11 issue of Harp- 
ware AcE is now made by the 
Gougler Keyless Lock Co., Kent, 
Ohio, that company having pur- 
chased the business of the J. B. 
Miller Keyless Lock Co.. also of 
Kent, Ohio. 
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@ With tool users of all types 
hungry for good tools to buy, 
why not concentrate on Cres- 
cent “Best Sellers”... the tools 
that are designed right, made 
right, of the right materials. As 
long as you will be able to sell 
all you can get...for some time 
at least... why not sell the Best. 
That, of course, means CRES- 


CENT TOOLS. 


Crescent and “Crestoloy” 
Wrenches, Pliers, Hacksaws, 
Serewdrivers, Snips and other 
items are now being manufac- 
tured in ever-increasing quanti- 
ties. If your order is not already 
in, see your Hardware Jobber 
at once. If you need new Display 
boards, or your old refinished, 


see your jobber or write us. 


_@) 


CRESCENT TOOL COMPANY 
Jamestown, N. Y. 








CRESCENT TOOLS 


Give Wings to Work 






























U. S. Issues List of Time 


Lags Between Orders and 


Shipments in Pamphlet 


Government study made to enable established manu- 


facturer to schedule production and inform new 


entrants of materials situation. 


(Washington Bureau 
of HARDWARB AGE) 

A long list of hardware items 
is included in a pamphlet re- 
cently issued by WPB, since suc- 
ceeded by CPA, showing the ap- 
proximate lead time for procure- 
ment of almost 600 components 
in a number of manufacturing 
industries. 
unless otherwise indicated. 

The pamphlet shows the aver- 
age normal prewar time lag be- 
tween the date of receipt of an 
order and the date of shipment 
of each item, the present time lag 
and the estimated date when the 
time lag is expected to return to 
normal. It is explained, however, 
that the time lags or lead times 
given are average and that condi- 
tions in specific localities or for 
special quantities, or particular 
specifications would obviously 


Lighting Fixtures 

Floodlights and Searchlights 
Standard assemblies 
Larger assemblies. . 

Fluorescent Lighting Fixtures 
Utilitarian (standard) 
Moderately decorative 
Others. . 

Incandescent Lighting 
Standard items 
Moderately decorative 
Highly decorative. .. 


Edge Tools 
Auger bits. 


Bush hooks. . 

Cross cut saws. . 

Edge tools, miscellaneous 
Hand saws... . 
Machetes. . . . 

Power saw blades. 
Scythes....... 


Hand Tools 


Anvils..... 
Ballast forks 
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Dates are for 1946, 





vary. It was also pointed out 
that the present day time lag 
may vary from week to week, de- 
pending on stock inventories of 
raw materials, components and 
transportation. 

Officials expect that the study 
will have a two-fold value. They 
said that it will enable manufac- 
turers to schedule their produc- 
tion with a greater degree of ac- 
curacy and will be particularly 
valuable to new manufacturers 
seeking components and substi- 
tute materials. It will also, it was 
declared, indicate to Government 
Priority Officials whether or not a 
need actually exists for priorities 
assistance. It is not expected 
that priority ratings will be is- 
sued in order to anticipate rea- 
sonable lead times. 

Hardware items on which lag 
time periods are given are: 


Present Lead Time Will 
Lead Time Be Normal 
(In Weeks) (Estimated) ' 

4-8 Dee. "45 
8-12 - 
8-16 April 
8-16 April 
4-24 April 
4 April 
8 April 
20-24 - 
16 Oct. 
4 Jan. 
4 Jan. 
24 Oct. 
4 Jan 
3 Feb. 
8 Dee. ’45 
26 July 
4 Jan. 
2 Dec. ’45 
12 July 





Blacksmiths’ tools 
Blow torches........ 
Carpenters’ hand tools 
C. clamps... 

Farm hand tools. . 


Lad 

Logging tools........ 
Mason’s tools... . . . 
Portable forges. ....... 
Hand tools, miscellaneous 
a Carre 
Shovels and -: 
Soldering irons. 

Steel wool......... 
Tool handles......... 


Builders’ Hardware 


Automatic door operators 
Hanger hardware........ 
Heavy hardware....... 
Key blanks............ 
Locksets, ete. (Standard). 
Locksets, etc. (Special). . 
Miscellaneous shelf hardware 
adlocks.......... 
Panic locks. . Piven 
Track and hangers icici tae 


Hardware, Transportation Equipment 
Cargo hooks. . 
Chain repair links....... 
COS... .2+... 

Marine fittings, miscellaneous. 
Marine hardware 
Railway car hardware..... 


) 
Turnbuckles (up to 1” diameter). . . 
(over 1” diameter) 
Wagon hardware........... 
Wire rope clips........... 


Miscellaneous Hardware 


Continuous hinges. . 

Expansion shields........... 
Equipment en, 8 miscellaneous 
Furniture hardware. . 

Lawn sprinklers... ... 
— hardware. .. 


Venetian blind hardware... 
Well wheels.......... 


Industrial vacuum cleaners and floor 


finishing and maintenance machinery . 


Tools 
Ny cnecikspcee's « 


Anti-friction wena 
Drill chucks. . 


Present 
Lead Time 
(In Weeks) 


— 
NW NWS & DS 


13-26 
Stock-8 


1-12 
4-8 
1-4 
3 
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Lead Time Will 
Be Normal 
(Estimated) 


Feb. 
Dee. ’45 
Jan. 


Feb. 
Dec. ’45 
Feb. 
April 
Feb 
July 
Jan. 
March 
Dec. '45 
Dee. "45 
Oct 
July 


Feb 
May 
Jan. 
Dec. ’45 
Feb. 
April 
Dec. "45 
Dec. ‘45 
Feb. 
April 


Jan. 
Dec. '45 
Jan. 


met 1 


Dee. "45 


Oct 


Jan 


Feb. 
Feb 
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Files, rasps and vises. 

Foundry supplies. ..... 

Gagee and precision hand too!s 
General machine tools 

Jigs and fixtures. . . 

Metal cutting tocls - 
Tools, portable electric and pneumatic. 
Tools, light power driven. . . 


Present Lead Time Will 
Lead Time Be Normal 
(In Weeks) (Estimated) 

1-3 — 
1-12 sae 
1 - 
4-52 1947 
1-12 — 
4-12 — 
2-16 June 
1-16 June 








Sarplus Consumer Goods 


Disposal Now Under RFC 


(Washington Bureau 
of HARDWARE AGE) 

Further centralizing the dis- 
posal of surplus property, Presi- 
dent Truman in an Executive 
Order issued Oct. 19 transferred 
the Office of Surplus Property in 
the Department of Commerce to 
RFC, effective Nov. 5. Commerce 
has been responsible for the dis- 
posal of surplus consumer goods 
since last spring, when the job 
was transferred from Treasury’s 
Procurement Division. 

The War Assets Corp., a sub- 
sidiary of RFC, will handle the 
disposal of all surplus property 
that will become the responsi- 
bility of RFC, including con- 





sumer goods. The WAC will 
have a board of directors of | 


seven members, five from RFC 
and two from the Surplus Prop- 
erty Administration. Sam H. 
Husbands, member of the Board 
of Directors of RFC, will be the 
Chairman of the Board of WAC. 
The corporation will be staffed 
by RFC personnel and Depart- 
ment of Commerce personnel who | 
will be transferred to RFC. 





REVOKE RESTRICTIONS 
ON AMMUNITION 
FOR CIVILIANS 
As of October 31, WPB lifted 
all controls on the manufac- 
ture, delivery, and sale of am- 
munition, thus permitting un- 
restricted sales to civilians. 
This action revoked quotas 
dated August 31. 








10 Items Placed Under Preference 
Rating System for Those Qualified 
For P. 


To permit their equitable dis- | taken by amendment to Priorities 
tribution during reconversion, 10| Regulation 3, removing the 10 


products ranging from alarm 
clocks to pig iron were placed 
under the preference rating sys- 
tem by WPB on Oct. 22. Those 





R. No. 28 Assistance 


products from that regulation’s 
List A, to which ratings do not 


apply. 
In addition to alarm clocks and 








qualifying under PR-28 for as-| pig iron, the eight items placed 
sistance may apply for a rating | under the rating system are: con- 
for any of the 10 products. | tainerboard, as defined in Order 
Orders bearing a preference rat-| M-290; dental burs; graphite 
ing must be accepted and filled crucibles; paraffin wax; roofing 
regardless of existing contracts | granules; silicon carbide settling 
and orders, except in certain| tanks and dust collector fines; 
cases specified in Priorities Regu- track-laying tractor repair parts 
lation No. 1. This action was| and waste papers. 











OPA Exempts More Consamer Goods 
From Price Control Regulations 


On Oct. 19 OPA announced ex- | striking bag equipment (although 
emption from price control of an | boxing and wrestling shoes and 
additional number of consumer | apparel are not included in the 
goods, effective Oct. 24, in|exemptions); magazine racks 
({mendment No. 4 to Supple- | and baskets except tables or com- 
mentary Order No. 126, including | bination units, regardless of cost; 
some items sold by hardware | plaques and loving cups awarded 
dealers. Included were: bowling | as trophies; and porch gates sold 
and billiard equipment and ac- | to consumers for $3.00 or less, to 





cessories; boxing, wrestling and ! dealers for $1.65 or less. 
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— and you Dealers are waiting for 


WORD FROM UNION 


when New-line Leaders 
can be released..’. 


New Sales-PuLu is assured right now for the 
Union Sporting Goods and tools you’ve found so 
profitable in the past. For we were planning for 
you while producing for war.—new plans by old 
hands who know what sells,—learned from the 


merchandising experience of 80 years. 


All the items in which UNIon -excels will sell 
faster than ever by their new-feature appeal plus 


accumulated demand for UN1on 


ROLLER AND ICE SKATES, FISH- 
ING TACKLE, CHISELS AND 
SCREWDRIVERS, HACK SAW 
FRAMES, GUN IMPLEMENTS. 


HARDWARE COMPANY 


PAT , t AB Sh 


TORRINGTON, CONN. 


STREET 
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Steel sinks, cabinets—Ameri- 
can Central Mfg. Corp., Connersville, 
Ind., has announced that its new all- 
steel kitchen sinks and cabinets will 
cost no more than prewar models, be- 
ing available at Oct., 1941, prices. 

: 7 > 

Pig iron — An increase of 75 
cents per gross ton in maximum basing 
point prices for pig iron was announced 
effective Oct. 23, by OPA in amendment 
ll to RPS 10—Pig Iron. This increase, 
second granted in pig iron ceilings since 
price control began with issuance of a 
pig iron price schedule on June 24, 1941. 

* > . 

Fractional horsepower mo- 
tors—Amending Price Regulation 136, 
effective Oct. 16, an increase of 9 per 
cent in producers’ ceiling prices for 
fractional horsepower motors has been 
announced by OPA. The increase, it 
says, is “designed to remove any price 
impediment to expansion of production 
of these motors, which are used in 
vaccum cleaners, washing machines, 
“and scores of other appliances and elec 
tric-powered products.” 

* * . 

Anti-freeze prices — Ceiling 
prices for glycerine base anti-freeze, 
containing at least 95 per cent glycerine 
by volume, have been increased 21 cents 
2 gallon, or five cents a quart, at all 
levels of distribution, including retail. 
This OPA action was by amendment to 
Price Regulation 170, effective imme- 
diately. 

. * 7 

G.E. ranges, refrigerators— 
General Electric Co., Bridgeport, Conn.., 
has announced a nation wide price on 
each model of its new ranges and re- 
frigerators. A sample refrigerator is 
expected to be in every G.E. dealer’s 
hands within the next few days. Figures 
include cost of delivery and Federal 
excise tax, plus any state or local taxes 
in force. This policy will be extended 
to all other General Electric appliances 
both large and small. 
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Plumbing fixtures—OPA has 
announced in amendment No. 1 to MPR 
No. 591—Specified Mechanical Building 
Materials, effective Oct. 25, 1945, that 
manufacturers of mechanical building 
materials such as boilers, radiators, 
plumbing fixtures and valves may apply 
for price increases when they face over- 
all loss, whether or not the products in- 
volved qualify as “essential” or “low 
priced” goods. Previous to this action, 
price relief was available to loss pro- 
ducers of mechanical building materials. 

. * 8 


Rubber cement, adhesives — 
Manufacturers of cements and adhesives 
made of rubber have been provided in 
amendment 24 to MPR 220, Certain 
Rubber Commodities, effective Oct. 30, 
1945, with one simplified method of de- 
termining their ceiling prices in place of 
several alternative methods previously 
effective. The new ceilings will be based 
on March, 1942, labor rates and ma- 
terials prices except in the case of syn- 
thetic rubber, for which Aug., 1943, or 
current costs whichever are lower, must 
be used, . 

> a 7 

Mixed feeds—OPA announced 

in amendment No. 6 to MPR 585— 








_— 


cs ae ie 7 


Mixed Feeds for Animals and Feeding, 
effective Oct. 31, 1945—a new method 
of setting ceilings on sales of mixed 
feeds in paper bags containing less than 
100 lbs. This change establishes as a 
base price the ceiling for mixed feeds in 
100 lb. cotton bags. Ceilings for sales 
in smaller bags are figured by apply- 
ing differentials to that base price. 
eee 


Wire and cable prices—Issu- 
ance of a new regulation superseding 
all others governing sales of electrical 
wire and cable was announced by OPA 
effective Oct. 29, 1945. The new regu- 
lation, which will be known in the in- 
dustry as Maximum Price Regulation 
No. 82—Wire and Cable—is a revision 
of Revised Price Schedule 82—Wire, 
Cable and Cable Accessories—and will 
include on its pricing lists every type of 
wire conducting electricity, including 
aluminum and nickel-alloy. The old 
regulation, OPA said, priced only cop- 
per, copper-clad and copper alloy wire. 
Omitted, however, from the pricing lists 


of the new regulation are cable acces- . 


sories (cable connections) and portable 
“trouble lamps,” formerly under Revised 
Price Schedule 82, which have been 
transferred to Revised Maximum Price 
Regulation No. 136—Machines, Parts 
and Industrial Equipment. Pricing 





VACUUM 
CLEANERS 


Each symbol represents 250,000 





ESTIMATED POST WAR NEEDS 
OF AMERICAN HOUSEWIVES 
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Showing current needs for electric irons, vacuum cleaners and mixers. 
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PARER 
and CORER 


The Household Knife 
of Many Uses 















WORKS Fast! 
SELLS Fast! 


NATIONALLY ADVERTISED 


Real-A-Peel is a fast turnover item. 
because it saves time, work and money 
in preparing fruits and vegetables. 
Non-clog paring slot has hard keen- 
edge blade. Handy scoop makes easy 
work of pitting, hulling, peeling, de- 
eyeing, etc. Toothed edge ideal for 

ting, or for scaling fish. Designed 
4 speedy coring. Sturdy, one-piece, 
all-metal construction eliminates 
danger and nuisance of handle coming 
apart. Bright nickel plated. 

Real-A-Peel mounted on attractive, 
colored self selling counter display. 12 
units on each card. Write or wire for 
complete information. 


THE TARRSON CO. 
230 E. Ohio St., Chicago 11, Ill. 
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An Entirely New Line of Glass Spun 
Miniature Animals 


Gorgeous in day time, simply scintillating in iridescent 
beauty under Electric Light. 
Packed: 1 doz. of a number in box. Weight: 1 Ib. per doz. pieces. 


OTHERS NOT ILLUSTRATED 








Elephant Ne (fsa No. 4504 Sean Penguin No. 4585 Z — Duck 
inches high, No. 4506 Z — Rooster No. 4586 Z — Pelican a m 
a No. 4589 Z — Kangaroo No. 4591 Z — Eagle noes pa 
No. 4588 Z — Cat No. 4592 Z — Horse 
No. 4590 Z — Squirrel No. 4593 Z — Rooster 
No. 4594 Z — Bird (Large) 
No. 4595 Z — Giraffe No. 4596 Z — Goat 








Some Entirely New Designs of Our Porcelain Finished 
Composition Statues In Magnificent Colors 








nny te ai “Candidly Speaking" "Tete-a-Tete" 
$3.60 per doz. 93% ins. high. Base: 4% ins. 91% ins. high. Base: 734 x 
lai Weight: 36 Ibs. per doz. 5% ins. Weight: 10 lbs. per a 
‘ pairs. Packed: 1/12 doz. pair pair. Packed: 1/12 doz. pair bye 
in. $57.60 per doz. pairs. in. $90.09 per doz. pairs. “és 


Be sure to send for our complete set Z of GIFT 
GOODS. We have them from $1.80 to $90.00 per doz.; 
all big sellers. 





115-119 Z 


) 0 eS. 0 0p Papeeeeanemme South Market St. 


Chicago 6, Ill. - 
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First is a familiar word at Rival. 


From these factories came 


America’s first streamlined Juicer 
...and over a score of other 
housewares Originals. 


At these factories more FIRSTS 
are in the making. Firsts you'll 
want to feature. And you'll have 
first call... you who have helped 
make Rival'a foremost name in 
the housewares field. 































Nationally Advertised in: 


LADIES HOME JOURNAL 
BETTER HOMES AND GARDENS 
BRIDES’ MAGAZINE 
AMERICAN HOME 
HOUSE BEAUTIFUL 


PLANTS 





ORIGINALISTS 
: ian 
— KITCHENEERING — 


nat aaee 
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MANUFACTURING CO. 
KANSAS CITY, MO. 


Creators of the Juice-O-Mat 
America’s FIRST Streamlined 


Juicer 






























methods under the new regulation will 
be based, OPA said, on the prices of 
various types of electrical wire in effect 
on the base dates. These dates are Oct. 
15, 1941, for copper wire, and March 31, 
1942, for electrical conductor wires of 
other metals which do not contain cop- 
per. An exception, however, will be 
used for wire, both bare and insulated, 
but even in this case the pricing pro- 
cedure will be relatively the same as 
that heretofore employed. 
. * * 

Appliances — new pricing 
method—Announced Oct. 16 was a 
significant new pricing policy by the 
Edison General Electric “Hot Point” 
Appliance Co. Under this plan, all of 
the company’s electric appliances will 
be delivered to consumers, whether in 
Chicago, New York or San Francisco, 
at a uniform price, instead of basing 


f.0.b. factory, as formerly. The new 
pricing plan covers refrigerators, home 
freezers, washing machines, ironers, 
dryers, dishwashers, disposers, and 
metal cabinets, as well as ranges and 
water heaters, according to Ward R. 
Schafer, vice-president. He states the 
move is aimed at protecting the public 
against “unauthorized over-charges” that 
might result under the company’s an- 
nounced low-price postwar selling plan. 
Included are Federal taxes and delivery. 
The only added charges will be for 
changes in wiring on customer’s premi- 
ses, where necessary. 
. * * 

New lawn mower pricing— 
On Oct. 10, OPA revised its Price Regu- 
lation 188, releasing the long-awaited 
details of price relief on lawn mowers. 
Effective Oct. 10, manufacturers and 
re-sellers are permitted to raise the 








Present and Estimated Post-War 
Non-Farm Dwelling Construction 
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ceilings to which they were formerly 
held (Oct., 1941, prices) by the follow- 
ing specified percentages. Manufac- 
turer to wholesaler—l7 per cent ad- 
vance over the manufacturers’ October, 
1941, schedules—each price so -estab- 
lished to be reported promptly to OPA, 
stating the detailed method of compu- 
tation. Wholesaler to retailer—New 
retail ceiling price (explained below) 
less 27 per cent discount. Retailer to 
consumer—(1) To retailers (other than 
chain or mail order) 70 per cent mark- 
up over the manufacturer’s (new) ceil- 
ing price to the class of wholesaler to 
whom he sold most largely during 1941. 
(2) To chain stores and mail order 
houses—50 per cent advance over the 
manufacturer's (new) ceiling to the 
class of chain or mail order sellers to 
which he sold his largest volume during 
1941, There is definite requirement 
that the manufacturer shall tag or label, 
with the proper resale ceiling price, 
each hand lawn mower shipped, for re- 
sale, to a purchaser other than a mail 
order house. After Nov. 15, no retailer 
(other than mail order) must display 
or offer any hand lawn mower unless 
properly tagged or labeled with the 
OPA ceiling. 
* . * 

Household mechanical re- 
frigerators—Ceilings for new house- 
hold mechanical refrigerators have been 
established at levels that will maintain, 
on the average, March, 1942, prices to 
consumers OPA announced in MPR 
598, effective Oct. 22. Manufacturers— 
ceiling prices in effect on March 30, 
1942, for the same or closely similar 
models, if these are higher than prices 
as computed under the individual re- 
conversion repricing formula included 
in the regulation. Otherwise, each firm 
is eligible for an individual adjustment 
over its Oct., 1941, prices to reflect legal 
increases in materials prices and basic 
wage rate schedules for factory workers. 
The allowance for profit will be either 
its own 1936-39 average, or half the in- 
dustry average, whichever is greater, 
OPA said. Distributors—margins will 
be reduced slightly over one percentage 
point as compared with “initial mar- 
gins” (those included in the original 
asking price) on record in March, 1942, 
but should yield returns at least as high 
as those realized in 1941, OPA said. 
Retailers—dollar-and-cent prices listed 
in the regulation or to be added later. 
These allow a margin in each case less 
than recorded 1941 initial margins by 
slightly over one percentage point, OPA 
said. Variations in margins between 
stores and brands, which depended on 
the discounts dealers obtained, and re- 
flected differences in their operations, 
are not disturbed by the regulation, 
OPA said. Customary differentials on 
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Do You Have Your Copy 
of This Catalog? 


By all means, see that you are thor- 
oughly familiar with all the practical 
and profitable items in the Dandy Boy 
Farm and Garden Implement line. Your 
market for these meritorious implements 
includes commercial gardeners, small 
growers, and home gardeners—a sub- 
stantial and sales-potent group. They’ll 
like the Dandy Boy line—and so will you. 
Write us today for your copy of our 
latest catalog. 


Manufacturers of Harness Hardware and Chains and TITELINE Clothesline Holders 


rHEMIDLCAND<.o. 


Manufacturers 
$$ O UTH MILWAUKEE, WISCONSIN 
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Croquet Sets + Baby 
Ce., Seuth Bend, indiana, for ever 70 continuous years. 





160 


FURNISH THE 
OUTDOOR LIVING ROOM 


wih CROQUET 


Increased interest in yard and 
lawn makes this popular spot 
the outdoor living room during 
the summer months. Cash in on 
this development of outside-the- 
house activity with croquet— 
America’s Family Game. You'll 
find it will also promote sales of 
other yard and lawn equipment. 
Limited supplies of high quality 
material have curtailed South 
Bend Croquet production some- 
what, enabling us to serve, on 
an allotment basis, only old cus- 
tomers now. However, check 
with your South Bend 
Jobber to learn the 
quality, popular- 
priced line of South 
Bend Croquet, and 
establish your priori- 
ty for earliest possi- 
ble delivery. 


kes 
SALES REPRESENTATIVES 

New York—Julius Levenson, Inc., 
7 East 17th Street 

San Francisco—Standard Toy Agen- 
cies, 718 Mission 

Nashville, Tenn.— Louis Williams 
& Company 

Seattle 7, Wash.— Leo Scherrer, 2840 
West 93rd St. 


Los Angeles 14— Glenn B. White 
& Associates, 122 East 7th St. 


SOUTH/BEND 


AMERICA’S FAMILY GAME 


Carriages + Children’s Furniture - 
Goll Carriages - made by South Bend Toy Manufacturing 


















sales to various classes of buyers are 
maintained. Manufacturers will tag all 
units with the retail ceiling price. 

“* * . 

Stoves and accessories—Dur- 
ing stove rationing, manufacturers were 
allocated steel on a priority basis, and 
were in a better position to plan their 
production. Now, with restrictions off, 
they are forced to go into the open 
market for steel on a competitive basis, 
and their position is not so favorable. 
Labor conditions at stove foundries have 
improved little, if any, and with the 
recent flood of new orders, the delivery 
situation is very bad. Castings now are 
the greatest bottleneck. Molders do not 
seem to be interested in returning to 
their old jobs for the rate of pay estab- 
lished in the stove industry. Other 
manufacturers, who purchase parts and 
castings from outside sources, have been 
delayed, in some cases by strikes. All 


provement before the second quarter. 
Wholesalers report that much of the 
1945 business on stove pipe and elbows 
was done pre-season, and rather early 
in the year, but the September-October 
rush of dealer ordering appears undi- 
minished. Mills are handicapped by 
less steel than needed, and by labor 
shortages and slowness. Coal hods ap- 
peared on the market limited and late, 
with probably not 25 per cent of the 
potential demand being met. Stove 
board offerings. have been scant—almost 
exclusively the gypsum-core and the 
“Masonite” types—and almost no pre- 
war quality steel-faced boards have ap- 
peared, or are expected, this fall. 
* ¢ 8 

Apex washers, vacuum clean- 
ers—Apex Electrical Mfg. Co., Cleve- 
land, Ohio, has resumed production of 
washing machines and_ cylinder-type 
vacuum cleaners, it has been announced 




























































































told, stove foundries expect little im- by C. G. Frantz, president. The com- 
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pany expects to reach a daily production 

1500 washers and 1500 cleaners during 

the first quarter of 1946, representing a 

production increase of approximately 50 

per cent over the company’s prewar rate. 
. * 


Hand tools—Wholesalers are 
watching the delivery situation closely, 
and whenever they receive supplies 
(usually very limited) they are still 
allocating to regular customers only. 
War surpluses are becoming available 
slowly, and not in all areas, but major 
releases later are bound sharply to af- 
fect the distribution picture. Tool 
makers are a unit in reporting labor 
scarcity and difficulty, and this they ex- 
pect will slew their order-filling for all 
the rest of 1945. 


* * . 


Razor blades—More than one 
billion razor blades were produced in 
the second quarter of 1945, according 
to data released by the Consumers Dur- 
able Goods Division of the former WPB, 
on Oct. 23. This was five per cent 
above first quarter production and 13 
per cent above the 1944 quarterly rate. 
Shipments through commercial chan- 
nels were 48 per cent of the total made. 
Thus, they were slightly above the first 
quarter but still below the 52 per cent 
going through commercial channels in 
1944. 

* - « 

Miracle appliances—J. Meyer. 
Friedman, President, Miracle Electric 
Co., 36 South State St., Chicago 3, IIL, 
announces that Miracle table appliances 
and vacuum cleaners early production 
on some of the items is expected. Com- 
plete production will follow as quickly 
as materials are available. New prod- 
ucts, some claiming to have “revolu- 
tionary” new features, include all-metal 
automatic coffee makers of vacuum 
and drip type, a food mixer with built 
in power unit and governor controlled 


12-speed motor, a portable food mixer, | 


two automatic electric irons, a steam 
iron that can be used wet or dry, both 
an electric and a non-electric vacuum 


ONE SURE WAY TO HAVE THE 
"RIGHT NUMBER, EVERY TIME 


G 
aND, BILL, THE ONLY Tn 
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g MY ADVICE, GEORGE 
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cleaner. A waffle iron, toaster, auto- | 
matic hot plate, two burner plate, and 


three different type massagers complete 
the line. 
* om * 
Large paint demand ex- 
pected—A 50 per cent increase in 
paint and varnish sales for the next two 


or three years above any preceding | 


years in its history is forecast for 
Glidden Co. by Adrian D. Joyce, presi- 
dent. Techniques developed in the use 
of synthetics in the war have enabled 
the company to put several new prod- 
ucts on the market. Use of synthetics 
also has made possible the manufacture 
of paints and varnishes in sufficient 


NOVEMBER 8, 1945 











id 


an’ 
gD | WOULD NT HAVE © ce 


evectRic R* 


4 





GHT-A GAS Range 
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“MY ‘LINE’ 1S SURE TO BE BUSY 
NO MATTER WHAT THEY WANT. 
FOR | SELL ESTATE HEATROLA, 
THE FUEL-PROOF LINE.”’ 






Don’t lose sales because of fuelish arguments 
LINE UP WITH THE ‘‘FUEL-PROOF’’ LINE* 


ESTATE 


~yeateola- 


RANGES & HEATERS 


RANGES FOR CITY GAS, LP-GAS, ELECTRICITY 
SPACE HEATERS FOR COAL, WOOD, OIL 





*Estate Heatrola is the ONE line of 
ALL FUELS...all sold under one 


39,500,000 reasons why Estate Heatrola dealers will be 
out in front and stay there. 
this fall in The Saturday Evening Post, Good Housekeep- 
ing, True Story, American Home, Country Gentleman, 
Pathfinder, Grit, Popular Mechanics and Popular Science 
Monthly 
Heatrola Ranges and Heaters to your best prospects. 


Additional advertisements 


will sell the out-in-front features of Estate 


cooking and heating appliances for 
famous, nationally-advertised trade 


nome. (Want the name of your Estate Heatrola distributor? Write or wire.) 


THE ESTATE STOVE CO., HAMILTON, OHIO © House founded 1842 


















Mechanics Want Complete 
SOCKET SETS 


Mechanics re-equipping for 
new jobs provide an active 
demand for Socket Sets. 
The alloy steel set shown 
here includes, in addition 
to the sockets, a Reversible 
Ratchet, Adapter, Sliding 
T-Handle and a wonder- 
fully handy Flexible Spin- 
ner Handle. It is priced for 
rapid turnover and backed 
by the famous None-Better 
guarantee. 


The Line Sold Exclusively ia 
Hardware Stores 

Rapid, Aggressive, Display 
Merchandising Methods 
Realistic pricing to fit mechan- 
ics’ pocketbooks 


4 Guarantee backing up Top 
Quality 








volume and of better quality than be- 
fore the war. An expenditure of $1,- 
500,000 in new equipment and laboratory 
buildings is planned. 

* ao ” 

Marlin guns — Frank Kenna, 
president, Marlin Firearms Co., New 
Haven, Conn., announced late in Octo- 
ber that, “The paradoxical dam of labor 
shortage at a period of officially re- 
ported unemployment noted here in 
September is now apparently broken. 
Production is being speeded up as 
rapidly as possible to fill a huge back- 
log of orders, The company’s rationing 
plan to distributors must be continued 
for a while longer.” 

* * * 

Files and rasps — Shipments 

increased steadily from 1941 to a peak 


| in 1943 of approximately $2,046,000 a 


month. Average monthly shipments in 
1944, however, were only $1,833,000 or 


| 10 per cent less than in 1943. Continu- 


ing in the first half of 1945, shipments 


were being made at a rate 10 per cent 
| below the level for the same period in 


1944. A similar rise and decline was 


| recorded for unfilled orders, WPB re- 


ported, last month, through its Tools 


Division. 


* * * 


Surplus property — W. Stuart 


| Symington, Surplus Property Adminis- 
| trator, announced recently that surplus 


government property with an acquisi- 


| tion value of more than $32,000,000,000 
| is expected to be declared by owning 
| agencies in the fiscal year June, 1945, 


through June, 1946. Of this total Con- 
sumer goods then assigned to the Office 
of Surplus Property, Department of 
Commerce, but now assigned to the Re- 
construction Finance Corp. would ac- 
count for a total of $3,060,000,000. 
* 18 * 

é Hand trucks—Dollar and cent 
ceiling prices have been established for 
two-wheel industrial hand trucks de- 


| clared surplus by the Army, OPA an- 
| nounced Oct. 24 in Order 82 under 


Supplementary Order 94. Trucks with 
steel wheels sold to industrial users or 


retail dealers, ceiling, $12.50. Trucks 
| with rubber tired wheels would have a 
| ceiling of $16.75 when sold to retail 


dealers or industrial users. In the 


| event of retail dealers buying of the 


trucks for resale the nearest OPA dis- 
trict office will determine his retail sell- 
ing price ceiling. 

o * 7 


Galvanized cans — Shipments | 





Show them SUPERSEAL 
GAS APPLIANCE CONNECTORS 


You make extra sales..... 
They make welcome savings 


Superseal Connector is a unit assem- 
bly of Superseal fittings and aluminum 
tubing. Superseal fittings are Grade A 
malleable iron, Underwriters’ Labora- 
tories approved for all hazardous gases. 

Long 10° tapered cone of the 
Superseal fitting assures a [éak-proof 
seal. No shearing action when nut is 
tightened. Tubing bend can be made 
close to fitting. Connection can be 
made repeatedly without damage to 
tubing or fitting. 

Superseal Connectors are furnished 
with any combination of elbows, adap- 
ters, or shut-off valves required. Cata- 
log sheet gives complete description. 
Packed in all-over printed cartons; 
shipped in case lots. 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA, PA. 
SUPERSEAL CONNECTOR DIVISION 














of more than 130,500 dozen galvanized | 


cans were made in the second quarter | 


of 1945, as compared with 109,400 
dozen in the first quarter. 
amount 127,200 dozen 


military users. 


Of this | 
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\Nationat Still a symbol 


HARDWARE 


ye for the duration many mem- 
bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
ive first call to the war effort, and 
whateveravailablehardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 

We hope the day is comin3, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 
Wesuppest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 
COMPANY 
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50 years of operation 
and consistent growth 
under one manage- 


ment. Thanks, dis- 


tributors and dealers, 


| early in September. Mica is used in 


| refrigerators and radios. 


Additional mica released 
The War Production Board authorized 
the Metals Reserve Corporation to re- 
lease 107,500 lbs. of mica (mostly grade 
4) from the government stockpile, to 
help meet the urgent needs of many 
manufacturers, This is in addition to 
20,000 lbs. released from the stockpile 


many household appliances, including 
percolators, toasters, -vacuum cleaners, 


* * + 


Civilian labor force decreas- 





SKY POWER 


Makes a 


RUNNING WATER 


SYSTEM 


Available to Every Farm 


seer te for your cooperation ! ing—The Department of Commerce re- 
Grade A ports that at the end of the first week in 
’ Labora- September there were about 1,650,000 
us gases. unemployed, compared with about 830,- 
he = 000 at the end of the war in August. 
- ad The Department said the civilian labor | ~ Monitor. Sky Power 
lw onal force (everybody willing and able to NY windmills have kept 
can be | work) totaled 52,900,000 at the end of pace with new ideas 
mage to September, a reduction of 1,450,000 | and new demands in 
from the first week in August. The De- rural living. Now they 
urnished partment ascribed the shrinkage in the | provide a running wa- 
my — labor force to housewives leaving their | ter system comparable 
jobs, workers returning to retirement | 


cription. 
cartons; 


LE 
ION 


and students resuming classwork. 


* * * 


through commercial channels, however, 


1944, 
* * « 

Cutlery — Shipments increased 
for the fourth successive quarterly 
period while the portion going through 
commercial channels continued its 
downward trend over an even longer 
period of time. Second quarter 1945 


months of 1945 were 59 per cent of all 


the first half of 1945, however, were dis- 
tributed through commercial channels 
as compared with 69 per cent for 1944. 
Covered in the report were approxi- 
| mately 70 firms, representing 90 per 
cent of the total industry. 

* ” * 

Hercules powder sales — Net 
sales of goods and services of Hercules 
Powder Co., Wilmington, Del., for the 
nine months ended Sept. 30, 1945, to- 
taled $80,602,345, compared with $79,- 


Flatware — Shipments during | 
the first quarter of 1945, were about 38,- | 
700,000 units as compared with a 1944 
quarterly average of 30,700,000 units, | 
an increase of 23 per cent. Distribution 


was only 76 per cent of the total ship- | 
ments made as against 82 per cent for | 





shipments were over $7.5 million dollars | 
and total shipments for the first six | 


total shipments made in 1944. Less than | 
60 per cent of the shipments made in | 
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UNCTURE PROOF AGAINST >> RIFLES 


to any electric system. 


No matter how remote 
the farm, free power 
from the wind is always 
there, ready to supply 
fresh water on tap in 
houses, barns, poultry 
houses, and fields. 


Equipped With a 
"Wind Governor”’ 








/ Constant pumping 
speed in any wind ve- 
locity —sensitive to the 


x 
slightest breeze and 
safe in a storm— 
= 
I 





makes Monitor 
Sky Power de- 
pendable for a 
year around fresh 
, water supply. 


You can sell a Monitor Sky Power 
Windmill now as the first step in 
the farmer’s running water system. 
When pressure tank and automatic 
controls are available they will 
bring you profitable follow-up sales. 


Capitalize on the possibilities this 
new market offers! Write your 
nearest Baker Branch. 


Monitor 


> WER WINDMILL WATER SYSTEM 


4 


Om 
T 


* BRANCHES °* 


tHe Monadlor 1x: 
043,042 for the corresponding 1944 weer wt WATER BAKER MFG. CO.: Minneapolis, Minn.: 
} . ‘ Madison, Wis.: Fort Dodge, la.; Cedar 
| period. > Be Ps js cn Rapids. la.; Omaha, Neb.: Kansas City, 

‘ : Mo.: Enid. Okla.; Hutchinson, Kansas 
BAKER MFG. LTD., Winnipeg, Canada 
AXTELL CO.: Fort Worth, Tex.; Amarillo, 
Tex.; Lubbock, Tex.: San Angelo, Tex. 
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Building contracts—Construc- 
tion volume in the 37 states east of the 
Rocky Mountains continued to mount in 
September. Outlays for construction 





BAKER MANUFACTURING CO., EVANSVILLE, WIS. 
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ORDER NOW 
THE SEASON’S ON 
























RUST PROOFED 
LICENSE PLATE 
FASTENERS 


Smartly designed for looks and satisfac- 
tion. Wide screw head for any slot. High 
wing nut for better grip. Two washers, 
flat and lock, for security. 
ORDER DIRECT OR THROUGH 
YOUR FAVORITE JOBBER 


SHARON BOLT & SCREW CO. 


BOSTON 10, MASS. 
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deduct weight of 
milk pail. Large, easi- 


HANSON 
SCALE COMPANY 
years of reliable 525 N. Ade S$? 
service. List $5.00 2 
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PLUMBING FACILITIES IN U.S. CITIES 
(RUNNING WATER IN U. S. DWELLING UNITS, 1940) (NON-FARM) 
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WITHOUT 
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RURAL NON-FARM 
DWELLING UNITS 
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Each symbol represents 20°/, of all dwelling units 








Illustrating what will be needed for our dwellings. 


involved in contracts awarded during 
the month were 5 per cent above August 
and 58 per cent above September of 
last year, according to tabulations of 
individual project contracts reported 
recently by F. W. Dodge Corp., New 
York. The total valuation of Septem- 
ber contracts was $278,262,000. Non- 
residential construction featured the 
months’s activity, with substantial gains 
over the previous month and over the 
corresponding month of last year. 
Ninety-five per cent of the non-resi- 
dential awards were for private ac- 
counts, only $8,511,000 of a total of 


$181,033,000 being classified as publicly- 
owned. The record for the first nine 
months of this year shows 57 per cent 
of all nonresidential construction was 
for private accounts compared with only 
25 per cent during the corresponding 
period of 1945. Residential construc- 
tion in September continued at the 
August level with a total of $42,580,000. 
This volume was 74 per cent above that 
reported for September 1944. The dol- 
lar volume of all construction for the 
first nine months totaled $2,281,960,000, 
a gain of 52 per cent over the corre- 
sponding period of last year. 


Modern Hardware Store Management 


(Continued from page 94) 


done an excellent job in this con- 
nection, but they are constantly 
seeking ways and means of better- 
ing their displays. This matter, 
too, will be gone into in detail in 
a special chapter devoted to store 
arrangement. 

In the great majority of stores 
located in medium and_ small 
towns there is a keen appreciation 
of the growing importance of the 
farm market. For years the farmer 
has been busy improving his 
methods of planting, cultivating, 
and harvesting of crops and the 
farm wife has been modernizing 
her home. Still there remains one 
of the very largest of untilled mar- 
kets in the country. Hardware 
men, in discussing this phase of 
selling, were making no little plans 
to go after this business aggres- 
sively. 


One retailer said that he had 


listed some of the most important 
parts of this rural market, and 
had even made tests to see if 
he was right. Here is just a small 
portion of his list with notes he 
had indicated to show the value 
of catering to the farmer of today: 

Dairy equipment (milkers. 
cream separators, etc.) 

Poultry supplies (feeders. 
founts, remedies, etc.) 

Harness (the horse is far from 
gone in this area, the need for 
harness, collar pads, brushes, and 
allied hardware is growing.) 

Farm and garden tools. 

Lighting equipment (for both 
farm buildings and the home) 

Seeds of all kinds. 

Fencing (including electric con- 
trollers). 

Water 
buildings. 

Deep freezers 


systems for all farm 
(farmers were 
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SPRING & CHAIN 


DOOR STOP 








S No. 95-18-2 
A NEW Profit-Maker 


Here’s a fast-selling item with definitely 
superior features for protecting grade and 
storm doors from wind damages. Every 
home needs one or more NOW—so place | 
your order without delay. 


COMPRESSION spring action gives better 
shock-absorption when door reaches 90° 
opening, with definite stop limit at 110°. | 


Ruggedly constructed; zinc plated; complete 
with screws and directions for installing. 


Order from Your Jobber 


THE SHELBY SPRING HINGE CO., Shelby, Ohio 


BUILDERS 


Cex LOOK s 





— Wella Uvsir 


ASK FOR BULLETIN NO. 302 ff 











> 
ALL POSITION 
CHECK VALVES 


FLexise monel metal poppet 
can't leak. Can be used in any posi- 
tion, with cold or hot water, steam 
or gas. Made in six sizes. Write for 
illustrated bulletin on complete line 
of Stratafio Flexible-Poppet Check 
and Foot Valves. 





WHITE MACHINE WORKS 
FORT WAYNE 1, IND. | 
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| certain farm 


| ‘ . 
| ware stores was never brighter in 


strong in their demands for deep 
freezers). 

There is no need to go on with 
this list—and the notes are those 
of the hardware dealer himself-—— 
but probably true for a broad 
segment of the nation. In short, 
the dealer plans a full fledged farm 
department staffed by men who 
understand farm management. 
It’s a smart idea and one that is 
virtually certain to succeed. Many 
stores have long carried most if 
not all of these lines but they have 
not gone so far as to make it a 
complete department able to take 
care of a vast majority of all farm 


| needs. As a matter of fact, one op- 
| erator stated he questioned more 
| than 150 farmers who came to his 


store and asked where they bought 
items. Many said 
they bought from the mail order 
houses because there was no store 
advertising such equipment. That 
hardware man said he had always 
thought he had done a pretty good 
job of rural equipment selling un- 
til that test showed the way to 
what the farmers really wanted. 


Many Changes 


To sum up, the retail hardware 
dealer has come through the war 
with his merchandising system in 
remarkably fine order, but he 
fully recognizes that there will be 
Each will require 
and 


many changes. 
his whole-hearted attention, 
there can be no flat rule to cover 
these problems for the entire coun- 
try. The exact lines to handle 


| will remain a relatively local mat- 


ter to be determined by local de- 


| mand, and he is concerned not 
only with the types of goods but 
| with merchandising in every phase | 


of the word—with special empha- 
sis on personnel training and dis- 





play. | 
The sales future of the hard- | 


the face of the greatest known de- 
mand for all possible hardware 
types of merchandise. Most en.- | 
couraging of all is the fact that | 
the trade is not content with an 





already fine record — they are | 
looking for better and more profit- 
able selling plans with a never 
ceasing diligence. Those are the 
things we will dig into in the | 









Prices in view make 
it easier for you — 


USE 
Siatsoe/7 
METAL MARKERS 








Blaisdell Metal Markers 
make clear, durable 
price marks on metal, 
china, glass, plastic — 
all smooth surfaces. 
Note: The special 
process used in paper 
encasing these pencils 
seals in the ingredients, 
preventing oxidation. 
N Write us for free sample 
Ng mentioning this publi- 
cation, and order a sup- 
ply from your dealer. 


792-T with thin black lead 

95- ad 

& See 795-T with thick black leac 
NICK with string 
PULL the paper 
(U.S Pat, Me 1 756,953) 


*nac. U6 PAT OFF 





- 
| SC?fatsOe7 PENCK COMPANY, EST. 1893 


PHILADELPHIA, 44, PA, 
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Get behind the Victory Loan to bring our boys back to the America 
for which they were willing to give their all! Complete your store's 
service record by backing this last-of-all drive to give our wounded 


heroes the best of medical care! 


: ! 
step with your — 


| If you have 
of the new 
k, contact 


aon ' 
for each industry 


your store cares: 


Bond through 
e this new 
and 


—capge Tuan! Foote 


rtising, 





Contributed by 


HARDWARE AGE 


Because we care 


GET BEHIND THE RETAILERS’ 


This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and War Advertsing Council - 


VICTORY LOAN! 
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WEIGHS LESS 
THAN 1 OZ. 


FITS IN 
HIs KIT 


(ACTUAL 
SIZE) 


SELL HIM A 
KIRK 


Waterproof 


VV § wre-Bure 
Unbreakable Plastic 


MATCH BOX 














d 
Flint Bar on Bottom Provides 
Fire When Matches Are Gone 


Keep Stocks Ample 
For Hunting Season 








142 BROOK ST. 





F. J. KIRK 


MOLDING COMPANY 
CLINTON, MASS. 
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chapters to come that will cover 
modern merchandising for the 
hardware of today and tomorrow. 

(Note: The next chapter in this 
series will cover merchandising 
the store itself. Location and ap- 
pearance and how they affect sales, 
how major equipment lines can be 
tied in with the balance of the 
store, selling the customer at | 
home, etc.) 


Basic Trends in 
Population and 
Purchasing Power 


(Continued from page 122) 


are lower than they have been since 

1916. This, of course, means that 

great accumulations of liquid sav- 

ings are valuable to you market- 

wise, whether they are spent or not | 
after the war. The fact that half 
these savings will be in the hands 
of lower income groups means a 
broader market for your products. 
And low consumer credit commit- | 
ments and low farm mortgages mean | 
greater current purchasing power for | 
all goods. 

We have the natural resources, the 
industrial facilities, labor force, 
capital and management to turn out 
a national product of $200,000,000,- 
000 a year. We can do it—because 
we have already done it. 


Psychology of Population 


But one further important force 
should be considered in connection 
with our population and the possi- 
bilities of maintaining the high 
standard of production which we 
have attained: the psychology of the 
population. If the people feel se- 
cure in their jobs and secure as to 
the peace, there is little reason to 
be concerned about depression. 

If, however, people are ridden | 
with fear as to the loss of their jobs | 
or security of the peace, they will | 
not only hesitate to spend from their 
savings, but they will try to hold on 
to their current income. Industry 
as well as government, therefore, 
must keep in mind this factor and | 
create the greatest feeling of security | 
possible—the “climate” for pros- | 
perity. 








Latest News on 
RECONVERSION 
on page 154 








ie. — | 











BASSICK 


“DIAMOND DART”’ 


The famous patented two-level 
ball race construction combines 
easier swiveling with economy. 

Two sizes of these popularly-priced quality 
casters will take care of a big part of your 
customers’ needs. When you sell these 


better, medium-priced casters, you make a 
profit and assure customer satisfaction 

















“Diamond Dart" Casters fit Bassick De- 
tachable Metal Bed Caster Sockets. Sockets 
are packed separately. They make it pos- 
sible for you to take care of metal bed 
Caster requirements without a large, slow- 
moving inventory of casters with springs 
attached. Available in limited quantities 
from your jobber 


THE BASSICK GOMPANY, Bridgeport 2, 
Conn. Division of Stewart-Warner Corpo- 
ration, Chicago, Ill. Canadian Division 
Stewart-Warner-Alemite Corporation ‘ of 
Canada, Ltd., Belleville, Onc. 





MAKING MORE KINDS OF CASTERS 
- » »« MAKING CASTERS DO MORE 
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Lyon Ironing 
Table 


Lightweight, and easy to carry, this 
ironing table, with rubber feet, has a 
lock which prevents legs from falling. 
Opening takes one motion, and it closes 





readily. There is room underneath for 
a clothes basket. When folded, center 
leg projects beyond end of the table, 
keeping pad off the floor, and it can be 
hung up on cross braces. Strong 
wooden top is thoroughly kiln dried, 
and the table’s legs fold flat against 
the board. It is 15 by 54 by 32% in. 
in size. Lyon Metal Products, Inc., 
Aurora, Ill. 


Cory Sound Slide Film 


A 20-minute presentation, slide sound 
film traces the history of coffee-making 
equipment, culminating in a description 
of Cory glass coffee makers’ features. 
Film concludes with a sales demonstra- 
tion which provides retail clerks with 
an example of how to sell the Cory. 
Cory field men all are equipped with a 
projector and sound units. Cory Glass 
Coffee Brewer Co., Chicago, Tl. 


Noma Issues “Toys 
on Parade Folder” 


Signed by “Uncle Henri,” an attrac- 
tive folder, in colors, showing toys 
available this year from Noma Electric 
Corp., 55 West 13th St., New York City. 
Featured are the walking dog, walking 
duck, dump truck, tractor, trains, oil 
and ice trucks, railroad, Mother Goose 
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dolls, anti-aircraft gun and truck, cater- 
pillar tank, armored tank, transporta 
tion set (tractor, oil tanker, trailer and 
van), wheelbarrow, tractor, steam shovel 
and other toys available this year. Most 
of the toys are shown with children 
playing with them. Supplies of the 
folders, “Noma Toys on Parade,” are 
available for envelope stuffers, hand dis- 
tribution, ete. , 





Makinen, Makilure 
For Fishermen 


Simple in design this stream tested 
bait, has an open jaw that makes it 
respond to the speed of the reel, when 
winding in, or the speed of the boat 
when trolling. Faster one reels or 
trolls the deeper it rides. Made in 8 
striking color combinations and pat- 
terns. Mackinen Tackle Co., Depart- 
ment HA-105, Kaleva, Mich. 


Household Cabinet 
For Lamp Bulb Sale 


General Electric Lamp Department, 
Nela Park, Cleveland, Ohio, is present- 
ing an attractive opeh window sales and 
storage carton for its lamp bulbs. Con- 
tains six lamps in a comparatively wide 
range of sizes. Carton is designed so 
that it can be produced for special im- 
printing of lamp bulb sizes for areas 
where buying habits differ greatly from 
the national pattern. 















Blackstone Model, 130, 
132 Wringer Washer 


Two models of Blackstone washers, 
model 130, deluxe wringer washer, and 
model 132 washer, are available. Shown 





is model 132, which has a family-size, 
triple-baked enamel tub. Equipped 
with the Blackstone Hi-Vane aluminum 
circulator, cast as one piece of the 
satin-finished aluminum, and a Lovell 
wringer. Wringer incorporates the 
Blackstone “Econo-Gage,” pressure se- 
lector and other safety features. Stream- 
line housing encloses the wringer head, 
where all controls are centralized. 
Hardened steel shafts and gears will 
give long service. Standard-make % 
hp. rubber-mounted motor, which is 
lifetime lubricated, is used. Deluxe 
model has a large tub, with a splash- 
proof rim. Washing action is the 
Blackstone “Hydractor,” providing effi- 
cient, three-way washing action, says 
maker. Has other features incorpo- 
rated in the model 132. Helical ma- 
chine-cut driving gears, plus a hardened 
and ground steel pinion is said to as- 
sure silent operation. All controls lo- 
cated on wringer head. Has same type 
motor as model 132, with a rubber- 
jacketed cord. Blackstone Mfg. Co., 
1088 Allen St., Jamestown 6, N. Y. 
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Pyrex Ware 
Christmas Campaign 


Corning Glass Works, Corning, N. Y., 
is featuring Flameware in its national 
Christmas advertisement, for its adver- 
tising campaign. Featured in the. ad is 





the red marked Pyrex pint measure, 
and also the 265 set consisting of a 1- 
qt. and 1%-qt. saucepan, 7-in. skillet, 
and an interchangeable handle which 
fits all three pieces. Set is packed in an 
attractive lithographed gift carton. Dis- 
play kit contains a mounted reprint of 
the national ad, 12 Christmas cut-outs 
in color to fit individual dishes, six 
Christmas bands, and six Thanksgiving 
bands, and a Christmas and Thanks- 
giving dealer mat for newspaper adver- 
tising. Dealers will also receive a copy 
of the announcement broadsides. 


Pan American 
Yearbook, 1945 


The Macmillan Co., 60 Fifth Ave., 
New York City, is now making avail 
able The Pan American Yearbook, 
1945. Is a practical reference book. to 
cover the different trade and cultural 
activitics of all the Americas—north, 
central, and south. Divided into three 
parts, general information on geog- 
raphy, government, transportation, 
people, economy, education and culture 
of various countries. Part II has a 
chapter devoted to each country, full 
page map, maps of all cities, brief sta- 
tistical survey bibliography and details 
on history population official trade con- 
trols, Part III is a who’s who of 
inter-American trade, listing 25,000 
firms and representatives. Spanish edi- 
tion with the section on Brazil in 
Portuguese will be published soon. 


Devoe & Raynolds 
Caulking Compound 


Devoe & Raynolds Co., Inc., 44th St. 
and First Ave., New York City 17, has 
developed a new caulking compound, 
packed in cartridges to fit most caulk- 
ing guns. Product will be supported 
by a colorful point of sale display, 
which outlines features. Display serves 
as a sales training poster for store em 
ployees, as it portrays uses and ad 
vantages, 


, CADLKING 


~_ COMPOUND 





NOVEMBER 8, 





1945 














Order from your jobber 
Write us for information 


WIL-BON 


FRANK McCABE says... 





















WHAT’S WRONG 
with ‘“CRAWLING “’? 


In baby’s case it’s the only way he can get around— 
and grownups find his squirming efforts amusing. But 
there’s nothing funny about a newly refinished surface 
on which the varnish or enamel has “crawled”*—and 
this is what happens when the surface hasn’t been 
properly prepared. That’s why Wil-Bond has become 
a ready-seller almost overnight. 

This remarkable new liquid not only cleans glossy 
surfaces with one stroke, it also dulls the old finish, 
and sets up a slight “tack” which causes the new 
finish to bond perfectly. 

Professional painters especially have taken to Wil- 
Bond because it completely eliminates the tiresome 
task of sanding. And it’s so easy to apply! Simply 
dampen a clean cloth with Wil-Bond and wipe it 
across the surface to be refinished. 

Recommend Wil-Bond to your varnish and enamel 
customers—you'll be doing them a good turn, and 
ringing up an extra profit for yourself. 


*Painter’s term which indicates the failure of a finish 
to spread evenly or to adhere properly. 


WILSON-IMPERIAL COMPANY 
Dept. H-L15, 115 Chestnut Street. Newark 5, N. J. 


Cleans and prepares glossy 
surfaces for refinishing 










In SWING-A-WAY 
CAN OPENERS 


it's the SYNCHRO-GEAR 
that makes the difference 


Easier and smoother cutting is de 
livered by SWING-A-WAY Can Open 
ers because of a floating knee-action, 
louble-geared construction (patent ap- 
‘ plied for) which we call SYNCHRO 
GEAR. 
All I ask is that you open just one can 
with this new SYNCHRO-GEARED 
SWING-A-WAY . you'll see the dif- 
ference immediately . . . and you'll see 
why SWING-A-WAY is” the fastest 
growing company in the Can Opener 
field. SWING-A-WAY is, and always 
will be, the best Can Opener buy on the 
market. 





SWING" 
etd20td OA OPENER 


SWING-A-WAY STEEL PRODUCTS CQ. + Merchandise Mart «- Chicago, Illinois 
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Sterilized 























































AS A NEEDLE! 


W.W.CROSS &CO. INC. 
East Jaffrey, N.H. 


HYDE LINOLEUM KNIVES 


CUT 
SALES RESISTANCE 
















Super Hydex Steel 
Blade. Long 


these Hyde Linve 
leum Knives. To 
cut yourself in 
on this profitable 
line WRITE TO: 





MANUFACTURING CO. 
Southbridge, Mass., U.S.A 











_ WHATS NEW 





Cahil Can Opener 


Cahil Mfg. Co., 611 Broadway, New 
York City, has placed on the market a 

| new can opener, the “Quintuplet” which 
has an attachment for opening milk 





cans. Also opens bottles, anchor jars 
and serves as screwdriver. Has plastic 
handles in red and ivory and can be 
used in its bracket on the wall or re- 
moved for use elsewhere. 


| Issue Folder on 
| Tufcrete Resurfacer 


Tufcrete Co., 625 Southwest 9th St., 
Des Moines, Iowa, has issued a folder 
describing the uses of Tufcrete Resur- 
facer. It is an asphalt-base liquid which, 
added to a concrete mixture will bond 
to concrete, wood or other floors, both 
bottom and edges, and which is said to 
feather-edge perfectly and to stand up 
under heavy traffic. For use indoors or 
outdoors, on worn wood, concrete, brick, 
asphalt, stone floors for patching or for 


| new surfaces. May also be used for 


steps, expansion joints, tennis courts, 


| concrete window sills, platforms, ramps, 


spalled columns and beams, swimming 


| tanks, ete. 


strong, sharp“ 

point. Long, flat 

bevel. Long, wide : 

swedge Natural full grip | 
handle. Securely | 
riveted. Balanced 
for speed 

Sharp seller 


Bulletin on Vocations for 
Veterans, War Workers 


American Vocational Association, 


| Inc., Denrike Bldg., 1010 Vermont Ave., 





| Washington 5, D. C., is offering a book- 


let prepared for returning veterans, de- 
mobilized war workers, and others, who 
may need occupational readjustment. 
Entitled “America’s Vocational Schools,” 
it contains excerpts from the G.I. Bill 
of Rights in reference to the education 
and training provided for veterans, In- 
cludes information on type of training 
for trade and industrial education, man- 
ufacturing trades, electronics, carpentry, 
maintenance and repair, personal ser- 
vice, construction, food, farming, busi- 
ness education. Many illustrations are 


found in this informative booklet. Sec- 
tion on tips for a home to meet the 
needs of the individual family is illus. 
trated also. Lists each state with the 
state director of education and his 
address. 


Dipwrap, Hot Dip 
Protective Compound 


Dipwrap, made by Paisley Products, 
Inc., 1770 Canalport Ave., Chicago 16, 
lL, is designed to give complete pro 
tection against corrosion and rough 
handling of mechanical parts and tools. 
Quickly and easily applied by dipping 
object into a container of melted Dip 
wrap, either manually or by a me 
chanical device. Coated part cooled for 
5 or 10 seconds, can be cased or 
shipped or stored as is. Easily re- 
moved, non-wicking string used in 
small part dipping starts the initial 
peeling. Large part may be peeled by 
slitting coating with a knife. Varia 
tions in temperature between 150 deg. 
F. and 30 deg. below zero will not 
cause coating to rupture, says the 
maker. Parts too large fer complete 
submersion in tank, but will fit over 
half-way in, can be double dipped, end 
over end, with perfect corrosion re- 
sistant weld at the overlap. 


Amer-Tran Ballasts for 
Fluorescent Lighting 


American Transformer Co., 178 Em 
met St., Newark 5, N. J., introduces a 
line of ballasts for hot and cold cathode 
fluorescent lighting. Maker claims these 
ballasts have exceptionally close match 
ing with tube characteristics, thus 4s- 
suring maximum lamp life and main- 
tained brightness. Quiet in operation, 
the ballasts are suitable for installations 
where the noise level is low as in 
churches, homes, lecture offices, etc. Has 
roll-turn lead-out that is said to prevent 
strain on lead insulation, and makes 
wiring easier. As lead-out is two-way 
type, it may be attached to exterior or 
interior channels. Amer-Tran ballasts 
are adaptable to all standard fixtures 
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The Way To SPEED 
PROFITS IN 1945 


Stock the SpeedWay 89-J 
V2" Drill 


One way to build up profits this year is 
to stock the SpeedWay 89-J '/."" drill retail- 
ing for $32.50. It's a light weight, handy, 
high powered general utility tool for close 
quarter drilling in tight — for main- 
tenance, installation and general repair 
work. 

The sales possibilities with this drill—the 
favorable discounts, plus the enormous de- 
mand built up through over 3 years of war 
shortages, make this the one drill to stock 
for 1945 above all others. Deliveries are 
not now prompt—Will improve soon after 
Victory. 


Slow delivery—better order now! 


SPEEDWAY MFG. CO. 


1836 S. 52nd Ave. Cicero 50, Ill. 














Here’s a big repeat item of top quality 
Diamond Points are packed in a new box which 
prevents breaking of “sticks.” They are made 
by an exclusive Red Devil process from espe- 
cially hard metal, treated against corrosion. 
Come stacked in strong sticks of 100 points each 
to fit driver. 


{ 










Sizes. 

No. 1 Diamond Points 

3/8” long for No. 1 Red 
Devil Diamond Point 
Driver. 5,000-points (50 
sticks) to a box. 
No. 2 Diamond Points 
1/2” long for No. 2 
Driver. 4,000 points (40 
sticks) to a bax. 
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| Post-War Radios 





Shown is radio-phonograph console 
model 66CP with floating jewel tone 
system, and automatic record changer. 
Plays 10, 12 in. or 12 10 in. records, 








and has modern styled cabinet with full 
lift-top lid. Has special feature hinge 
for closing, and automatic sensitivity 
control. Equipped with 4 watts undis- 
torted output, and 6 watts maximum 
power output. With 6 tubes, the radio 
has a large full view dial. Cabinet is 
32% in. high, 30% in. wide, and 16% 
in. deep. With 2-band reception, it will 
receive broadcast and overseas. Has 
floating Jewel Tone system, and con- 
tinuous tone control. The Crosley 
Corp., Cincinnati 25, Ohio, has 18 other 
different receivers, including eight table 
models, two of which are radio-phono- 
graph combinations. One combination 
has an automatic changer while the | 
other is a manual record player. Seven 
console radios are in the group, five of 
which are radio-phonograph combina- 
tions, ranging in power from 6 to 10 
tubes. Four farm hattery sets for use 
where electric power is not available, 
complete the group. 





Kitchen Maid Corp. 
Kitchen Plan Booklet 


Entitled, “Today’s Kitchens—designed 
for better living,” this booklet plans 
seven new kitchens, complete with color 
and decorating suggestions, which are 
practical kitchens of today, made up of 
the company’s unit cabinetry which is 
available now. Each plan is illustrated, 
with both a complete picture of the 
kitchen and an architectural layout. All 
color combinations are included, plus 
the number and description of the unit 
cabinetry. Some of the kitchens are 
named: Pennsylvania dutch, colonial, 
veteran’s home, which is cottage style, | 
comparatively small yet compactly ar- | 
ranged, and also one designed for | 

| 


| modern young mothers, with a nursery 


nook for son or daughter. The Kitchen 
Maid Corp., Andrews, Ind. 





MANDEE 


The original hand tool and today’s finest for work 
on any metal, alloy, plastic, wood, horn, bone, 








Fits the hand comfortably, 
Weighs only 12 ounces—it’s 
And, Handee’s usefulness is as extensive as 
the number of quick and easy-to-change acces- 
sories on hand—300 to choose from. 

Operates on AC or DC current at 25,000 ¢.9.m. 
Nationally advertised, 
with 7 accessories 


e “‘non-fatiguing” 





ULTRA DE LUXE SET 


Christmas seller and profitable the year 
Every man and boy wants this set. 
Strong carrying case contains Handee and 45 of 
the most popular accessories to grind, drill, polish, 
cut, rout, carve, saw, sand, sharpen, 
Nationally advertised at 


BUILD A STEADY BUSINESS 
IN ACCESSORIES 
with this new Display Case 





Glass covered, keeps stock clean and in order. 
Customer can make his own selection from this 
complete display. He can actually see 87 different 
| varieties of accessories with prices plain} 
Storage space inside for additional stock. 


It’s a real money maker for dealers. 


Write today for special deal on Accessory Case 


CHICAGO WHEEL & MFG. CO. 


Makers of Quality Products fer 50 Years 
1101 W. Monroe St., Dept. HA, Chicago 7, Ill. 























































JOHNSON xLo rs 
a pO ° ° Frigidaire Electric 
Za Ue _ Range, Model BI-17 


Frigidaire electric range, model BI-17, 
being made by Frigidaire Division, 
The wire of a thou- General Motors Corp., Dayton 1, Ohio. 
sand uses—whether 
a tinkerer or clock 
repairer, XLO MU- 
SIC WIRE comes in 
handy. 





XLO MUSIC WIRE 


in all standard sizes 


from .003” to .200”. 
In units of 4 lb., 4 
lb., 1 lb., 5 Ibs., or 


catchweight coils. 














Equipped with a cooking top lamp. 
and the exclusive Frigidaire Radian 
tube cooking units. Has Thermizer 
deepwell cooker, the ‘“Even-Heat” 


JOH TO) Ms 08 SOD ECO oven, and is finished jn lifetime porce 


lain. Overall dimensions are: cooking 
top, 36 in..from floor; floor space, 40 
in. wide and 24% in. deep. 


WORCESTER 1, MASSACHUSETTS 


NEW YORK AKRON CHICAGO LOS ANGELES 





Folder on 
Tubing Tools 


The Imperial Brass Mfg. Co., 1200 W 
Harrison St., Chicago 7, Ill., has printed 
a folder, No. 347, on tubing tools which 
features a handy tube-working tool 
selector. Tools are for use with cop- 
per, brass, aluminum, thin-wall steel 
and similar tubing. Flaring tools, tube 
cutters, tube benders, coil makers, 
pinch-off tools, swedging tools, reamers, 
etc., are all included. In addition are 
a number of handy tool kits. 





Ti-D-Tie Rack 


Tie rack which hugs the wall. Plas 
tic holders, in ivory, red, green, and 
blue, grip a tie with gentle firmness 
Maker claims ties will not fall off 


yA INCH, Positive Action . 
Steel bracket and hardwood rod, the 
BOB FLOAT VALVE Soak iad ter ee 


Ohio St., Chicago 11, III. 





Here’s a precision-made, brass bob float valve at a price far lower than you 
are accustomed to paying for positive-action valves. It is designed and built 
for long wear. Won't chatter, leak or drip! It has an adjustable actuating 
lever and a removable plunger that permits replacement of soft-rubber disk 
and leather cup-leather. Threaded outlet shank simplifies spray and splash 
control. Robert bob float valves are available in sizes of %", 1%", %" and 1”. 





Jobber opportunities still open! 


ROB & Rr Manufacturing Company 
3417 Crenshaw Boulevard, Los Angeles 16, Calif. 
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DDTox, Insecticide 


The Mackwin Co., Winona, Minn., is 
making an insecticide made with DDT. 
Recommended for moths, house flies, 
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bed bugs, carpet beetles, 
fleas and silverfish. Should be sprayed 
directly on walls, ceilings, screens, in 
closets, on beds, rugs, any surface which 
insects are likely to attack. Said to kill 
the eggs of dead insects. Effective for 
adult insects and insects hatched from 


mosquitos, 


stuffs. Available in pts., qts., and gal. 
months. Should not be sprayed di- 
rectly on humans, animals, or food- 
bottles, and 5 and 55 gal. drums, 


Rid-Jid All Steel 
Ironing Table 


Rid-Jid, fully-ventilated, all steel iron- 
ing table is being made by the J. R. 
Clark Co., Minneapolis, Minn. 


















NOVEMBER 8, 1945 


) COVERS AND 
| TARPAULINS 


PROTECT VALUABLE 
SUPPLIES 





Military supplies, men and material in transit and at terminals are 
being protected from all sorts of weather with Fultex and Shuredry 
covers, tents and tarpaulins. To get there and get there in good con- 
dition is imperative. Fultex and Shuredry covers are giving a good 
account of themselves. They are proving again and again that they 


give dependable protection. 

We are also makers of Back Bands, Cotton Twine, Truck Covers, 
Tents and other Canvas items. 

Write Dept. A L for interesting dealer proposition. 


Fulton Bag & Cotton Mills 








Manufacturers since ] 


ST. LOUIS 
NEW ORLEANS 


DALLAS 
DENVER 


MINNEAPOLIS 
KANSAS CITY, KAN. 


ATLANTA 
NEW YORK 








Mends everything * Ready to use 
. Waterproof - Dries quickly 


Packaged in tubes, pints, quarts and gal- 
lons to suit every variety of use and all 
types of trade from the householder to 
the large industrial plant. The top-notch 
























weve er" cement for over a generation. 
LIQUID CEMENT 
<> snasere Free full-size sample tube and selling 
5 | IL ONE GALLON! plan sent you gladly. Just send us your 
i 


name and the name of your wholesaler 
on a post card — we'll do the rest! 


AMBROID COMPANY, Inc. 


305 Franklin Street, Boston 10, Mass. 
Established 1910 


in 25¢ and 50¢ tubes 
ed 12in display 







Pack 


box. Also in pint, quart 


and gallon cans. 














































Templeton, Kenly & Co. 
Chicago (44) Il. 
Better, Safer Jacks Since 1899 






















screens, garden niture 
ORDER NOW FROM YOUR JOSE 
SUPERIOR FASTENER CORPORATION 





2949 Elston Ave. Chicago (18), Ii. 
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PRECISION LEVELS 


Available from stock without Priority 


‘TORPEDO 
LEVELS 


Other Levels for Every Use 
Write for New Catalog 


HALL LEVEL & MFG. WORKS 


Established in Geneva, Ohio in 1913) 
Hibernia Blidg., 






A PARTS 
otimcti 


ORDER CATALOG Ni} 
AMCOLLOT SUPPLIES 

















New Orleans 12, La. 
















FOLKS NEED 
to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form... just 
mix with water and 
wiLl MOT SHRINK use. Will not shrink. 
STICKS AND STAYS Pu Sticks and stays put. 





Your jobber 
ean give im- 

mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-Ib. cans 
or four 4-Ib. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industrial users. 












The PLASTIC Repair Material 
in POWDER Form 


( HERE'S WHAT \ 





| signed 





| designed a new line of aluminum nos- | 






















| Viking Blower 


All Ways It Lights 
— ALWAYS 


Cla5) 


~. snags 


Viking Air Conditioning Corp., 5600 
Walworth Ave., Cleveland, Ohio, series 
V blower units have a new wheel made 
by louvering a continuous sheet. De- 


ria 


K“// ad 


h 





cabana \ 


BRIGHT os DIM 
IN ANY WIND OR 
WEATHER 


WITHOUT DIMINISHMENT 
OR FAILURE 


streamlined bearing 


with a 
bracket with ball and socket mounted 
bearing, self-contained in a streamlined 


bracket. Result is a reduction of re- 
sistance at the blower inlet. Blower is 
available in the following sizes, 944 in. 
for 750 CFM, 11 in. for 1000 CFM and 
13 in. for 1800 CFM. Can be had for 
bottom horizontal, unblast or angular 
discharge, with either rear or top motor 


R.E. DIETZ COMPANY 
mount. Lae WEW YORK =iikae 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 
Yoder Lawn Sprinkler | 


This lawn sprinkler is all metal, with 
no working parts. It captures the cen- 
trifugal force of water between a baffle 
plate and tube, and regulates it to | 
create a perfectly uniform lawn spray 
covering a 30 ft. diameter. Maker | 












FOLDING 


CHAIRS 


Upholstered and 
Picia. Many styles 
Folding Tables 








states there is nothing to clog up. The | 
Yoder Mfg. Co., 1353 E. Firestone | er See 
Blvd., Los Angeles, Cal. 
| ADIRONDACK 
CHAIR COMPANY 
Aluminum Nosings, 1142 BROADWAY 
Edgings, Coves NEW YORK 1, N. Y. 
National Metal Products Co., 1024 


Chateau St., Pittsburgh 12, Pa., has | 


WHEN YOU WANT 
TO BE HEARD 


Speak to the right “class”—in 
the right paper—in the right 
way. HARDWARE AGE will 
tell your story to the greatest 
number of hardware men in the 
hardware trade. Its Classified 
Opportunities Section is the 
place to put your want ad for 
quick, tangible results. 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


ings, edgings, and coves for counter, 
sink and table tops as well as a stair 
nosing used in conjunction with lino 
leum. Catalog of these shapes, and 
with weather strip items is available. 
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Sylvania Elec. Cold 
Cathode K Lamp 


Sylvania Electric Products, Inc., 500 
Fifth Ave., New York City, added a 
cold-cathode K lamp to its fluorescent 





product line. K lamps are instant start- 
ing, and have a rated life of 10,000 
hours. Life will not be appreciably af- 
fected by frequency of on and off opera- 
tion. This feature will make the lamp 
ideal for places where maintenance is 
difficult or costly. Made in both 72 in. 
and 96 in. lengths of T8, 1 in. in diam- 
eter, and in standard white color, with 
soft white daylight and a variety of 
other colors added later. Operates on a 
standard 120 milliampere multiple bal- 
last. Lampholders as accessory equip- 
ment for the K lamps will permit their 
operation in multiple. Base employs 
contact pin which fits into a lampholder 
punched with a hole of similar design. 
Lampholders for higher voltage, where 
lamps are used in series are being de- 
veloped. 


Perma Glow 
House Numbers 


Reflecto Letters Co., 110 W. 27th 
St. New York City, has produced 
house numbers which are luminous 
without requiring any light reflection. 
Short exposure to daylight, or arti- 
ficial light will make them glow all 
night. Luminous quality itself is said 
to be permanent, and incorporated in 
the plastic material. 


Chandler Cyclone 
Hedge Trimmer 


Will cut through the thickest and 
toughest growth very readily. Each full 
stroke of the knife cuts a 32 sq. in. 
swath straight and level on either top 
or sides. Round shrubs and bushes are 
also quickly and easily shaped. Weighs 
3% lbs., and is designed to be self- 
balanced, which allows for straight level 
trimming. Specially constructed knife, 
made of high quality tool steel, hard- 


| 
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ened and ground, provides smooth and 
keen cutting. Hard polished handles 
are located as to allow a free and 
balanced grip. Comb acts as a straight 
line gage, for even and uniform trim- 
ming. Chandler Machine Co., Ayer, 
Mass. 


Key-Plastic for 
Furniture, Woodwork 


Key-Plastic, non-inflammable liquid 
plastic which is spread on floors, fur- 
niture and woodwork with a lamb’s 
wool applicator or cloth, and dries in 
20 minutes to a hard surface finish. 
Colors are bright, patterns fresh, and 
the finish is transparent. Non-slippery 
finish will ast for months, says maker. 
To clean just use a floor mop or cloth. 
Can be used on Linoleum, Congoleum, 
rubber, asphalt, tile, painted or var- 
nished floors. Keystone Chemical Co., 
Ine., 2019 Center St.. Cleveland, Ohio. 


Mirra DDT Plus 


Mirra Chemical Co., 198-200 E. Long 
St., Columbus 15, Ohio, has released 
its product, Mirra Plus DDT. Made 
with thiocyanic acetate, and an aerosol 
carrier, plus the correct amount of DDT 
for a household spray, says the maker. 
Insect killer is said to be stainless and 
odorless. 








Correct Answers to 
Test Your Hardware 
Sense 


(Questions on page 130) 


1—Answer. Interest of $112.50 must 
be paid. 

2—-Answer. To the coarseness of the 
teeth, 


3—Answer. A “trade acceptance” is 
defined as a “bill of exchange” (time 
draft) drawn by the seller on the pur- 
chaser of goods sold and accepted by 
such purchaser, this acceptance being 
made on the date of purchase or with 
in a few days thereafter. 

4—Answer. Actual cost of doing 
business is 23.5 per cent of sales or 3.1 
per cent below estimate for period. 

5—Answer. Butts for the door should 
be 4 in. by 4 in. at least. 

















NEW REDUCED PRICES ON 
HUNTING AND FISHING 
SHEATH KNIVES 


———— 
5 | 












LEATHER WASHER GRIP 
SINGLE EDGE KNIVES 
TEAR DROP KNOBS 


$18.00 | $21.00 | $19.80 | $24.00 


per dozen | per dozen | per dozen | per dozen 


BUY 
NOW 


FOR 
COMING 
HUNTING 
SEASON 


* 


SHEATH 
KNIVES 








Make 

'FOSE —«s«S6SE Ideal 
5” pi 

— Xmas 


ASSORTED COLOR Gifts 
FIBRE WASHER GRIP For 








BOY’S |Cap Opener| DOUBLE Boys 
Camping | and EDGE 

PRIDE |Fish Scaler and 
$19.80 | $24.00 | $19.80 Men 
per dozen| per dozen | per dozen 


Please Order By Lot Number Under Each Kaife 
25% DEPOSIT REQUIRED WITH ORDER. 
BALANCE C.O.D. 


SAVE C.0.D. CHARGES BY SENDING CHECK IN 


FULL WITH ORDER 
We Guarantee money back if Merchandise 
proves unsatisfactory upon delivery. 
1f material is unavailable, we reserve the right te 
substitute higher cost merchandise of a similar nature 
at No Extra Charge 


Some Pocket Knives for immediate Delivery 


BERNARD GOLDWEBER 


MERS. REP. 
New York Showroom 
1133 Brocdway, New York 10, N. Y. 
WAtkins 9-6688 
Terms: Net Cash, No Discounts, F.0.B. Bayonne, M. 4. 
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Call Ryerson when 
you need steel — any kind, shape, 
or size. Large stocks are available 
at ten convenient plants. Ask for 
a Ryerson Stock List —your guide 
to quick shipment of steel. 


Principal Products Include: 


Bare « Shapes + Structurals « Plates « Sheets 
Fleer Plates + Alley Steels + Stainless Steel 
Shefting « Screw Stock « Wire « Mechenieal 
Tubing « Seiler Tubes + Reinforcing Siecle 
Fool Stools « Babbitt » Nuts « Bolts « Rivets 
Welding Red « Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Plants at: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHULADELPHIA, JERSEY CITY 


ARMSTRONG-BRAY 


a 


2F 


LE BRAY 


IREGRI 


"2 4 9 








both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 11 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 
Priority Business 

—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 
ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
6348 Northwest Highwey, Chicege 30, U.S.A, 
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Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


Ace Hardware Corp., convention 
and exhibit, Jan. 28-30, 1946, inclusive, 
at Hotel Sherman, Chicago, Ill. E. G. 
Lindquist, 1319 S. Michigan Ave., Chi- 
cago 5, Ill, is vice-president and sec- 
retary. 

Alabama, Retail Hardware Asso- 
ciation of, May 13-15, 1946, inclusive. 


convention and exhibit at Tutwiler 
Hotel, Birmingham, Ala. Mrs. J. H. 
Crowe. secretary, 1906 N. Fifth Ave.. 


Birmingham 3, Ala. 

American Hardware Supply Co., 
convention and exhibit, Jan. 28-29, 1946, 
at company headquarters, 41-43 Termi- 
nal Way, South Side, Pittsburgh 19, Pa. 
William M. Stout is executive vice-presi- 
dent and general manager. 

Arkansas Retail Hardware & Im- 
plement Association, convention, March 
18-19, 1946, at Marion Hotel, Little 
Rock, Ark. George L. Turner, 322 E. 
Markham St., Little Rock, Ark., is sec- 
retary. 

Connecticut Hardware Association 
convention, Feb. 12-13, 1946, at Hotel 
Taft, New Haven, Conn. Fred T. Blish, 
Jr., Manchester, Conn., is secretary. 

Florida Retail Hardware Associa- 
tion, convention early in May, 1946, 
Anglebilt Hotel, Orlando, Fla. William 
W. Howell, secretary, Waycross, Ga. 

Georgia Retail Hardware Associa- 
tion, convention early in May, 1946, 
Ansley Hotel, Atlanta, Ga. William W. 
Howell, secretary, Waycross, Ga. 

Housewares Manufacturers Asso- 
ciation exhibit, Dec. 31, 1945, to Jan. 
4, 1946, inclusive, at Palmer House, 
Chicago, Ill. A. W. Buddenberg, Lisk 
Mfg. Co., 1402 Merchandise Mart, Chi- 
cago, Ill., is secretary. 

Illinois Retail Hardware Association 
convention, Feb. 25-27, 1946, inclusive, 
at Sherman Hotel, Chicago, Ill. C. G. 
Gilbert, 1321 Merchandise Mart, Chi- 
cago, 54, IIl., is secretary. 

Indiana Retail Hardware Associa- 
tion, convention and exhibit, Jan. 29- 
Feb. 1, 1946, inclusive, Murat Temple. 
Indianapolis, Ind. G. F. Sheely, 333 N. 
Pennsylvania St., Indianapolis 4, Ind., 
is secretary. 

Iowa Retail Hardware Association, 
convention and exhibit, Feb. 12-15, 1946, 
inclusive, in Des Moines, Iowa. Conven- 
tion—Hotel Fort Des Moines; exhibit 
Coliseum Building. Philip R. Jacobson. 
Mason City, Iowa., is secretary. 

Kentucky Hardware & Implement 
Association convention, Jan. 21-22, 


1946, at Kentucky Hotel, Louisville, Ky. 
Morris Jones, secretary, Room 315 Ken- 
tucky Hotel, Louisville, Ky. 




















Michigan Retail Hardware Assovia- 
tion convention, Feb. 19-21, 1946, inclu 
sive, Pantlind Hotel, exhibit at Civic 
Auditorium, Grand Rapids, Mich. H. 
W. Schumacher, 1112 Olds Tower Bladg., 
Lansing, Mich., is secretary. 

Minnesota Retail Hardware Asso- 
ciation, convention and exhibit, Jan. 22- 
24, 1946, inclusive, at St. Paul Audi- 
torium, St. Paul, Minn. C. J. Chris. 
topher, Nicollet at 24th St., Minneapolis 
4, Minn., is secretary. 

Missouri Retail Hardware Associa- 
tion, convention and exhibit, March 5-7, 
1946, inclusive, at Jefferson Hotel, St. 
Louis, Mo. Louis C. Kreh, 323-324 
Wainwright Bldg., St. Louis, Mo., secre 
tary. 

Montana Implement & Hardware 
Association convention, Nov. 15-17, 1945, 
inclusive, at Rainbow Hotel, Great 
Falls, Mont. C. M. Wall, secretary. 
P. O. Box 216, Helena, Mont. 

Mountain States Hardware & Im 
plement Association convention, Jan. 
10-11 at Cosmopolitan Hotel, Denver, 
Colo. John T. Bartlett, 637 Pine St.. 
Boulder, Colo., secretary. 

Nebraska Retail Hardware Associa 
tion convention, Feb. 19-21, 1946, in- 
clusive, at Fontenelle Hotel, Omaha. 
Neb. C. A. McCoy, 325 Insurance Bldg.. 
Lincoln, Neb., secretary. 

New England Hardware Dealers’ 
Association, convention and exhibit, 
Feb. 20-22, 1946, inclusive, at Statler 
Hotel, Boston, Mass. Russell R. Mueller, 
189 Dartmouth St., Boston 16, Mazss., is 
secretary. 

New York State Retail Hardware 
Association, convention and_ exhibit, 
Feb. 5-7, 1946, inclusive, in Rochester. 
N. Y. Convention, Seneca Hotel; ex- 
hibit—Convention Hall. N. H. Kiley. 
508 Hills Bldg., Syracuse, N. Y., secre- 
tary. 

North Dakota Retail Hardware As- 
sociation, convention and exhibit, March 
26-28, 1946, inclusive, in Fargo, N. Dak. 
Convention—Town Hall, Hotel Gardner: 
exhibit—Crystal Ballroom, Fargo Audi- 
torium. Miss Clarine Sherwood, 21 Clif- 
ford Bldg., Grand Forks, N. D., secre 
tary. 

Ohio Hardware Association, conven- 
tion and exhibit, Feb. 11-14, 1946, in- 
clusive, at Netherlands-Plaza Hotel, Cin- 
cinnati, Ohio. John B. Conklin, 175 S. 
High St., Columbus 15, Ohio, secretary. 

Oklahoma Hardware and Implement 
Association, convention and_ exhibit. 
Feb. 5-7, 1946, inclusive, at Municipal 
Auditorium, Oklahoma City, Okla. R. 
K. Thomas, 711 Wright Bldg., Okla- 
homa City, Okla., is secretary. 
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BUY , _, NOW 


ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


FOLDING AUTOMOBILE 
BABY SEAT 


No. 104. A sturdily made 
steel frame with strap hang- 





BABY SWING 


Ne. 96. They will be in big de- 
mand this fall and winter. Cash 
in on this item. Made from 
heavy white cotton materials, re- 
inforeed for long and hard weer. 
In ordering specify No. 96. 























NO. 23 
PLAID 
BIKE 
SEAT 
COVERS 


Made from high-grade fibres, cloth walls 





with drawstring, cotton padded. ade for 
comfortable riding. 
SPRADLING'S Iac. 


ST. LOUIS, MO. 














am METAL PRODUCTS 


2322 West § 58th Street, Chicago 36, Illinois 
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Pacific Northwest Hardware & Im- 
plement Association, convention Nov. 
18-20, 1945, inclusive, at Davenport, 
Hotel, Spokane, Wash. James B. Chan- 
ning. P. O. Box No. 6, Spokane 1, 
Wash., managing secretary. 

Panhandle Hardware and Implement 
Association convention, Jan. 21-22, 1946, 
at Herring Hotel, Amarillo. Tex. Mrs. 
C. L. Thompson, Canyon, Tex., is execu- 
tive secretary. 

Pennsylvania & Atlantic Sea- 
board Hardware Association conven 
tion and exhibit, Feb. 12-14, 1946, at 
Bellevue-Stratford Hotel, Philadelphia, 
Pa. W. Glenn Pearce, 400 N. Broad 
St., Phila., Pa., secretary. 

South Dakota Retail Hardware As- 
sociation, convention and exhibit, Feb. 
5-7, 1946, inclusive, in Sioux Falls, 
S. D., meetings and exhibit, Coliseum 
Bldg.——convention headquarters, Cata- 
ract Hotel. Earl Erlandson, Cotton- 
wood, S. D., secretary. 

Southern California Retail Hard- 
ware Association, convention and ex- 
hibit, Feb. 26-28, 1946, inclusive, at 
Municipal Auditorium, Long Beach, 
Calif. A. C. Kammeier, 112 W. 9th St.. 
Los Angeles 15, Calif., secretary. 

Texas Hardware & Implement Asso- 
ciation convention, Jan. 15-17, 1946, in- 
clusive, Adolphus Hotel, Dallas, Tex. 
R. M. Souder, 814-15 Texas Bank Bldg.. 
Dallas 2, Tex., secretary. 

Western Retail Implement & Hard- 
ware Association, convention, Jan. 28-30, 
1946, inclusive, at Hotel President. 
Kansas City, Mo. Frank H. Spink, 322 
Scarritt Bldg... Kansas City, Mo., secre 
tary. 

Wisco Hardware Co., merchandising 
school and sales show. Jan. 21-23, 1946, 
inclusive. Facilities —- University of 
Wisconsin, Wisco Hardware Co., head- 
quarters and Loraine Hotel, Madison. 
Wis. John A. Fitschen, 15 S. Brearly 
St., Madison 3. Wis., secretary and gen- 
eral manager. 

Wisconsin Retail Hardware Associa- 
tion, convention and exhibit, Feb. 5-8, 
1946, inclusive, at Milwaukee Audi- 
torium. Milwaukee, Wis. H. A. Lewis. 
Stevens Point, Wis., secretary-treasurer 
and exhibit manager. 


Classification of Plastics 
Materials 


The Society of the Plastics Industry, 
Inc., 295 Madison Ave., New York City 
17, has issued a classification of plastics 
molding materials. Culminating over 
two years of technical research, the 
classification is designed to provide 
data comparable to that which has been 
available to those employing wood, 
metals and other materials in their oper- 
ations. It presents in chart form, an 
authentic guide to the various proper- 
ties of plastics molding materials as 
established by the material makers and 
molders. Both thermosetting and 
thermoplastic materials are included 
and values shown for their mechanical, 
electrical, optical, thermal, chemical 
and aging properties. 
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Look for the 








“ARMSTRONG BROS." 


Pipe Vises are improved tools: quick-action 
“Hinged” vises have unbreakable drop forged 
hooks. Like ‘‘Open Side’’ vise have solid 
lower jaw which prevents bending of smal! 
or thin walled pipe. The “Chain” Vises also 
have patented 1l-piece jaws that prevent kink- 
ing of small pipe and are all steel construc- 
tion with drop forged jaws, base and 
handles and proof - tested chains. 


Write for catalog 


Too! Holder People 
CHICAGO, USA 


New York 


How K-R-O outsells 


other rat-killers 


1 


Why stock just amy rat-killer? It’s just ae 
easy to handle the best, the one that is tops 
in buyer acceptance, the brand of which more 


than 


2 


3 





‘Get it out from under the counter. 
where customers can see and remember K-R-O, 
the brand that is supported by more advertising 
than any other rat-exterminator. 
Why not from you? 


Sizeable K-R-O inventory added 
display of a known, accepted product makes sales, 
plenty of them—at a 50% mark-up on vour cost! 
When ordering, call your wholesaler. T/ K-R-O 
Company, Springfield, Ohio. 





STOCK IT 


5 million cans have already heen sold! 


Stock K-R-O and you stock to sell. 


DISPLAY IT 


Put it up 


They'll buv it. 


SELL IT! 


to dominant 


50% Mark-Up! 


KILLS RATS 
ONLY 
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Easy to read and easy to understand in the only 
up-to-date and complete text book on all phases 
of this important and profitable basic hardware line. 


“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” 
WAS $3.—NOW ONLY $1.50. ORDER YOURS NOW 


The Deluxe Cloth-Bound Edition, Which Originally Sold for 
$3 Per Copy, Has Just Been Reduced in Price to Only $1.50 
—Just One-Half of Its Cost When First Issued. 


Also, A New Paper-Bound Edition Has Been Made Available 
At Only $1 Per Copy. 


USE THE ORDER BLANK BELOW 











Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 


220 pages—page size 8/2 x Il'2 inches— 
sturdily bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How to cash in on the sale of replacements 
and “follow-up” items. 

A wealth of specific information on equip- 
ping public buildings 

Nine comparative charts which show you 
how to match different items. 

A working Blue Print, size 25 x 1l'2 inches, 
Glossary of more than 300 Technical 
Builders’ Hardware Terms, Cross Refer- 
ence Index, etc. 

Over 600 Illustrations, Charts and Diagrams. 

27 Illustrations of Different Builders’ Hard- 


the needs of your community. 


other departments. 


course in this subject ever published. 











in Canada and Foreign Countries. 


[] Check here if you enclose payment, in which case we pay postage. 











Everything You Should Know About 
BUILDERS HARDWARE 


~ 
compen Siem 
Seen sanowans 


4 


Published by MAROWARE AGE: | 








If you are one of the many hardware men who have always 
wanted to know more about Builders’ Hardware—and how to 
make more profit from its sale—but could not because of the lack 
of information on this subject—“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” is the book for you. 


You will get the benefits of the author's, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all 


You'll also be shown how to read blue prints, and to specify 
jobs; how to work with property owners, contractors and archi- 
tects; how to use Builders’ Hardware to increase sales in your 


The experienced architectural hardware consultant will want 
thid book for its use as a handy reference work. The beginner will 
want it as a text book to use as the only complete home study 


Your clerks, too, should have this new book. They will become 


age. (Canada and Foreign Countries $2.00). If you prefer the paper-bound edition, please check here 
.., its price being $1 per copy, plus a few cents postage in the United States, and $1.50 per copy 


PSs TOO. vais esdey de Ohi sss bar ciel kdvaeanseda eke GD, SS coed ciceckdcocbaers 












































ware Display Rooms. more valuable to you and more valuable to themselves by read- Mill; 
ing and studying it. _— 
“Buy-' 
MAIL THIS COUPON TODAY! usage | 
Hardware Age, 100 East 42nd St., New York 17, N. Y. When ; 
Please send me .... copies of the Deluxe Cloth Bound Edition “Taking the Mystery Out of i 
Builders’ Hardware” by Adon H. Brownell. I will pay the postman $1.50 each, plus a few cents post- quality 
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DURO-CHROME: 








That’s the Word of Millions of Mechanics 


Who Use These ‘DOGGONE GOOD TOOLS” 


Millions of tool users have made Duro-Chrome their _ resulting from Duro’s extensive production of millions 


“Buy-Word to Quality Tools”, because Duro-Chrome _ of tools for the armed forces and war industries. So, if 


Tools have “what it takes’ to withstand the hardest you can’t get the Duro-Chrome Tools you want im- 


usage without losing their new tool precision. mediately, remember they're worth waiting for. 


When again you can get all the tools you want, remem- See your Duro Jobber for information on Duro-Chrome 


ber ... All Duro-Chrome Tools will be pre-war Tools now available. Duro Metal Products Company, 
quality—p.us. They will embody all the advancements 2649 N. Kildare Ave., Chicago 39, Ill. 


1126 


Vaee Wiechanicy Best Feiend 


OVER A BILLION BUILT SINCE 1916 


pone. FPOOIES cessrstest) 








ALSO MAKERS OF DURO MACHINE TOOLS 
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WOW! 


E to Get 
7M on VOLUME Sales 


of the Famous 


BUSHMAN 


Swedish Steel Saws 









Your customers will quickly appreciate the superiority of the 
handy BUSHMAN Swedish Steel Saws—saws that do the hard 
jobs easier, faster—saws that are sharp, stay sharp longer, 
and that are easy to sharpen. 


BUSHMAN Saws are strong, light, finely balanced—just the 
saw for the lumberman and the men who are looking for the 
easiest way to do odd jobs around the home, on the farm, 
at camp—and for nurserymen, tree surgeons, workers in in- 
dustry, etc. 


Write today to your jobber! Or, ask us for com- 
plete information about BUSHMAN Sews. 
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Here it is... the New 
CAMFIELD 


Let 


ie ee ee sg ee ae 


,.. planned, designed and produced from exten- 
sive research as to what the housewife wants in 





her postwar automatic toaster. 


The Camfield Automatic Toaster answers her 
desires specifically in these advanced, exclusive 
features: 


Exclusive . .. the ingenious “Equa-Therm” toast- 
ing cycle, providing perfect toasting control 
regardless of voltage variations. 


Exclusive 
positive trigger quick ... enabling instant, quiet 
pop-up at-any point. 


... “Finger-Trip” release, convenient, 





Exclusive ... postwar design by foremost indus- 


o4 trial designers. 


CAMFIELD MANUFACTURING CO., GRAND HAVEN, MICHIGAN 
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METAL 

THINGS 

MYSELF” 
with 


¢ can solder with Kester Metal 
it's so simple to use! You see, 
. you don't use a messy, sepa- 
the flux is right in the core, » Easy Te Fix 
lanced with superior alloys. ER METAL ME 
is apply heat and the job is [u've Probably gor 5 NDER 
ly, permanently oon onto that you cat 
Metal Mender from your [* "° specie: nord wa 
bre and see for yourself how - 
ly you can repair broken 





BUILDS PROFITS FOR YOU / 


These Kester ads, running currently in lead- 
ing national publications, tell your customers 
‘how easy, economjcal, and practical it is to use 


Kester Metal Mender. Cash in on them now! 
Stock, talk, and display Kester Metal Mender 
to supply the demand and increase your sales 
profitably. 


Kester Metal Mender—the high quality solder 
ideal for home use—has been nationally adver- 
tised for years. No special skill or tools are 
required with Kester because the positive act- 
ing flux is right in the core, ready to apply 
with just heat. It’s so easy to use, anyone 
can get permanent, professional results with 
Kester Metal Mender! 


Keep the handy Kester carton prominently 
displayed at all times—you’ll find Kester Metal 
Mender a steady, year-around seller that wins 
new customers and keeps old ones coming back 
OTR, for more! Order Kester Metal 
ya Mender from your jobber today. 


BUY VICTORY BONDS 





KESTER SOLDER COMPANY 
4207 Wrightwood Ave., Chicago 39, Ill. 


Eastern Plant: Newark, N. J. 
Canadian Plant: Brantford, Ont. 


S$es wanna nes d® 
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IN YOUR LOCAL PAPER 


Just 1-inch or 2-inch ads run regularly in your 
local newspaper this time of year is all it takes 
to bring you customers for STRIP-SEAL! It 
doesn’t take big ads to bring in the business! 
Send for FREE mats or electros NOW! 


These ads tell your customers to “SEAL OUT 
COLD! Save Fuel with Tremco STRIP-SEAL! 
. - « Weatherproofs EVERYTHING!” 


STRIP-SEAL ... the Perfect Mastic Weather- 
proofing Compound .. . offers the quick, 
CLEAN, easy way to seal windows, doors, 
storm sash against snow, rain, drafts, etc. 


Send NOW for FREE MATS AND ELECTROS 
The Tremco Manufacturing Co., Cleveland, 0. 


Sold Thru 
HARDWARE 
JOBBERS 
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NOW NATIONALLY 
ADVERTISED 








This hot combination is a sure-fire séller — a 1 
business builder for dealers everywhere. It's 7 


in demand by sportsmen for heating foods on 
hunting, fishing and camping trips. Outdoor 


enthysiasts, traveling mothers, mechanics, war- for forced warm air furnaces 


plant workers, repairmen, doctors and others 
find scores of new uses every day. Like razor- 


blade repeat business, orders for HEATAB 3 ; “ee 
F Here's a fast selling item that every hardware 


flame-tablet refills keep coming long after the i. 
original sale. store should feature right now. Four out of five of 


ALL-YEAR SALES : the newer modern homes use forced warm air heat- 
Allied forces all over the world use HEATABS ‘“ ing—and all of them require frequent changes of air 
to heat combat rations. Thousands of Americans filters. The original stock need be small, mark-up and 


buy them for friends or relatives in the service. ¢ 
- :. Make big sales in all seasons, for all 2 profits large. 


occasions. Cash in on this lively market, cul- Ld 

tivated and swelled by consumer advertising , Above, the No. 100 Series—30,000 tiny baffles 
in dozens of leading national magazines — by per square foot to catch dirt and lint. Clean 
colorful counter and window displays that filters save up to 7% of fuel, save housework! 
bring quick sales and steady repeat business. 


Stock up at once. If your jobber doesn’t 
have Speaker HEATABS, write us direct. ‘ FREE Selling Aids 


Write for free data and 
cost sheets today. Also avail- 
able is a complete merchan- 
dising sales kit offering the er ata Hollymes 
Sales and Advertising helps. aig durable 
Pictured at right, free cata- ~~ 
log of air filter sizes for lead- eel > oe 
ing makes of furnaces and 


ly Uy : | air conditioners. md | will not 

i) Place 

“er wstome 

.w. SPEAKER cone. Fo cacy prooucts corporarion | Me 










lundry. 


3059 NORTH WEIL STREET © MILWAUKEE 12, WISCONSIN 


Conadian Speaker Coreg ltd 


MADISON, WISCON 
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Hollymade streamlined Plastic Pulls and Knobs are fashioned from 
durable Plastic and gleaming Chromium so as to withstand continued 
posure to the humid atmosphere that is found in kitchen, bath and 
hundry. Especially designed for the moderate price home, they 
will not fade or tarnish, nor will they chip, crack or shatter. 

Place this colorful display board on your counter where your 
tstomers can see the fine degree of beauty and craftsmanship in 

» Hollymade line. It will pay you dividends. 


MANUFACTURERS OF BUILDERS HARDWARE 


. NEW SPARELS 
es a \ «NEW BEAUTE 
—— ae « POR TOUR HOR 


mMonrTaaeY 


‘ weo 
A “MOLLYMADE PRODUCT MADE OF >. s 


PACIFIC PLASTIC AND MFG. CO., Inc. Ame 


Put it to work for you now 





ie 























A LOOK INSIDE THE LOCK SHOWS WHY 
SLAYMAKER’S 800 AND 900 ARE CASH REGISTER NUMBERS 





Case. It is dust-proof 
and rust-proof; its lus- 
trous finish is permanent 
and scratch-proof. 


Case Hardened Steel Shackle. It’s tough 


—built to resist pressure...blows... 
— cutters ... saws. 






















Cylinder Plug. Precision-made to provide 
perfect pin-tumbler operation. 


Shackle Ejecting and Bolt 
Springs. Keeping the shackle 
and bolt under constant 
pressure, when in the closed 
position, is vital. The ma- 
terial used, the number of 
coils required and the 
amount of tension needed 
have been carefully deter- 
mined for these pre-tested 
springs. 


dc Keys. Each key is ma- 


chined to an exact size 
for all cuts—each slot 
carefully milled to match 
the cylinder key-way. 
Beautifully coined. 


Locking Bolt. Made of 
extruded bronze — formed 
under great pressure. 
Holds the shackle shut 
securely yet permits 
easy closing. 





Pin Tumblers. Only the 
right key will open a 
Slaymaker 800 or 900 
padiock. With key in- 
serted, a variation of 
three-thousandths of an 
inch in the length of a 
single tumbler prevents 
the cylinder from turning. 


Yes! Both the Slaymaker 800 and the Slaymaker 900 
padlocks are available now. Order yours from your jobber today. 





5 IL JAY SY AMA\ /A\ IK IE IR 
PADLOCKS 


SINCE 1888 
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FUL 
LINE-UP 


PROFITS ao SALES 
WITH THIS 
LINE-UP 
OF 
SS _. We 


of 24 Screw Driv- 
ers. Tool steel 
blades. Retail 
10¢ to 35¢. 


N #522 DeLuxe — 
Assortment of 12 


screw drivers. 
Every driver 
branded and 
warranted. Retail 
from 20¢ to 60¢. 


#806 Recessed 
Head Screw Driv- 
e\ er. Extra large 
“*\ handle. Retail 
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MADE BY A NAME THAT’S KNOWN 


** KOPPERS WHITE TAR DIVISION - - 


Stock this new, durable mothproofing treatment 





WOOLENS 
UPHOLSTERY 
RUGS 


4° +e 
” « A Durable 
Mothproof 
Protection 























HARDWARE AGE 




















A ‘CINCH’ 
TO SELLE 
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AS WE GO TO PRESS, DELIVERIES 
ON MOST SIZES OF UPSON-WALTON 
HOIST HOOKS ARE GOOD. 


Established 1871 


oo newly designed hoist hooks, unlike 
the old blacksmith-type round hooks, are engineered 


to give better service longer and sustain a much heavier safe 


working load. Check these specifications. Ask your jobber. 


FINE GRAIN HIGHER TENSILE STEELS 
are used exclusively in Upson- 
Walton hoist hooks which are 
all Drop Forged. 


ALL U-W HOIST HOOKS ARE HEAT 
TREATED at closely controlled 
temperatures to achieve great- 
er strength, toughness and uni- 
formity. 


U-W HOOKS ARE UNIFORMLY DESIGNED 
WITH HEAVIER SECTIONS — another 
feature which permits greater 
safe working loads. 


LARGER EYE OPENINGS give more 


Copyright 1945— 
The Upson-Walton Company 


room for connections; because 
of this and the extra strength 
of U-W hooks, it is often pos- 
sible to use a smaller hook, 
thereby lowering cost. 


REINFORCED SECTION AT EYE CROWN 
helps prevent collapse, gives 
longer wear at point of con- 
tact with the connection. 


BIGGER THROAT OPENINGS .. . EASY 
ENGAGEMENT— U-W hooks are 
designed with increased throat 
openings; tip contour also 
makes it easy to hook them on. 








THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings. “Jackle Glock 


MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


241 Oliver Building 
Pittsburgh 22 





114 Broad Street 737 W. Van Buren Street 
New York 4 Chicago 7 
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Thousands of farmers are now ready to install new fence—a 
job that of necessity was often neglected during recent years. And 
many of them will be looking to you for fence that will give long, 
economical service. 


Bethlehem Fence does a good job of protecting crops and 
livestock. It is made of sturdy wire, well-galvanized for protection 
against rust. Its hinge-joint, cut-stay construction allows the stay 
wires to slide back into place after stock crowd the fence. Neat- 
looking and thoroughly dependable in every respect, Bethlehem 
Fence is furnished in designs for every farm need—for horses. 
cattle, sheep, hogs and poultry. 


There’s a good chance that now your jobber can supply 
Bethlehem Fence in the types your customers need. Also ask him 
about the other Bethlehem products for the farm, listed below. 


OTHER BETHLEHEM PRODUCTS FOR FARM USE 


FENCE POSTS -* BARBED WIRE * GALVANIZED SHEETS FOR ROOFING AND SIDING 
NAILS AND STAPLES °* SILVER STAR BALE TIES + PIPE * BOLTS AND NUTS 


BETHLEHEM FENCE 
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1p the Pict Ccunite 


Constantly through the years all Kyanize advertising has had but one aim... to lead 
desirable cash customers right up to your paint counter. That’s still our aim. 








WINDOW DISPLAYS: For 


counter and window use Kyanize 
display pieces are beauties and 


rate high in colorful attraction. 


‘NATIONAL MAGAZINES: The 
leaders in their respective fields are 
employed consistently to tell your 
customers the Kyanize story. 





NEWSPAPERS: To complete the 
tie-up locally with your store, ex- 
pertly prepared ready-made ads are 
free for use in your newspaper. 


DIRECT MAIL: Attractive and 

colorful mailing pieces are available for 

your use in direct approach to your 
W nearby Kyanize prospects. 





BOSTON VARNISH COMPANY 
Boston @ Chicago @ Los Angeles ® Montreal 


Kyanize 


PRINTS “ VARNISHES . ey awes 
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@ All over America outboard enthusiasts are 
deciding on the new Champion. And no 
wonder—the news of this great new motor is 
getting around. 

It's great news for dealers too— 

Anyone can start the Diue Ribbon Champion 
anyone can run it. Think of the opportunities 
for thousands of sales to new prospects—a 
new-prospect market heretofore untouched. 

The new Blue Ribbon Champion is 
definitely the post-war outboard — advanced 
in design, engineering and manufacture—so 

completely new that no part of it is inter- 

changeable with any of the previous models. 
Dealers who want the leading value with 
which to do a big and profitable selling job 
should register now for a Champion Dealer 

Franchise. 


Champion Outboard Motor Co. 


2633-27th Avenue South - Dept. 010 - Minneapolis 6, Minn. 





A fifth Navy “E” 
has been awarded 
the men who will 
make the New Blue 
Ribbon Champion 


CHAMPION 


OUTBOARD MOTORS 
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@ Hardware dealers all over the country are cash- 
ing in on the sale of Stewart products. A few are 
shown below. There are many others in iron, wire 
and bronze. You make no investment, and you are 
not required to carry any stock. Plan NOW to get 
your share of a tremendous backlog of this business. 
Write for complete details. There is no obligation 
whatever. 
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Stewart Chain Link Wire Fence will be available in various 
heights and weights with or without barbed wire overhang. 
Style 0TH shown. 





Stewart Wire Window 
Gverds fit any size 
or shape opening. 
Available now for 
protective purposes. 

















Steop Railings are 
used extensivelyby 
builders of small 
homes. Made in 
various designs. . 
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Stewart Plain and Ornamental tron Railings for stairs, porches 
and balconies will be available in a wide variety of standard 
designs, or built to meet specifications. 





THE STEWART IRON WORKS CO., INC. 
1 


237 Stewart Block Cincinnati 1, Ohic 
Experts in Metal Fabrications Since 1886 
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Manufacturer of Rifles and Shotguns, Lawn Mowers and Refrigeration Equipment 


SAVAGE STEVENS FOX 








: AGE NOVEMBER 8, 1945 








When you sell SAVAGE— STEVENS — FOX you completely 
cover your market with a line of rifles and shotguns for 
every shooter and every shooting requirement... . Backed 
by national advertising, reaching countless thousands of 
potential new and replacement gun purchasers, SAVAGE — 
STEVENS — FOX firearms—long famous for their accuracy, 
dependability and value—are more in demand than ever. 


We have resumed the manufacture of most of our tried and 
proven models, in quantities governed only by the availability 
of raw materials. When full production can be attained, 
look to Savage-Stevens-Fox for new models, new features, 
new materials and new finishes, developed as a result of our 
wartime experience. In the meantime, our production will 
be allocated through our jobbing distributors who will do 
their best to supply you. 


Savage Arms Corporation, Utica, N.Y. 
Plants in Utica, N.Y. and Chicopee Falls, Mass. 










FARM FENCE CONTROLLERS 













Leading hardware jobbers have 
increased their business beyond 
expectations with ELECTRO. 
LINE. 


Five models available — battery 
electric and combination. Prompt 
delivery — without priority — 


assures you of business NOW. 


Sold Exclusively 


Electro-Line on “De-Fence”! 
Through Reputable Jobbers 


Model 4302 


6-volt battery oper- 
ated controller with 
battery compartment, 


ELECTRO-LINE PRODUCTS CO. 


120 N. Broadway « Milwaukee 2, Wis., U.S.A 
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COVERT MFG. CO., TROY, N.Y. 
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HALF CENTURY OF “KNOW HOW” 


IOWA \ 


| y IS THE CREAM SEPARATOR 
FES ++ __NAME TO REMEMBER 


WIT 


L 








Make no mistake about it . . . cream separators will offer you a highly 
profitable source of post-war sales . . . for separating “on the farm” and 
feeding skim milk to livestock and poultry is basically sound agricul- 
tural economy. 
J L The experience and “know-how” of 50 years of success makes the 
ij Iowa Line of Cream Separators your logical choice. 


IOWA SUPER ELECTRIC WHY NOT GET FULL DETAILS TODAY? 
re oat vattenere” oo ASSOCIATED MANUFACTURERS, INC. 


arator — it’s years ahead, 

yet farm proven in per- Builders of Quality Cream Separators Since 1895 

formance. DEPT. HA-1145 WATERLOO, IOWA 
Semen ene 
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Hunting & Fishing 


KNIVES 


WITH GENUINE LEATHER SHEATHS 


NEw MODEL 7 aa) 
5" BLADE LIST 
OPA 





GENUINE LIGNUM VITAE HANDLE 
(Rare Tropical Wood) 


Overall Dimension—11'/s Inches New Bottle Top Opener 

Steel Blade Runs Full Length 5" Hollow Ground—Like a Razor 
Ring Thong Locks Handle No Rivets to Corrode or Loosen 
Case. Hardened Steel New Sawtooth Edge 


Patents Pending 
DEALERS AND JOBBERS SOLICITED 


c=. G. WATERMAN &CO. .... 


$3.60 25 BLEECKER STREET NEW YORK 12, N. Y. $4.00 
List List 
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Me 
LAST CALL FOR 


Christmas 


Immediate shipment on these popular 
SANTA CLAUS SELLERS to replen- 
ish your Christmas stocks. 





















Dup.ex BLacksoarp 
No. 303 


Here it is! A 21%” x 24” Juvenile 
Blackboard that will sell on sight. 
Authentic Walt Disney decora- 
tions. Numerals and alphabet, 
PLUS plenty of writing and draw- 
ing space. Well built; neatly fin- 
ished. A stock item for “Santa 
Claus” Order NOW! 






























No. 303 21%" x 24 individually 
wrapped and packed 3 to a package 
Approximate shipping weight jn lots 
of 12—80 Ibs. 















“SHOO-FLY Rocking Toy 


Safe and sturdily built rocking toys in animal cut- 
out designs realistically finished in bright colors. 
Youngsters love ’em; and the Safety Seat and foot 
rest make them a safe 
choice for parents. Choice 
of Pony (500-A), Doggie 
(500-B) or Kitty (500-C) 
designs. 


















No 500 Pressed board 
sides, curved wooden rock 
ers; 31” long, 14” wide 
20” high Individually 









wrapped, shipped knocked 
down, six to a_ cartgn 
Approximate shipping wt 






45 Ibs. per carton 













LINE 


APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 


Order Now! 

































“i> 
 PiyTRODUCED 


ON THE EASTERN SEABOARD BY 


E. J. MCALEER ano Co. 


F your new product is in the 

houseware field, orin an allied 
field, we have the sales organizcticn 
capable of profitably introducing ii to 





t leading retail outlets from Maine to 
\ Florida. Right now Pyrex ovenware 
e and the complete O-Cedar line are 


but two of many nationally known products we represent. 
McAleer salesmen are seasoned in the experience of good 
selling: recognize product advantages: know their outlets: 
know consumer needsin their territories. @ E. J. McAleer & Co. 
is one of Philadelphia’s oldest and best established houseware 
distributors. Put this McAleer selling experience and market 
knowledge to work for you now—for maximum post war dis- 
tribution. Write for details. Inquiries will be kept in confidence, 


In peacetime, in addition to being a Itad- 
ing distributor, E. J. McAleer & Co., Inc., 
make metal kitchen and wall cabinets. 


AND COMPANY, INC, 
1422 MN. 8th Street 
PHILADELPHIA 22, PA. 



































WHEELBARROWS — LAWN ROLLERS — CONCRETE CARTS 
SALAMANDERS — DRAG SCRAPERS — MORTAR PANS — 


MORTAR MIXING BOXES 
Satisfy Exacting Customers 


With a complete line to meet the varied needs of 
users, Jackson offers service-proved products which 
can be depended on for quality and service. Their 
universal acceptance has made the name “Jackson” 
a valuable sales asset on which you can capitalize. 
Ask us for the name of the Jackson Wholesaler near 
you who will give you prompt, efficient service. 


Est. 1876 


JACKSON MANUFACTURING CO. 
HARRISBURG, PA. 
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ATERBURY HANDY PLUGS 


are available again! 





10 ASSEMBLE SIMPLY INSERT WIRES AND SCREW ON CAP | 
®@ No Bare Wire—No Short Circuits 
@ Easy to Attach 
@ Uninterrupted Service 
© Safer for Public Use 


Write for complete Information 


WATERBURY COMPANIES, INC. 


FORMERLY WATERBURY BUTTON CO.., EST. 1812 
SUPERIOR AVE., WATERBURY, CONN. 








For 65 years, Porter Cutters have been almost 
self-selling. Performance has persisted in adding 
luster to the name. Today, a given Porter Cutter 
is recognized as the preferred tool for the pur- 
pose for which it was engineered. 


H. K. PORTER, INC., EVERETT 49, MASS. 


PORTER socy CUTTERS, 
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ALUMINUM 


is the Buy-Word 
in the Modern Home 





Feather lightness . . . eye-compelling 
color of lasting brilliance . . . com- 
plete freedom from rust and corro- 
sion ...a beauty and grace of lines 
peculiarly its own... styling in the 
modern manner—aluminum alone 
meets all the desires of the mod- 
ern homemaker. 


Over-a quarter century of aircraft 
building, pioneering in the fabrica- 
tion of aluminum and processing 
this most modern metal, assures 
that Products by Mercury present 
aluminum at its best. 


Concentration on items of wide sale, 
of worthwhile unit price and styled 
in the modern vogue, brings the 
hardware merchant quick volume 
sales and attractive profits. 


FASTER 
TURNOVER 


LARGER was os GREATER 
UNIT SALES ~ 4 EYE APPEAL 






Mercury Aiecraet INC. 
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What's Coming 


from 


UTILITY? 


You can definitely count on the 
new products we will introduce in the 
i home appliance field to set high rec- 
ords for turnover and dealer profits. 
Our present line of heating, cooling, 
and air-moving appliances, and the ' 
new ones now being added, will be- 
come available in plenty of time to 
help you cash in on the greatest pent- 
up consumer demand in history. 





UTILITY APPLIANCE CORP. 


Formerly Utility Fan Corporation 
4851 S. Alameda e Los Angeles 11, Cal. 


Manufacturers of the famous Utility Evap- 
orative Air Coolers (the original Dezert 
Kooler), Fans, Blowers, Floor Furnaces, 
Forced Air Furnaces and Fan-Equipped 
Space Heaters (console type). 
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QUICK-ACTION CALIPER 
FOR USE IN 


WORKSHOP — INSPECTION 
AUTOMOTIVE REPAIR 


Permits accurate measurements of external and internal 
dimensions. Knife-edged jaws accommodate thread meas 
urements and a depth gage blade, depth measurements. 
Made in stainless steel or tool steel. Each caliper packed in 
a leatherette cover. 

AMIC PRECISION VERNIER CALIPERS: 6”, 10”, 24” 
AMIC PRECISION VERNIER HEIGHT GAGES: 10”, 18”, 


24” 
DEPTH GAGES: POCKET CALIPERS 











Ask for literature and prices 





















AMERICAN MEASURING 
INSTRUMENTS CORP. 


240 WEST 40th ST. * NEW YORK 18, N.Y. 








Make Your Store 
Waterproofing Headquarters 








You can stand 
souarely back of 


KAY-TITE 


It will positively 

prevent the seep: 

age of water. 

It’s guaranteed to 

do the job. 

Any one can apply 
. Goes on Iiike 








Retaining Walls 
Brick Walls and Pliers 


also can be used as a mor 
tar for pointing up bric 
and masonzy, also to patch 
concrete. 

Osers are always enthusiastic boosters. They will boost you 
store as the place to get real waterproofing satisfaction. 
Kay-Tite is packed in 10 Ib. packages and 60 1b. drums. It comes is 
Grey and White. A 10 lb. package will waterproof 100 to 150 aq. ft 
Write for complete information. Send your Jobber’s name. 


KAY-TITE COMPANY, West Orange, N. J. 


— 
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NOt 


RUST SOLVENT 


Guaranteed 
not to attack 
metals .... 
only rust. 


. and 
¢ quickly 
tes how 
Rustoft goa] parts regardless 
a ° 
sens together tires 


» Quickty n autos: 
TIMELY zen through _ day for 
from rims fro Writ 
tractors om 
trade prices: 


VAL-A COMPANY 


700 W. Root St. Chicago 9, Ill. 














RADY NOW! 





BRUSH-TOP 


SPOT REMOVER 
10¢ and 25¢ 


* SafeWay Brush-Top Spot Remover 
is preferred because of its Brush Top 
applicator, its non-explosive fluid in a 
spill-proof bottle, ready for instant 
use. Thousands of packages sold every 
day before the war—more thousands 
used in the Armed Forces—and still 
more will be sold now that restrictions are lifted. 
your share of profitable SafeWay sales. Write for details. 


SAFEWAY CHEMICAL COMPANY 


5709 Walworth Ave., Cleveland 2, O. 


NOVEMBER 8, 1945 





Plan now for 








LOOK how X-acto Knives 


help you wrap up 
EXTRA holiday profits 















Hobbycrafter’s Dream Gift 


X-acto De Luxe All-Metal 
Knife Chest — retails at $5. 
Three firm-grip X-acto 
Knives, with wide assortment 
of scalpel-sharp, interchange- 
able blades, in a handy 
wooden chest. A really thrill- 
ing gift for every artist, model 





maker, sportsman, teacher, 
hobbycrafter, or family fixer- 
upper. A gift item that almost 
sells itself for every man and 
boy (and plenty of girls) in 
town. And to help you build 
up holiday profits, we offer 
X-acto dealers these... 


3< SPECIAL CHRISTMAS SALES HELPS yf 


GAY GIFT WRAP 


An attractive paper wrap-around 
with the greeting “For a Merry 
Christmas and a Hobby New 
Year”. Fits Knife Chest precisely. 


FREE DISPLAYS 

Striking displays to create 
impulse sales and stimulate larger 
unit sales. 





FREE NEWSPAPER MATS 

For use in your own local adver- 
tising. Complete ads or merchan- 
dise cuts alone. 


NATIONAL ADVERTISING 

This De Luxe Knife Chest will be 
featured in X-acto’s own adver 
tising in a wide list of hobby and 
other consumer magazines. 





TOOLS, T00 —Sander, Balsa Stripper, Hand Drill & Pin Vise, Planer, 
and Hobbycrafters’ Saw—these X-acto precision hobby tools are fine 
companion items, or gifts in themselves. 


PROTECTED PROFITS — X-acto’s Fair-Trading policy, and insistence on 


price maintenance, keeps your business and profits both on a high plane. 


Yours for a Hobby Christmas and a Prosperous New Year 





Reg. U.S. 
— 


* Pat. Off 
—— a — 


x-acto 


X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, N.Y. 


KNIVES 
&TOOLS 





Knives and Tools. 


CITY & ZONE... 





Alfred Field & Co. (Sole Distributors in the Hardware Field) 
93 Chambers Street, New York 7, N. Y. 


Please send me complete information on X-acto 
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GOOD 
YEAR 
ROUND 
PROFIT 


Feature 
Fulton’s 
Original 
Pre-War 


Grows Everything BETTER 


“——— Cae eee 
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Pha —— | 
a 
PL Al ABBS 


ee Formula 

a <a 3 41,885 

eos ema see (11-15-20) 

4 i ao a ‘ass The original white 


non-crumbling 
tablet. 


Plant Food Tablets now in newly designed cartons 


Beautiful, new, year er display makes a wonderful 
FR ‘round self-seller selling tie up with Plantabbs’ 
counter display now widespread national advertising 
ready for distribution. in newspapers and magazines! 
Popular size boxes of Plantabbs Pyramid a few of the 50c, $1.00 
are shipped on this bright, eight- and $3.50 sizes around the 25¢ 


size on the counter display. Re- 


color counter display easel as 
sults will prove highly profitable. 


shown here. This beautiful count- 


Retailers: Your wholesaler will quote prices and discounts. 
Wholesalers: If you haven't stocked Plantabbs, write us for liberal proposition. 


PLANTABBS CO. 1 W. Biddle St, Baltimore, Ma. 

















| i THE GREATEST SINGLE 
“GUN VALUE 














We are increasing production on the Iver Johnson single shotgun 
as far as materials ore available. In the meantime our dealers 
will be treated fairly and equitably. The Champion is a pop 
price single gun with high price performance and accuracy... 





the result of 74 years of making quality firearms. Full choke — 
automatic ejector — 3-piece takedown — trap style 
forend — full pistol grip. Write us about your 






share of these profitable guns today. 





IVER JOHNSON’S ARMS & CYCLE WORKS 


26 RIVER STREET, FITCHBURG, MASSACHUSETTS 















































































-PREMIER 
Electric 
WATER HEATER 
Made with 
a / ~~] CHROMALOX 
= — PS & ye 1500 watt 
- > en Heat Unit 
| ary ] x** 
A Hot 
Write for en P paar 
Folder an 
and 
Dealer 
Discounts. 








HOW IT WORKS 


Lift pail so as to immerse the 
Chromalox Heat Unit in con- 
tents. Hang on switch lever 
hook. This turns on the heat. 
Remove the pail, the switch 
snaps off. Portable. Weighs 
about 8 lbs. Shock proof. 
Long lasting, heavy metal construction. 


HOW IT SELLS 
Fast! There are dozens of uses for this item. Folder gives 
many suggestions. Easy to demonstrate. Good margin. Folder 
and prices mailed on request. 
THE NATIONAL IDEAL CO. 


906 N. Summit St., TOLEDO 4, OHIO 






























HARDWARE STORE ITEMS |,¢23, 
(Sons 








Contains no rosin. Made in stick and liquid. 












































Harness OW 

Farm Horness 
Other Leather” 

L > + enenees HARNESS 
Ld OIL. Made in 3 
od . Neatslene, jn . 

== Sheps Stor Horness 

lets Made from same formule for 
== over 30 years. Contains fish 
ee Sen neatsfoot + oll, and beef 





**BEST FOR LEATHER IN ALL KINDS OF WEATHER" 


From the Foot Bones of beef animals processed in 
Omahe Packing Houses, comes the Pure Neatsfoot 
Oli used in SHEPS NEATSFOOT OILS. 


Made in three grades. Pure—Prime—Ne. 1 
Softens—Preserves Leather 





Sold by jobbers everywhere. Inquire of salesmen 


NEATSLENE COMPANY 


OMAHA 8, NEBRASKA 
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¢ittractive... Effective. .. Ever - Popular 


[Xcelite] 
COUNTER DISPLAYS 


ate back again / 


@ Discontinued during the war 
to conserve metal, XceLite 
Screwdriver Displays are once 
more in production and may be 
ordered now for delivery in 
the very near future. 

XCELITE Displays are famous 
for their neat appearance .. . 
their compact, sturdy, metal 
construction (cannot warp or 


TI ; sag) . . . their continuous 
4°00 | eG point-of-sale appeal to every 
i | customer. The new “A’’ Dis- 
Rig | play is pletely re-designed 





containing 48 Screwdrivers and 
2 Spark Plug Testers — the 
most popular types and sizes 
for the hardware trade. 

.”. Act now! Order this XceLite 
=—\= Display for your store — and 
cash in on big volume sales of 
XceLite Screwdrivers ahead. 


Orders Now Being Taken! 
Write Dept. G 


PARK METALWARE CO., Inc. 


ify 


tr 
EP 





“A” Display of Automotive 


and Hardware Screwdrivers. 


NEW! Takes but a second to close or open 


GRAND QUIKCET VISE 


CHECK 

















THESE FEATURES 


L-Instant Ratchet Screw Closing. Opens in 
stantly with Trigger Release. No wasted 


time running screw in or out 


Z— Balanced Precision Grip at all points. Hard 
ened Serrated jaws integrol with body. No 


jaw plates to come loose. Heavy guide rods 
L— Multiple Strength — Alloy-Steel extra thick 


wall body construction 


L—Anvil top. Bottom screw clamp for quick 
shifting of vise 





This QUIKCET VISE can be set and 
closed, or opened in a jiffy. Simply push 
on body of free jaw which slides swiftly 
in on ratchet screw and precision guide 
rods—tighten with a turn of handle. Bal- 
anced precision grip holds firmly at all 
points. 


QUIKCET VISE opens instantly to full 
3 inches by pressure of thumb or finger 
on Trigger Release after tension is eased 
by single turn of handle. Vise is ready 
without further adjustment for instant 
closing on any other work. 


Everyone who uses tools will want this 
Quikeet Vise as soon as it is seen in 
operation. 





Write for quantity prices 


GRAND SPECIALTIES COMPANY 


CHICAGO 22, 








3130 ILLINOIS 


WEST GRAND AVENUE @ 


NOVEMBER 8, 1945 


ORCHARD PARK, NEW YORK 





| soon be available through jobbers 





A Real Christmas Gift 


INSTANT APPEAL for Mothers, Wives, Daughters, 
Sweethearts! Put them on display and see them go! 


HYDRO-TE 


Many colorful de- 
signs. Individually 
packaged in smart 
gift boxes. 












lk, 
SOFT, PLIABLE S* 
WATERPROOF ‘, | 
WASHABLE 
GREASE- | 
PROOF A 


(Ws. 
¢ a! 






Easily cleaned 
in lukewarm 
suds. Retain 
style and col- /. 
or for longest 

service! 


No.564 
List Price per dozen, only $14.40 


Your jobber has stock on hand for im- 





mediate delivery. Many other items. Ask for Catalog Sheet. 


HYDRO-TEX CORPORATION 
566 West Adams St. Chicago 6, Iil. 
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KWIK- 


BACK 


from the” 


WAR 


Victory has made it pos- 
sible to again manufac- 
ture Kwik-Lite Asbestos 
Burner Wick. 

The renowned quality 
and lasting dependability will 





and 
distributors all over America. 

Style OT-1 100-ft. rolls in dispensing cartons are already 
being shipped. Cut lengths in cartons will come later. 
The demand for Kwik-Lite Asbestos Burner Wick is 
expected to exceed the supply for some time. It will pay 
to order immediate requirements from’ your jobber 
promptly. 

ASBESTOS TEXTILE COMPANY, INC. 

167 W. WACKER DRIVE, CHICAGO 1 
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"This means that from now on our 
deliveries should reflect these 
improved conditions, and that we 
should be able to make speedy 
headway in resuming production on 
many popular FEDERAL numbers(such* 
as onion choppers, clothes spray- 
ers, de luxe models of dripless 
servers, gift sets, etc.) which 
have been war-time casualties for 


so long. In addition, we are de- 
veloping some outstanding new 
items which will also be ready 


for you soon." 


FEDERAL TOOL CORPORATION 
412 N. LEAVITT ST. CHICAGO 12, ILLINOIS 





















WHEN YOU FEATURE 
THESE FAST-SELLING 


ECLIPSESaae-L “10 SPECIALTIES 





THIS PLASTIC UTENSIL TRAY SELLS ON SIGHT! 


“3: An all-plastic tray that fits all standard cabinet 
drawers. Compartmented for knives, forks, spoons, 
and other utensils. Attractive, convenient, durable, 
higher lustre, more colorful 


colorful. 
beauty. 


Eclipse San-Duro Plastic 
BABY'S DINNER SET 
“RUMPUS ROOM" SERVING TRAY SET 


(Nationally Advertised in 
Parents’ Magazine’') 
Designed by child special- 
ists to aid in child training 
and feeding. Dinner dish, 
cereal bowl, and tumbler, 
with many new features. 
Now also made of extra 
durable Polystyrene for 





= 
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gor ® 





Three trays, of attractive, 
durable plastic, impervious 
Three 
14" di- 
ameter, with 3%" rim. 
Wrapped with display band. 


to alcohol or acids. 
colors to the set. 





WRITE TODAY for complete information and 
prices covering Eclipse "San Duro” Plastic Products. 


ECLIPSE MOULDED PRODUCTS COMPANY 


Division of General American Transportation Corp. 
5154 North 32nd St. Milwaukee 9, Wisconsin 
Plastic Products and Custom-Moulders for All Industry 
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Mitapaco™ HANDY PACK” 


WILL BE a colorful, cye-stopping ‘“‘bar- 
gain beauty package’ in your paper spe- 
cialty department. It was before the war 
and will again be a sure-fire, big volume, 
fast- moving merchandising item — some- 
thing you can use to increase your lace 
paper sales from 2 to 9 times. 

Each of these attractive packages carries 
interesting illustrated suggestions for table 
settings, and shows a variety of designs 
available. Contents include either 100 
“Milapaco” 5”, 6”, 8”, 10” or 12” Doilies, 
or 100 Place Mats, with design in full 
size on cover of carton. 

At present, production of this item is 
greatly limited due to well known 
paper shortage. 


INTERESTING NEW DEVELOPMENTS... . 
are in the planning stage at “MILAPACO”, 
embracing paper specialties for the future. 
Their release remains dependent upon the 
paper supply situation, which still remains 
critical. 


MILWAUKEE LACE PAPER COMPANY 


ESTABLISHED 1898 


1306 E. MEINECKE AVE. * MILWAUKEE 12, WIS 
Branch Offices and War eh ouses 
ce Ble er St New York 12. N. Y 
1018 Santa "Fe Ave., Los An ngeles 21, Calif 





PAPER PRODUCTS CF CHARACTER 








NOVEMBER 8, 1945 
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NEW PLASTIC DISCOVERY 





A HARD HITTING “Softie” 
NO MAR, STING OR REBOUND 


NLIKE ANY OTHER HAMMER, the 
Nupla Hammer heals itself when 
dented or deformed. Made with a new, 
flexile plastic head, it hits hard effective 
blows without marring, cutting, or battering. 
Useful to all craftsmen—tinners, machin- 
ists, assemblers, plumbers, etc. — it’s a 
quality tool. Has many advantages. Will not 
explode. Not affected by oil or gasoline. 
Will not chip, or crack. It’s a tool every 
craftsman wants and needs. 


TESTED! FLEXx-o-crYST 


the new plastic discovery has been 
thoroughly tested. 

A 6-inch cylinder of Flex-O-Cryst 
(used in head of Nupla Hammer) 
was flattened into a sheet !/g of an 
inch thick and released. Slowly it 
regained its original shape and size. 
That's how the Nupla Hammer heals 
itself when dented. 


JOBBERS & DEALERS WANTED 


Nupla Hammers are now available for imme- 
diate shipment. Liberal discounts. National 
tradepaper advertising supports sales. Demon- 
strator counter-card and literature rack fur- 
nished. Write or wire, today! 
NEW PLASTIC CORP. @ 1017 No. Sycamore Ave., Los Angeles 38, Calif, 
A NUPLA HAMMER FOR EVERY JOB 


5 SIZES 29 WEIGHTS 


NUPLA 








MIGHTY 
but Gentle 


PLASTIC 
HAMMERS 




















| “ae SILENT CADDIE | 


Golf Bag Stands 


available again 


fit round or oval bags 
easy to attach 


Popular 
Model 
$10.80 
p. doz. 


Heavy 


Duty 
$16.20 
p. doz. 


f.0.b. 
New York 


’ Be ‘ 
We Also Make the MOipon Brace 


Insert for Light Canvas Bags 


Takes the Sag out of the Sunday golf bag 
$9.00 p. doz. f.0.b. N. Y. 


SPORTS PRODUCTS CORPORATION 
799 Broadway, New York 3, N. Y. 


West Coast Representative: R. C. King & Co., Seattle 1 
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oe | improved model. Attractively finished, substan- Bremer peel 
©) | tially made, sturdy leg construction. Nothing to ist holders ‘or 
| | loosen or wear out. May be sold with complete trays .. 

* : | satisfaction. For year-round profits, it will pay you @Mahogarv- 













‘ © Folds down to 
HIS clever new convenience for card players aa 


is the biggest selling, fastest moving game ® Easily stored ‘n 
table in leading stores everywhere. Porta-Poker m Mieies ates. 6 
is the all-purpose portable playtable for small foot diamecer ... 


@ Green felt >lay- 
a | apartment, den or recreation room. This is a new, i = 





glasses and ‘ish- 









stained. aicohol- 
prox dnish 


to feature Porta- Poker! LIST PRICE $34.50. 
Dealer price 1 to 5, $23.00 each . . . 6 or more, 
$20.70 each, F.O.B. Shipping weight 4 lbs. 

MASON WILLIAMS CO., DEPT. H-12, 663 N. Wells St, CHICAGO 10, ILL. 


World's Largest Manufacturer of Portable Game Tables 





— wh) ——— ne be 
NINE BEAUTE jHouse e Garden es (Quire 





ADVERTISED IN 21 NATIONAL MAGA 











NO, 101 
TRIPLE TREAD 
STEEL 
WHEELS 





COME MARCHING HOME 


It will be a day of rejoicing for all. And a inet : 7 
there will be thousands of these boys | 
who, even in foreign lands, enjoyed the 


thrills of roller skating on the famous t . f 
“CHICAGO” Skates. They’ll wanta ! . 5 f | 
pair for themselves, their wives and | m { | 
their kiddies. ar 7 § 


eG SCOUT Meant: 
FLYING. sae, | Coote 


The well known and world famous 
“CHICAGO” Roller Skates will be 
available just as soon as it is possible 
to make them. We are getting set to 
meet the big demand we know will 
come, when reconversion problems 
have been solved. a 


CHICAGO ROLLER SKATE CO. 


orid's Greatest Roller Skates for Over 40 Yeors 








4456 WEST LAKE STREET od ihew \clomm Gal, lelb’ 





HARDWARE AGE 

















Ne‘ 





| down to 
4 inchee 


stored ‘n 
lulu space 


) aize. 4 
AMECLEr ... 


felt >lay- 
‘face... 
pill, son- 
Iders for 
and ‘ish- 
ogarve 


| aucohol- 
inish 46. 


0 10, ILL. 
Tables 


O'S 


AGE 








Fil out your 
logue and xe 
a moving, profit-bultl 
ic Items: Lightweight. Colo 
st PEPPEI SHAKERS. Indestruc- 


PEPPER ae il 
a Pp 
NDIE PINS, COMBS ‘ Precision 


All true colors. 















. * 
a “ie .3 
year eee i eid 





Los 


. One 






o Export. 








FOR EARLY 1946 DELIVERY 






Orders are now being accepted for 
early 1946 delivery of many outstand- 

ing assortments in the Maestro Line 

of Ruby and Silver hand-crafted art 
glassware. Take advantage of this 
opportunity to be among the first to re- 
ceive new stocks for spring promotions. 
Maestro—with its sales-winning combina- 
tion of radiantly glowing ruby-colored 
glass and rich, gleamingly brilliant, pure 
inlaid silver — is distinctively different 
-.. eye-catching and appealing ., . smart 
in its decorative charm. You will wel- 
come its return; will find it as popular, 
profitable, and fast-selling as before. 
Assortments include groupings of such 
numbers as cake plates, salad plates, relish 
dishes, bowls, trays, etc. Let us give 

you complete details .. . 


Century Melaleraft Conp: 4440 NORTH CLARK ST., CHICAGO 40 
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NOW-PIPE JOINT 
COMPOUND 


in Stick Form 


FOR ALL THOSE PIPE INSTALLATION 
AND REPAIR JOBS 








































NO LEAKS! 
Bhs ayn Always Ready For Instant Use 
ipe threads. It 
soread ond fis rea ECONOMICAL : 
hen turned. 
¥s HANDY... CLEAN y 
( 
Tested and Fully Ap- 
— Faces - 
Note these en aboratories on 
and Industry. tec 
FEATURES NO MESS | ‘ha 
% Withstands gasoline, NO BRUSH Vis 
oil, butane, propane, NO WASTE , / Vaco drivers take a firm om 
Freon, air, water, | | hold... fit the hand correct- Lig 
steam, acid, gas, brine. f } ly...do the job faster. ste 
: ASK YOUR There are 173 types, to 
* bene ot meted sige sal regular, and speci 
nuts, bolts, gaskets, turn- write | opt Write for 
buckles, etc. us catalog. 
%& Contains no lead. Contains no in- 
jurious ingredients. PRODUCTS co. ) 
Lake Chemica C. 325 E. ONTARIO ST. + CHICAGO Ii, ILL 


Copr. 1945 Conedion Werehouse: $60 KING STREET. WEST - TORONTO 2 ONTARIO 
618 N. WESTERN AVE., CHICAGO 12, ILLINOIS Lake Chemical Co, 








ra 
f 


we: ILLB UO 4 


ALi 
‘iy Oe} 


go 


Be ta 








UALITY stands guard 
@ when you use or spec- 
ify ILLBRONZE PRODUCTS. 
For over half a century 
ILLBRONZE has been prov- 
ing to millions of users that 
the best is always the 
cheapest. Vie have only 
one aim —to produce the finest in protective coatings. ILLBRONZE costs you no 





| 


-~A-> 
& | 
4-5 


more than ord’nary finishes — because ILLBRONZE quality is the truest economy! 


ILLINOIS BRONZE POWDER CO.,INC. Dept.6N 2015-29 South Clark St., Chicago 16 








ALUMINUM & BRONZE POWDERS - ALUMINUM PASTE - INDUSTRIAL & AUTOMOTIVE LACQUERS and SYNTHETICS 
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Greatest 


Wee 
~AHand Tools 
| + ees 


4 HANDS 
OFF 




























SUPER PLIER 


4 ACTION 














Gives 
4 Hand 
Ton Grip! 











Double-Lever Action 


Gives | Hand 


TON-G RIP 





Does more things, easier 
and quicker, than any other 
tool! Remains locked to the 
work with hands removed. Holds 
anything, any shape, with a grip 
that never slips. Is actually Hand- 
Vise, Clamp, Super-Plier, Adjustable 
n End-Wrench, Pipe Wrench, Locking- 
' Wrench and Toggle Press—ALL IN ONE! 
Light, trim, handsome. Made of fine alloy 
steel. Zinc plated. 2 sizes—7"' and 10". 
oO Sold through tool jobbers and dealers. 


: PETERSEN MFG. CO. 


Dept. ~D-11, DeWitt, Nebr. 


VISE-GRIP 


ene WRENCH 





pM deh i 


THE WORLD’S FASTEST SELLING CAN OPENER 


Vaughan's No. 170 
SAFETY ROLL JR. 


Over 50,000,000 Safety Roll Jr. Can 
Openers have been sold and we are 
pleased to be able to offer this popular 
number again. Sturdy and strong, all 
steel and retails at a low popular price. 








(p= 


VAUGHAN NOVELTY MFG. CO. 


“‘World’s Largest Manufacturers of Can Openers and Bottie Openers” 
3211-25 CARROLL AVENUE CHICAGO 24, ILt., U. S.A. 


TWIN PROFIT 











OR THINGS THAT STICK OR SQUEAK 


DOOR-EASE ig'| 


Stunless Stich Likricant 


90008] 


ADVERTISED | | epee 
COMPANION PRODUCTS | | 


LUBRICANTS NEEDED IN EVERY 
HOME, OFFICE AND SHOP 


Colorful Action- 
Compelling Displays 
CONSISTENT PROFIT PRODUCERS 
That Sell on Sight 


Penetrares 
Lusricates 
*RUSTPROOFS 


oS THAT STICK OR SQu THONGS Tal STICK 








AMERICAN 


Tole) 2 7%.) 3 








STAINLESS STICK 
LUBRICANT 


Order Today ! 


FROM YOUR JOBBER 


DRIPLESS OIL 


Penetrates, lubricates, rust- 





r windows. drawers, doors 
etc Stops binding, sticking 


squeaking. Nothing else like it 
Attractive 3 Color 
Display with 1 Doren 
Sticks per Display. 


Sells for 10c a stick. 
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proofs. Won't drip at 
200° F. Won't gum at — 
20° F. A stream or a drop. 
New 3 Color Display with 
Each 2-Doz. Dealer Carton 
Sells for 25¢ a can 


Oy 4a OF Na | 
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DOING OUR BEST 
TO SUPPLY YOU 


We've added 50,000 square feet of floor space to 
our already large plant ... we’re doing our utmost 
to speed reconversion and obtain hard-to-get ma- 
terials . . . but right now the demand for new, 
postwar H-I fishing tackle far exceeds its produc- 
tion. Therefore, until the time comes when con- 
ditions permit H-I to again manufacture unlimited 
quantities of fishing tackle, our production of 
many items (especially rods and reels) will be 
rationed so that the available supply may be fairly 
distributed. 





HORROCKS-IBBOTSON CO. 


Utica, N. Y. 


Manufacturers of the largest line of Fishing Tackle 
in the World 











| 
| 


| 








NEW PORTABLE WELDER 
SALES SENSATION 
IN HARDWARE STORES!! 


For easy sales and 
comfortable profits 
there hasn’t been any- 
thing like the “SPIT- 
FIRE” Welding-Braz- 

ing outfit in a long 
“ time. Homeowners, re- 
pairmen, house super- 
intendents, mechanics, 
farmers, hobbyists all 
are live prospects. 
Dealers say when they display an outfit in their 
window or on the counter—men of all ages stop, look 
and buy. Lists at only $19.95 complete with all acces- 
sories and illustrated instructions. Operates AC-DC, 
110 Volts. Does excellent light work. Ask your local 
distributor or write for information. We'll tell you 
about our sales-building 50/50 cooperative advertising 
plan for dealers. 


Sold Nationally Through Established Distributors. 
SPITFIRE TOOL CO. 


33 PARK PLACE NEW YORK 7, N. Y- 
ES AMIE LPL LES CTL AA ARE RSE ENO EE! AE 












HARDWARE AGE 
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Something You Can Get Now 
Something You Can Sell Now 


M=-Q@ SEWER CARTRIDGES 
DESTROY ROOTS CHEMICALLY 
KEEP SEWERS OPEN 











Pat. 2,251,080 





AAA Seale ZZ7Z2 


TE, 
mS 
’ 

SS zest 


One of the most prevalent, annoying and expensive problems 

a home owner has to cope with is a clogged sewer. MQ Sewer im 

Cartridges give absolute protection against roots and other ly LO) ‘6 

pesky organic matter at an almost unbelievably low cost. They ' 4 

destroy obstructions chemically, and eliminate all the bother, 

mess, worry, and expense usually entailed in opening clogged { 

sewers. Simply flush them down the toilet, and they lodge at { ht 

the point of trouble and immediately go to work. Aj A \ \ | { 
Advertised nationally. Just display MQ Sewer Cartridges 

on your counter or table along with a display card we furnish 


you, and people buy this product on impulse. WH ER if 
Price is $12.00 per dozen cartons. Use this convenient reply 
coupon when ordering. TH a D - fi L t R 
Weinco Industries, 486 Jackson St., St. Paul, Minnesota 
Please send me by prepaid express ______ dozen cartons of M-Q 
SEWER CARTRIDGES @ $12.00 per dozen. 
0 I scotch isocanectchinaoeai 


RK 7) JOBBER'S NAME Ce ee ON 2 yA | @)°4 HARDWARE 


WEINCO INDUSTRIES, 486 Jackson St., St. Paul, Minn. 


Packed 6 to a carton 
Retail at $1.50 
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pence i, 
JER YEAR- ROU ND PROFIT LEADERS Demand, volume, acceptance—are golden 
; words to the hardware dealer. They are 
| from the Fast-Selling the basis of sales and profits. 
’ hl e ° McKinney’s timely advertising cam- 
Ss as Time Tested NOTT Line paign to home owners, architects and 
builders, supporting good building prac- 
= - piety a tice and urging them to allow “2% of the 
poomte Cumomer ane He you~ , contract price for hardware,” is helping to 
“SPIT. months of the year. There's create greater demand and better volume 
br taal “Their Lost Meal’ asure kill for every seasonal by directing proper attention to good 
: long ots pest—be sure you have the hardware in homes. That’s where the 
ners, re- R at-N ; complete line. Dealer comes in. 
. super- MOUSE-NOTS Nott Products offer you McKinney Hardware has been accepted 
chanics, : NoTS easy and profitable sales— everywhere as a standard of high quality 
‘ists all mote! and your customers an eco- for over 80 years. Display McKinney 
ng ae p : nomical, easy-to-use, and Forged Iron designs for home building. 
, 1 “i AT-Nor- efficient exterminator. Keep close to McKinney—it brings profit- 
> = ASTE able business. 
ll acces- -NOTS Check your stock, and 
AC-DC, ROACH-N” order NOW —don't lose this 
ur local ANT. x chance to make easy profits. ron _ ‘ Ff ad the nee Die 
ell you ; 7 aig = samssio ~ 
e- i aia on inges — Uuseyu 0 
ertising Ne aan Write for latest Catalog Sheet, — hist bai flr. Weed far 0 debe, 
that STOP your customers. Dealer and Jobber Discounts. = 
butors. 
NOTT MANUFACTURING COMPANY McKINNEY 
MT. VERNON, N. Y. SINCE 1865 
7, N. Y. | MANUFACTURING COMPANY 
pres aE PITTSBURGH 12- PENNSYLVANIA 
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CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 
CHAIN FITTINGS 
CLAW EMERGENCY TIRE CHAINS 
CLAW TIRE CHAINS 
CM LIBERTY COIL CHAIN 
CM LIBERTY MACHINE CHAIN 
CONVEYOR CHAIN 
DREADNAUGHT TIRE CHAINS 
DIXIE TRACE CHAINS 
HARNESS CHAIN 
HERC-ALLOY HEAT TREATED CHAIN 
HERC-ALLOY SLING CHAIN 
HERCULES STEEL LOADING CHAIN 
HOISTING CHAIN 
INSWELL BBB COIL CHAIN 
INSWELL PROOF COIL CHAIN 
INSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR CHAIN 
TIRE CHAIN ACCESSORIES 
TOW CHAINS 


AUTOMOTIVE ... AGRICULTURAL... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 
it could be possible that by the time this advertisement appears we may 
again be in position to start filling dealers’ orders completely and promptly, 
as we did prior to December 1941. In any event, we here are very much 
aware of the peacetime job that lies ahead and how important it will be 
to all our dealer friends to have a dependable source of supply for quality 
chain. You can count on CM...as always. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


General Offices and Factories: 


126 FREMONT AVENUE, TONAWANDA, NEW YORK 
Sales Offices: New York, Chicago, Cleveland, San Francisco 
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@ Deluxe Model, 
Double Plated, 
Highly Polished 


@ Tubular Bail 
Adjustable for 
101 Positions 
and Uses 


. @ @ Tarnish-Proof, 
Focused-Beam 
Reflector 


$475 
LIST 


© 


TENTED postwar PORTA-LITE today! Seven 
sales-making features, the handiest portable 
electric lantern ever devised. Minimum weight 
with maximum utility. 101 uses . . . in home, store, 
office and factory, for sportsmen, trainmen, motor- 
ists, truckers, farmers, boy scouts, watchmen, etc. 
Weighs only 29 ounces. Uses 2 or 4 flashlight cells, 
the only type battery replaceable anywhere. New 
patented circuit eliminates corrosion due to elec- 
trolysis, prevents faulty contacts, adds years to 
life of lantern. Beautiful, streamlined all-metal 
case. Weatherproof, fool-proof switch. PORTA- 
LITE is a volume seller, a profit-making traffic 
builder. DEALER PRICE: $38.00 
per dozen F.O.B. Packed 12 to case.que 
inimum order 1 doz. Shpg. wt. 24 Ibs 


MASON-WILLIAMS CO. 
Dept. A-12, 663 NO. WELLS ST. 
CHICAGO 10, ILLINOIS 











1 
ay — ORIGINAL 


“PERFECT CLINCHING” 


HOSE COUPLINGS —~ » 
AND MENDERS \= “4 \ 


Never blows off even under heavy 
pressure. Easy to apply. Just slip into 
ends of hose and hammer down. Long 
reach, non-cutting fingers. Self-fasten- 
ing on any ply 
hose. No bands, 
bolts or wires re- 
quired. Order 
from your jobber. 


MFG. CO. 
PEORIA, ILLINOIS 
HARDWARE AGE 















etc. 


pered recess — 
will not slip 
out, or work to 
one side. 


HDWE. 





SOUTHINGTON 
SCREWS 


for Wood or Metal 
Southington Wood Screws, Drive 


Screws and Sheet Metal Screws 
liave upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 


Send for screw 


""@ 


PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 


Driver fits se- Y 
curely into ta- 


Supply the in- 


creasing de- 


mand for these 
modern, time- 
saving screws. 
All standard 
sizes. 


THE SOUTHINGTON 
MFG. 
scr SOUTHINGTON, CONN. j5c7 


ce. 














‘$ 


FLOOR MODEL 





—they sell on sight! 





FG. CO. 


1502 N. BROADWAY 





RE AGE 


WALLS and DRAPERIES 
sitll KEPT CLEAN with 


ile SHIELDS 
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WALL MODEL 


HOUSEWIVES WOULD RATHER 
HAVE THIS THAN THIS! 






Adjustable—to fit any size of hot air register. Special treated 
mesh filters are removable and washable. Handsomely de- 
signed, sturdy pressed steel construction. Complete with easy- 
to-attach clamps. Stock and display Sinclair Register Shields | 


Send for Illustrated Folder and Details 





ST. LOUIS 6, MO. 
































36 single boxes 
to this compact 






counter display 


LUCKY STRIKE 


Lavelle Rubber Companys Chicago 











Quick Sellers : GOOD PROFITS 


QUALITY THAT MAKE AND HOLD CUSTOMERS 





















LINOLEUM COLD 

Dain PASTE | WATER s 
= Ready f _ 3 
| Z| Ready for use ¥ 
isaaia@e for laying and ae Bg 
| > | patching. Also g 
Sas | . | Does not 24) 
——= used on drain shrink — | \% Ff 
boards and stair peel or |{ oe oe 
treads. crack. — A 
Packed: Packed: iA 

Pinte— Quarts—Gallons I—2% & 

. 5-lb. car- 
The Old Reliable tons. Also 2—S—10-4b. Bar: 











CONSUMERS Beushes 
CRACK Need the q a 
ineoneype Best of BRET A Lt bee 
Mixes smooth, LS 
dries hard and DAISY 
stays put—will 
not chip, erack, will do that job. 


Retsil: J 
3-ez. cartons 10¢ 
12-oz. package ..... 25¢ 


Packed 1 ernee ta the ence 


«hrink or peel. 
Fille holes, cracks or breaks 


in wood. «tone, etc. 
5-02. and 1|-lb. cartons. 








CONSUMERS GLUE COMPANY 
SINCE 1906 
ST. LOUIS (18) MISSOURI 














a a A 
“Stanho”’ fe 


WOODRUFF KEYS 





PI 
STRAIGHT PINS —— 


COTTER PINS 
MACHINE KEYS (‘ALL TYPES) 


HORSESHOE NAILS 


ct? “KOOLHEAD” 
of” #0 she 


yo" FOUNDRY CHILL NAILS 


SPIDER CHILLS 


4° 
C 


SINCE 1872 


STANDARD HORSE 
NAIL CORPORATION 














mect ALL DEMANDS 


CONGRESS 
PULLEYS 


BIG 50 PULLEY 
ASSORTMENT IN 
?7 POPULAR SIZES 


Your Cost — $15.00 
Your Profit—$11.40 


3 COLOR DISPLAY 
With Mounted Pulleys 





Get this complete deal from your jobber—the complete 
assortment, 50 pulleys, individually packed in three 
colored, eye-catching, dust free boxes. Sizes from 1!/2" 
to 5" dia. Includes 27 popular sizes and handy inven- 
tory control card. Handsome 3 color display, 19" x 13” 
included. Congress Pulleys are superior in performance, 
design and finish. Your best bet for customer satisfac- 
tion and repeat sales. 


Write for name of nearest jobber 


CONGRESS DIE CASTING DIV. 
Detroit 12, Michigan 


y 











NEW BRIGHTON, PENNSYLVANIA 


STEVENS 


NO. 555 LINE LEVEL 








The Little Level with the Big Sale 


Stevens No. 555 Line and Surface 
Level is made of hard drawn %” 
hexagonal aluminum tubing, 3” 
long, nickel silver hooks, weight, 
each 1% oz. 


Packed 12 to display box, weight 
per dozen 9 ozs. List price, each 


50 cents. 





















E.A. STEVENS LEVEL Co. 


Newton Falls, Ohio 
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“GIMME BRIDDELL’S” 


say clam-wise fishermen 





















Le 
SN 
SleaSTs 


Pretty near everywhere that clams are 
harvested you'll find Briddell rakes in use. 
Some prefer our Jersey style, shown here; 
others want the Virginia version. Both, we 
want to say, are “Crisfield style’’—made 
right by Briddell of Crisfield to do a job for 
working folks. Add to high-carbon, oil- 
tempered steel Briddell’s careful, know- 
how workmanship, and you have a sea- 
food tool to be relied on. 

As with clam rakes, so with all the other 
Briddell hand tools for the fishing and 
hardware trade—they’re built to serve a 
working man long and well. Briddell work- 
ers see to that. For more details ask your 


supplier. 


Flag awarded January 4, 1944 Stars awarded June 24, 1944 
and Janvory 13, 1945 


WARTIME MAKERS OF ROCKET PROJECTILES 


KEEP ON BUYING WAR BONDS 
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Crisfield, Maryland - 
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‘Special - 3 ROLL - Deal 






| ALL WOOD 
| DISPENSER 


RACK 


World's ko Wp 
FASTEST SELLING 


GLASS SUBSTITUTES 


| Double YOUR Sales—Triple YOUR Profits with this Special 

| Deal—50 sq. yds. of SOL-O-LITE—15 yds. NU-VIA GLASS 

| cellulose acetate reinforced with cord fabric—25 sq. yds. of 
GLAZ-FABRIK. Dealer cost only $21.95. Sells for $32.80. All 
nationally advertised and sold by most of the better stores. 
A grade for every demand—a better margin for dealers. 





SOL-O-LITE 
XTRA-HEAVY 
s0l-O-LITE SEO OUARANTEED 






TWO FULL YEARS 
Admits more health- 
ful Ultra-Violet Rays 
than other Glass 
Substitutes as proven 
by experimental tests. 
Has 124 pre-shrunk 
threads per sq. inch. 
Impregnated with 
a patented weather- 
proof composition, 
that will not run or 
discolor with age in 
service. Feet, yards 
and inches marked 
along the edge. 


25-50-100-Sq.-Yard ROLLS—RETAIL PRICE....... 35c Sq. Yd. 
SEO PET ee rrr re ree mre 23V2e Sq. Yd. 


—$<———__— 
400K FOR THE NAME 

GLAZ-FABRIK 
“MADE UPTOA 
STANDARO,NOT |, 
DOWN TO A PRICE 


WHIONT W4/O0 par 100 Sy Wty 


Painreo On EVERY YARD 


} 
| 400K FOR THE NAME 
| 
| 








2 FULLYEARS J cat’ 
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GLAZ-FABRIK 


Veryinexpensive, 
weighs over 46 pounds 








per 100 yards, making 
it durable and better 
than average. Made up 
to quality standard, not G 


down to price. 





25-50-100-Sq.-Yard ROLLS—RETAIL PRICE........ 27c Sq. Yd. 
I od oos.c¢couacs ads csue tease oa 18¢ Sq. Yd. 
NU-VIA GLASS 
Glossy, transparent 
material, clear as 


glass. Made of heavy 
cellulose acetate, re- 
inforced with tough, 
strong cord fabric. 

15-25-50-Sq.-Yard ROLLS—RETAIL PRICE........ 57¢ Sq. Yd. 
EE ME neo. 5.6:6.6.04000604000.04060040005 36c Sq. Yd. 
FREE SELLING HELPS... . . Window Displays, Counter 


Cards, Circulars, Newspaper Mats, Sample Cards, etc. Write us. 
DISTRIBUTED BY RELIABLE JOBBERS EVERYWHERE 


SOLO-LITE 


MANUFACTURING COMPANY 


4301 North Ave. Chicago 39, Ill. 
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Product Quality PLUS 


Something More 
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For over three-quarters of a century, 
. H&A has been making quality cordage— 
selling in the same markets. Consider that 
record, Such a business span cannot be 
built on product quality alone. It betokens 
in addition, that many people for many 
years have found H & A a good organiza- 
tion to deal with. This means that you can 
rely on H & A Rope, backed by the H & A 
spirit of service, to give the utmost in satis- 
faction. 


The Makers of H & A “Blue Heart” Manila Rope 





THE HOOVEN & ALLISON COMPANY 
XENIA, OHIO 


“Spinners of Fine Cordage Since 1869” 


Branches: 


Kansas City, Mo. — Omaha, , Neb. — Minneapolis, 
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Minn. 





_of Tank Heaters” 
| Standard the country over! The favorite 


















fits G 


a pmerice s Finest Line 


water tank heater for stockmen every- 





MODEL 





where, because they provide greatest pos- 

sible heat radiation below the water line. Cc §--5 
Siphon feed assures steady flow of fuel, IN 
steady heat. No wicks, or burner to get _— ss 






out of order. Used also for brooder stove, 
hot dip tanks, space heater, feed cooker, etc. 
Efficient! Economical! Oil Burning! 
Burns all kinds of fuel oil. Equipped with 
detachable fuel tank, weather shield, and 
adjustable smoke pipe with revolving hood. 
Complete line. All steel or cast iron. 
Order Now! Get In Ahead Of 


The Rush! Write For Boveri. 
tive Literature and Prices! 


GUGBROGIG MANUFACTURING COMPANY 


211 Main Street GEORGE, IOWA 


with 5” flue. Mod- 
els for every pur- 
pose. Retailing 
from $18 up. 














Pincor Blue Diamond and 
Pincor Gold Crown gasoline 
electric generating plants, 
have afforded thousands of 
users a source of DEPEN- 
DABLE POWER for Home 
use, on Farms, in Mines, on 
Construction Jobs, and in 
Industrial Plants. Today 
these rugged Pincor Units 
are serving on the Fighting 
Fronts of the world where 
DEPENDABLE POWER 
IS a NECESSITY. 





PINCOR 


Products for Post-War 
Dependable Pincor 
POWER LAWN MOWERS Sees Sieatnen 
HAND LAWN MOWERS available in eithes 
AC or DC models 
POWER PLANTS and as Battery 
WATER SYSTEMS Charging units. 


BATTERY CHARGERS 


| PINCOR 


BUY BONDS - 








Write for Details Today! 





PIONEER GEN-E-MOTOR 


CORPORATION 


| 
3 


NEw VORP uga 


NEw YORK 


HARDWARE AGE 





| 














ALL Of 
FILLED 
SEQUE! 

a 


WRITE, 
OR PH 
FOR F 

a7 


CATALOG 
AND MAT 













AS op artists a eee) 
















/MPANY 


RGE, IOWA 








[Larson] 
No. 44 Spring 
Sash Hanger 


¢ Easily installed from in- 
side. Sash can not blow 
off. Packed complete set 
in display carton with in- 
struction sheet. 











Can 
Be Used 
with 
No. 55 
Sash 
Operator 


* 


RIGHT 


Hanger 
Installed 
on Sash 







































STERLING, ILL. 


SEE YOUR JOBBER 





CHAS. O. LARSON CO. 




















cs 


wc all steel construction 


STROLLER-WALKER 


x Sturdy, All Steel Construction—Built To Last 


x Rubber Tire Steel Disc Wheels 







% Rubber Covered Bumper 


Floor Board an 
for Walker 


NX % Wooden Play Beads in Assorted Colors. 


* Attractively Finished in Blue and Ivory C 
bination 


om- 

















ALL ornvers ¥ 
FILLED IN 
SEQUENCE 


oF 
WRITE, WIRE 
OR PHONE 
FOR PRICE 
e 


Oy se rr 4 I 
CATALOG SHEETS —— = 
AND MATS FREE 





ALLIED CABINET CORPORATION “= 


32 WEST RANDOLPH ST. CHICAGO |, ILLINOIS 


NOVEMBER 8, 1945 











4d Handle Quickly Removed }® | 


ORDER NOW: 


SMART NEW 
4 
C" 


The Originators of 


All-Plastic Chime Design 
| Offer 2 Strong Lines 


POPULAIRE and 
SYMPHONIQUE 


@ Smarter Stylings 
@ Duo-Color Finishes 
@ Richer Lingering Tone 












@ Synchro-Tone Timing 
@ Lifetime Service 


.. backed by NEW 
MERCHANDISING 
COOPERATION 


. to help you 


get maximum 











chime business 











Nation-wide Distribution through Leading Wholesalers 











CHIMES 


AMERICA'S ky) FINEST ELECTRIC DOOR 


MELL-O-CHIME AND SIGNAL CORP. 


Originators of All-Plastic Chime Design 
119 South Jefferson Street, Chicago 6, Illinois 


National Sales Representatives 


Hatheway & Co., 75 Montgomery St., Jersey City, N. J. 











DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


increase your profits. Join the swing 
to Dearborn, the complete line o@f 
vented and unvented heaters offering 
outstanding Safety and Convenience 
features plus Matchless Performance, 
It’s the Quality line that leads in sales 
from coast to 


FEATURES THAT SELL 


Ultra-smart Appearance—Air Insulated 
Cabinets—Hi-Crown Burners — Auto- 
matic ghting—Syphonaire Chassis— 
Super Glo Radiants — A.G.A. Ap- 
proval, These are features that make 
Dearborn heaters truly Outstanding. 
They Offer a Talkable — Visible and 
Saleable difference. 


WRITE FOR LITERATURE 


sone “1 swown wore || AIR COOLED CABINETS 


may be applied to either | 


a 
FA wood or hollow-metal | Jor Safety 


"MICHAELS PRODUCTS > 


for your future plans 




















/ ad, or 
bevel doors. Or as a stop bead, Alr Insulated Cabinets end tke fire hasard. The cabinet never - hot. Yes, - 
at bottom of doors. ean install it against the wall—tight. No b 
| tains. No seared fingers. No burned The ” chassis is “the 
| secret. It’s patented. Desrborn’s famous cool cabinet ia 6 sae 


adjustable Astragals lina 


NAT. 
| MFG. 
| Mix. 








BUT. 
eas 





oo 2 


| FAMOUS HI-CROWN BURNER 
| with Blue Flame Pilot Light 


ALL Dearborn Heaters have this costlier but definitely superior Hi-Crown Burne 
and Blue Flame Pilct Light. You get umequalled burner performance plus the 
convenience and safety of Automatic Lighting. 


DEARBORN STOVE COMPANY 


3256 Milwaukee Ave., Chieago, I1!. 3625 S. Grand Ave., Les Angeles, Calif. 


-— 


























Type “E” Mortise Astragal may be applied to bull-nose hol- 


low-metal or wood double doors, or at bottom of doors. i. 
_\ —_—_ 
—_— 


Michaels Adjustable Astragals are “naturals” for T 
Ay 








BQN 
hardware dealers. Made of extruded bronze or OA 
nickel, they are designed to compensate for ex- 


pansion or contraction of doors and to keep them 





closed as tightly as possible. They prevent draughts, 


air currents, and help to keep out dirt and dust. A » CA D E DA M oi E 4 s 


Michaels Astragals are simple, practical, rugged; 
easily installed and adjusted, and are available in The all-steel spindles of Arcade 
Dampers have extra strength 
and make it possible to grind 
sharper points . . . they pierce 


several styles for any type of door. Send for litera- 


ture containing complete details and specifications. 








OTHER MICHAELS PRODUCTS pipes very easily. Made of cast 
Fixtures for Banks and Offices Grilles and Wickets iron ... accurate in S1Z@ ... 
Welded Bronze Doors Kick and Push Plates 4 : 
Elevator Doors Push Bars smooth in finish. 
Elevator Enclosures Wrought Iron and Bronze Lighting 
Check Desks (standing and wall) Fixtures * h 
Lamp Standards Wire Work the 
Marquise Cast Thresholds me 
Tablets and Signs Extruded Thresholds fre 
Name Plates Extruded Casements and Store ARCADE MFG co 
Railings (cast and wrought) Front Sash ng = 
Building Directories Bronze and Iron Store ee | 1201 SHAWNEE ST. 
Bulletin Boards Bronze Double Hung Windows an 
Stamped and Cast Radiator Grilles Bronze Casement Windows FREEPORT, ILL j 


bli 


THE MICHAELS ART BRONZE CO.,Inc., Covington, Ky. 
Manufacturers since 1870 cancer a earn __ D R C D [) a ees C 


HARDWARE &£ TOOLS 25¢ 
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» SAFEST 


ATERS 


Join the swing 
mplete line of 
heaters offering 
nd Convenience 
is Performance, 
at leads in sales 


AT SELL 


-—Air Insulated 
sSurners — Auto- 
naire Chassis— 
— A.G.A. Ap- 
ures that make 
y Outstanding. 
— Visible and 


TERATURE 


NETS 


bot. Yes, you 
) scorched eur 
chassis is th- 
& major con 


But. 
PRO. 
han 
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Crown Burne 
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TESTED 


The name DASCO ona 
tool stands for the quality 
and craftsmanship that 
will mean longer service and 
finer work. You'll find chisels, 
punches, drills, nippers, screw 
drivers, staple pullers, wrecking 
bars, and numerous other fine tools 
bearing the name DASCO. 


Sold by Leading Jobbers 


DAMASCUS STEEL PRODUCTS CORP. 


ROCKFORD, ILLINOIS 


j 
4 



































ye 1 Gustomet 


\y Be svi 
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W.. 


machines, oil burners, power tools. and other home and shop 


of electric 


millions washing 





appliances in use, the V-Belt replacement business has become 
big business. And much of itis going to the retail hardware store. 


Are you getting your share of the profits now being made? 








PULLEY DISPLAY 


will help You 
make Sales 


A $15.00 
Value 
for Only 
$7.20 


| tisk Your Jobber About — 


the No. 50 Display Board. A complete assort- 
ment of 24 pulleys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 


All pulleys are for “A” belts and come in 34” 
and 5%” bores. 








Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St. CHICAGO 12, ILLINOIS 





The CHICAGO.“V"-BELT | 


The Display Board is finished in red, white und 
blue and has space in the rear for additional sizes. | 


You can. And this specially selected Gilmer “Eye-Ful” Tower 
-Belt Assortment has everything you'll need. The 35 V-Belts 
which it contains cover 887 applications. 


The Gilmer Assortment goes to you complete with selling 
accessories for only $21.01. and returns you a profit of $14.01. 
| Put it to work earning that extra profit now. Just fill out and 


H. GILMER COMPANY 


Tacony, Philadelphia 35, Pa. 


Division of United States Rubber Company 


| mail the coupon below. 


Mm 
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Qar close supervision 


of every detail results 


lit 
are the product oe in anexcelled quality 
j America’s Larges — _qurability—econemy: 
e . 
controlled 
They are Riege 
mills. . raw cotton — 
—ip one plant from 
to finished glove. K£z) 


For Ever¥ Job” 


wy. 








Things stuck together with Rogers famous fish 
glue stay stuck. And dealers everywhere stay 
with Rogers because our policy never changes. 
All sales are through independent hardware 
channels exclusively. Profits are always certain. 





GLOUCESTER, 


MASS. 
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GLAD RAG Silver Polishing Cloth 


#2 and $7 


GLAD RAG Furniture Dust Cloth 


#4 ond git 


GLAD RAG Auto Wiping Cloth 


#15 


GLAD RAG Window Wiping Cloth 
GLAD RAG w. 


Woodwork Wiping Cloth 
fie 






























GLAD RAG PRODUCTS CORP. 
me. F 








305 £. 43rd S?., 





New York 17, 


















Follow the LEADER 
In “Want Ad” Advertising— 


In every trade there is always a leader. In 


the Hardware Trade it is HARDWARE 
AGE. Classified as well as National adver- 
tisers have found it out. 


Year after year HARDWARE AGE has led 
its field in the volume of classified as well 
as display advertising. Its classified col- 
umns bring together buyer and seller, em- 


ployer and employee. 

Those who contact the hardware trade 
know from experience that HARDWARE 
AGE is the logical medium to use to secure 
RESULTS from their classified advertising. 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 














HARDWARE AGE 
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INDUSTRIAL 


CASTERS 


@ SPEED UP PRODUCTION 

@ SAVE MAN-HOURS 

@ MODERNIZE METHODS 

@ BRING WORK TO WORKER 
@ PROTECT FLOORS 

write for particulars 
FAULTLESS CASTER. CORP. 


Evansville, Indiana 





Branches in Principal Cities 


it Takes GOOD FENCES 
for GOOD FARMING! 


As the nation’s soil fertility must be maintained through proper 
crop-livestock rotations, the government continues to release con- 
siderable tonnage ci steel for farm fence. 


Keystone’s present fence, while not trade-marked RED BRAND, 





; ==> Is tops in quality. 
Because of 
55 Years | KEYSTONE STEEL & WIRE CO. 


are Satisfaction | PEORIA 7, ILLINOIS 


i Fence Users will continue to 
“Look for the Top Wire Painted RED” 
















You sell safety aud durability 
when gau offer 


IRON HORSE 


BRANO 


OILY WASTE CANS 


Constructed in accordance with Un- 
derwriters Laboratory Specifications. 
Approved by Associated Factory 
Mutual Fire Insurance Companies. 
Reinforced top—extra strength to 
stand up under rough treat- 
ment. Gravity closing for safe- 
ty—can’t stay open. 

Opening mechanism hugs can ex- 
terior—no place for clothing to 
catch. 


Man-size handles—securely rivet- 
ed, make moving and handling 
much easier. 


Full apron body amply ventilated for 
cir circulation. Firm foundation 
eliminates tipping. Constructed 
of galvanized steel. 


ROCHESTER CAN COMPANY 


82 GREENLEAF STREET ROCHESTER 9, N. Y. 


NOVEMBER 8, 1945 















The Hack Saw Frame That 
“CUTS AROUND CORNERS” 


As shown cutting a feed line inside an aircraft 
wing section, this sturdy saw frame makes cuts 
impossible with conventional frames. The K-D 
No. 99 is a one piece noncollapsible all steel frame, 
quickly changed to take 3”, 6”, 8”, 10” and 12” 
blades. One 3” and one 12” blade furnished. 
Ideal for Maintenance 
Engineers, Plumbers, 
Janitors, etc. From your 
Hardware Jobber or 
direct from the factory. 


SP 
Roel 


Write for full information about other K-D Hard- 
ware items: Ratchet Wrench Sets, Pliers Sets, ete. 


LANCASTER, PENNSYLVANIA 


25 years of ‘‘Making Hard Jobs Easy” 








QUiCKE the new 


HAND CLEANER 
that removes GREASE, GRIME, PAINT 
without the use of water! 


Gentle. Quick acting. 
Fortified with Lanolin 
and Vegetable Oils. 
Prevents chapping. 


Territories open for 
live-wire re presenta- 
tives. 


TRY IT YOURSELF! 


uicxet 





Mail this coupon to us for a free sample jar of Quickee. 
TUDOR PRODUCTS, INC. 
305 East 43rd Street, New York City 


Your Name 
Address 
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SARPENTERS — | = = NASQNS + ” 
roe, “NAYES LEVETS a 


= 
\ey ——AND ALUMINUM 


MAYES GUARANTEES apa al amt, sa 8 
ASK a DEALER *AND DURABILITY - - CATALOG FOR 


mavestoors MAYES BROS.TOOL MANUFACTURING CO. Inc. idioms MicH. - ~~ 


FINEST QUALITY - LOWEST PRICE 


PRECISION 
GUN BRUSHES 


















Phosphor-Bronze or Bristle 






All popular sizes for rifles, shot- 
guns and revolvers. 





Ask your jobber—or write direct giving name of your jobber. 


THE MILL-ROSE COMPANY 


BRUSH SPECIALISTS FOR 25 YEARS CLEVELAND, OHIO 


































the original 
glass-top fuse 


ROYAL ELECTRIC CO., inc. 


PAWTUCKET => RHODE ISLAND 


WIRE + PLUG aad CARTRIDGE FUSES 
CORD SETS + TROUBLE LIGHTS 
* CHRISTMAS LIGHTING SETS »* 


PYREX | 


ance GLASSES 
30,000 DOZENS 


A complete stock for immediate delivery of 
CORNING STANDARD, PYREX HIGH PRES- 
SURE, PYREX RED LINE and PYREX BROAD 
RED LINE GAUGE GLASSES. 





Machine facilities available for special lengths. | 
Also Glass Cylinders, Oil Cup Glasses, Lubri- 
cator Glasses, etc. Write, wire. or phone. | 


SW LET camaro | 








* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLT OWN. IOWA 





| FOR YOUR HOME WORKSHOP DEPT.! 







AND AL OMINUM ee y 
a 


ASKING 





DON'T KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 







"Lifts from 1000 to 3000 Ibs. with ease." 


ELECTRIC ELEVATORS, HAND ROPE 
ELEVATORS 





DUMB WAITERS 


Davis & Newcomer Electric Elevator Co. 


Write for Information and Prices. FOSTORIA, O. 














vee) bilabi, oa 


The Dexter Universal Lathe Chuck, a lever 
operated scroll chuck that sells at a price 
low enough to put it in every home work- 
shop. Sizes 2” - 6”. Accurate, strong, and 
serviceable. Built by the makers of the 





ORANGE * MASSACHUSETTS 





famous Dexter Valve Reseating Machine 
Now available for your customers without priority. Write 

today for dealer prices and full information. 
THE LEAVITT MACHINE COMPANY 





(MARSHALLTOWN) f 





When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes It?" 
look in the General Directory Section of the "Who Mckes It?" 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item — 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphatetically in the same list. Keep your “Who Makes It?” 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York City 






































HARDWARE AGE 
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N Sereen Door Brace No. 60 N 
O Another popular Champion item to add ‘e) 
to your screen door hardware list for a 
D successful 1946 season. 
R Two sizes — 21 inch and 42 inch lengths. $ 


Packed 45 dozen in a case. 


A 
G THE CHAMPION HARDWARE COMPANY E 


Geneva, Ohio 


Champion 


— ——>—_—o 

















 DOBBINS MANUFACTURING CO. 
ELKHART, INDIANA 








With Gardiner Quality 


You'll win and hold the 
cream of the big, profitable, 
package solder market when 
you stock and display this 
nationally famous line. Ask 
your jobber for details on 
fast - selling Repair - All 
Household Package and 
leaders with |, 5 and 20- 
pound spool buyers. 


Ss 


i 
A SL 


4621 $. Campbell Ave., 











lida hike m 


IMETAL CO. 97 










Chicago, Ill. 





GENUINE AJB 


PRODUCTS 


Srerguthers 


a) , 4 
oO Lamda rd 


HARDWARE SPECIALTIES 
Overhead Conveyors, Conveyor Track, Switches, 
Tackle Block Hoists, Wire Stretchers, Weldless 
Chain, Chain Goods, Door Hangers, Door Track, 
Holders, Latches, Wrought Goods, etc., etc. 






Esta blished 1879 


atso HAYING TOOLS anp 
BARN EQUIPMENT 


‘Guaranteed to satisfy the user’ 
THE NEY MFG. CO., CANTON, 
BRANCH HOUSE COUNCIL BLUFFS, IA 


‘*VITAL CAULKING GUNS 


HAVE NO EQUAL" 



























Since 1912 these Orig- or i es ly hal 


inal Glazing and Caulk- | Ai fy ft (ts — 


ing Guns have ‘main- 
tained their quality and 

Unsurpassed for use “with tills or 
bulk material. 


leadership. 
A GUN FOR EVERY NEED 
All styles and sizes. Leakproof, easy to fill and operate. 





They help you sell caulking compound and plastic material. 
Repeat sales tell the story. Write— 


The VITAL Products Mfg. Co. 


7500 Quincy Ave. Cleveland, Ohio 














SILVER LAKE 


@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


NOVEMBER 8, 1945 


SILVER LAKE €0.; 





ANY @ 
\\ WY\4 


LOWER PRICED GRADES 
EDDYSTONE 
a 
NUCORD 
BENGAL 


| Mills’) — Chattahoochee, Ga. 


if Sales — 99 Chauncy St., Boston 














Classified Aduertising Rates 








Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $5.00 
All capitals, maximum 50 words..... 6.00 
Each additional word......... 10 


Positions Wanted 
(Special Rate) set solid, maximum, 
SP GED cccccccceccccececcesces $2.00 
Each additional word. eee .05 
Aliew Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY RATES 
$8.00 Per Column Inch 








DISCOUNTS FOR CONSECUTIVE INSERTIONS 
5% discount for 4 or more insertions 
Due to the special rate, these discounts do 
not appiy on Position Wanted Advertise- 
ments. 

REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every 
other Thursday. Classified forms close 15 
days previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















YOUNG MAN, 35, MARRIED, JUST OUT 
OF SERVICE, desires Position with Large Re- 
tail Hardware Concern Metropolitan Area. Has 
executive ability to manage store, if necessary. 
Fifteen years’ experience in hardware, plumbing, 
and electrical supplies. Address Box K-327, care 
of Harpware Ace, 100 East 42nd St., New York 
is me ¥- 





SALESMAN WITH INTIMATE KNOWL- 
EDGE of Hardware Jobbing and Hotel and Res- 
tavrant Supply Trade in twelve Southern States 
desires Position as Direct Factory Representative. 
Familiar with electric appliances. American, mar- 
ried, ten years on above territory. Own car. 
Address Box K-319, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 








POSITION WANTED—YOUNG VETERAN, 
5 years’ Inside and Outside Sales and Stock 
Experience. Experienced Correspondent, Executive 
Ability. Will locate anywhere if opportunity war- 
rants. Can furnish best of references. Address 
Box K-332, care of Harpware AGe, 100 East 42nd 
St., New York 17, N. Y. 





POSITION WANTED— SALESMAN OR 
SALES AGENT: Recently discharged from Navy, 
previously had several years’ experience contact- 
ing woodworking trade selling smail equipment. 
Desirous of Making Connection with Reliable 
Manufacturer of Woodworking Equipment as 
Sales Representative. Free to travel anywhere in 
United States. Salary open. Address Box K-331, 
care of Harpware Ace, 100 East 
New York ae ' N, Y. 


WANTED: POSITION AS SALES REPRE- 
SENTATIVE, 20 years’ experience in sale of 
tools. Strong following among jobbers of hardware, 
mill supplies, plumbing and heating, and electrical 
supplies, in Texas, | ouisiana, Oklahoma and Ar- 
kansas. Address Box K-323, care of Harpwarr 
Ace, 100 East 42nd St., New York 17, N. Y 








ATTENTION MANUFACTURERS—EXEC- 
UTIVE BEING RELEASED War Industry. 
Opening Aggressive Sales Office Contacting Out- 
lets in Tennessee. Have valuable connections in 
this fast growing territory Commission basis. 
References. Write Box K-330, care of Harp- 
NY. Ace, 100 East 42nd St., New York 17, 


BUILDERS’ HARDWARE, CABINET 
HARDWARE AND TOOL LINES wanted for 
Maryland, Delaware, Pennsylvania, Western New 
Jersey, by Manufacturers’ Representative with 
12 years of Successful Hardware Sales Experi- 
ence. A Thorough Knowledge of the Wholesale, 
Retail Hardware, Lumber and Mill Supply trade. 


Address Box K-220, care of Harpware Aoz, 
100 East 42nd St., New York 17, N. Y. 

E xP SRIENC ED SALESMAN with Proven 
Successful Sales and Business Record is inter- 


ested in Representing Reputable Manufacturer in 


Southern Territory en commission hasis Have 
478 active hardware accounts References. For 
details kindly write Box K-329, care of Harp- 
ba Ace, 100 East 42nd St., New York 17, 


A HIGH GRADE SALESMAN WANTS to 
Represent Well Rated Manufacturers in Chicago 
and Middle West on Commission Basis. Prefer 
tested repeat products that can be sold to hard- 
ware jobbers, catalog houses, electrical supply 
jobbers, houseware jobbers and auto accessories 
jobbers. Twenty years’ experience with excellent 
oe Address John C. McCarthy, 6627 Glen- 
wood Avenue, Chicago 26, THinois. 


42nd St.. | 








WANTED WHOLESALE GENERAL HARD- 
WARE SALESMAN. Also Electric Supply 
Salesman for Arizona Territory. Address Box 
K-300, care of Hanpware Acz, 100 East 42nd 
St., New York 17, N. Y. 





WANTED—HARDWARE BUYER, EXPE- 
RIENCED for New England Jobber. Address 
Box K-336, care of Harpware AGez, 100 East 42nd 
St.. New Yerk 17, N. Y 





COST AND BILLING CLERK THOROUGH- 
LY EXPERIENCED in Wholesale Hardware 
and Manufacturing. Permanent Position. Good 
opportunity for advancement. Address Box K-338, 
care of Harpware Ace, 100 East 42nd St. 
New York 17, N. Y 





WANTED: EXPERIENCED HARDWARE 
SALESMAN to Cover New England Territory 
for Jobber. Address Box K-335, care of Harp- 
ware AGE, 100 East 42nd St., New York 17, N.Y. 





SALESMAN WANTED:—TO SELL A NEW 
LINE of Metal Folding Kitchen Step Stools— 
Bath Stools—Bar Stools, etc. All Territories— 
Commission Basis. Address Box K-334, care of 
ee Ace, 100 East 42nd St., New York 
17 . 





MANUFACTURER’S AGENT — AGGRES- 
SIVE, RESOURCEFUL, COLLEGE GRAD- 
UATE, age 34, with ten years’ successful sales 
pire desires to represent manufacturer of high 
quality builders’ hardware in Washington, D. C. 
and Surrounding States Married, 3 years Wash- 
ington residence, wide acquaintance. Address Box 
K-333, care ef Harpware AGr, 100 East 42nd St., 
New York 17, N. Y 

4 


HARDWARE WHOLESALER NEEDS SEV- 
FERAL SALESMEN for the following territories: 
Connecticut, Central and Upstate New York, 
Pennsylvania, Virginia, Maryland. Could be 
handled with another line. Address Box K-337, 
care of Harpware Acs, 100 East 42nd St., 
New York 17, N. Y. 





PAINT — HARDWARE — MILL — SUP- 
PLY. Experienced Salesman Wanted by Large 
Lumber Yard. Salary and Bonus Arrangement. 
Address Box K-321, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 


CHINA:—AS SOON AS SHIPPING PER- 
MITS I am proceeding to Shanghai, China, to 
open a Hardware Sales Office. I want Hardware 
Lines, Tools, Bicycles, Electrical Specialties of all 
descriptions for this enormous unlimited market. 
Have resided in China previously. Address Box 
K-314. care of Harnpware AGez, 100 East 42nd St., 
New York 17, N. Y. 








SALESMAN, CURRENTLY 
LEADING JOBBERS and Dealers Texas, Louisi- 
ana Headquartering Houston, desires change con- 
nections. Average earning on commission $16,- 
000.00 yearly past 7 years. Wants saleable prod- 
uct preferably one needing developing with ad- 
vancement possibilities and earnings commen- 
surate with ability. Excellent references. Ad- 
dress Box K-311, eare of Harpware Acez, 100 
East 42nd St., New York 17, N. : 


WE HAVE A NEW BUSINESS ESTAB.- 
LISHMENT, consisting of Hardware, Plumbing 
and Electrical Supplies. We will carry a Full 
Line of Tools, Paint, etc. Manufacturers and 
Jobbers Representatives are invited to call upon 
us. a Hardware, 45-52 46th Street, Woodside, 
N. . 





NEW TYPE KNIFE SHARPENER NOW 
AVAILABLE. Excellent for Manufacturer of 
Turned Wood Products. Easy to manufacture 
at very low cost. Patent 2,347,856 issued 1944. 
Will sell outright or grant license on attractive 
terms. Many other new hardware items. McCon- 
nell-Petermann Co., Inc., 16114 Burt Road, De- 
troit 19, Michigan. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE 
Sales-Organization . . . Boston ———- and 
Warehouse . Dun and Bradstreet rated 
Plan for Post War now. Address Perkins Sales 
Co.. 610 Newbury Street, Boston 15, Mass. 





MANUFACTURERS LINES WANTED. Sell- 
ing Direct to Dealers and Mill Suppliers for past 
23 years, Hardware, Electrical and Lines. 
Have a large following in New Jersey and New 
York. Carry some stock. Address Box K-219, 
care of Harnpware Acer, 100 East 42nd St. 
New York 17, N. Y. 





MANUFACTURERS’ AGENT with twenty- 
three years’ experience calling on the hardware 
trade desires Additional Quality Lines only te 


| sell to the jobbing trade in the Central States on 


a commission basis. To assure establishment of 
your product in these chagnels write me. Box 
K-326, care of Harpwarge Aes, 100 East 42nd 
St., New York 17, N. Y 


SALES REPRESENTATIVE — NEW JER- 
SEY Handling Abrasive Line to hardware, paint 
dealers, mill supply, millwork and some indus- 
trials; desires Additional Line on straight com- 
mission to these classes of trade. Thorough and 
aggressive coverage assured. Address Box K-325, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 








SELLING | 





FACTORY REPRESENTATIVE IN A PO- 
SITION to Handle One or Two Additional Lines 
of Merit for Southwestern Territory. Fifteen 
years of good standing with the automotive, hard- 
ware, sporting goods and toy jobbers. University 
Sales Company, Factory Representatives, 3717 
Stanford Street, Dallas 5, Texas. 





MANUFACTURER! WE ARE THE REP- 
RESENTATIVES YOU WANT in Illinois, In- 
diana, Iowa, Minnesota and Wisconsin. Capi- 
talize on the combination of youth and experience 
we 3 men have to offer. Be assured of aggres- 
sive competent representation. Your line will 
not be a sideline to us. Address Box K-313, care 
of a Acs, 100 East 42nd St., New York 
17, ° 





ATTENTION MANUFACTURERS — IF 
YOU WANT COMPLETE REPRESENTA- 
TION in the Southeastern States to sell your 
product to the hardware, building material and 
wholesale grocery trade, write us. We, as Man- 
ufacturers’ Agents, increasing our activities, are 
interested in obtaining other reputable lines. Ad- 
dress Box K-328, care of H+rpwarz Acr, 160 
East 42nd St., New York 17, N. Y. 


HARDWARE AGE 
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MANUFACTURERS’ REPRESENTATIVE 
WITH 16 YEARS’ EXPERIENCE Centered 
Upon Hardware Jobbers & Chain Stores in the 
following States:—Missouri, Kansas, Oklahoma, 
Texas and Arkansas seeks Additional Major Line 
or Lines of Staple Hardware on commission basis. 
Also established with Department Store Trade. 
Excellent References. Address Box K-315, care 
of <a Acs, 100 East 42nd St., New York 





SELL SOUTH AFRICA 


GENERAL MERCHANDISE (PTY), LTD. 
(Affiliate of Katz & Lourie, Ltd., Johannesburg) 
(Dun & Bradstreet Rating) 

- SAR STURER'S AGENT—Est. 1896 
xeellent Coverage — All Af 
Write G. Richardson, U.S.A. ge — 
nent Office, ¢/e Anglo African Shipping Co., 245 Fifth 
Avenue, New York 16, N. Y. 


CALIFORNIA AGENT OF CABINBT 
HARDWARE MANUFACTURER DESIRES 
SEVERAL ADDITIONAL LINES OF BUILD- 
ERS’ HARDWARE, AFFILIATED ITEMS 
SOLD THROUGH JOBBERS ONLY WILL 
BE GIVEN AGGRESSIVE REPRESENTA- 
TION. WRITE, J. M. HEZLEP, 1014 PALA 
DORA AVENUE, PASADENA 7, CALIFOR- 
NIA. PHONE: SYCAMORE 4-2886. 








SALESMEN-REPRESENTATIVES 


We Require Representation In All Territories. Sales- 
men Calling On Wholesale Hardware Trade, For a 
Line of Mon’s and Ladies’ Soles, and Leather Strips. 
Liberal Commission and Protected Territories. Only 
Those With a Good Following Need Apply. 


OSTER LEATHER COMPANY 
87 Frankfort Street New York, N. Y. 








Distribution—Present and Postwar 
tablished—Reliable— Aggressive 


Selling Agents 
ANCO conrenanion. Pittsburgh, Pa. 
Offices 


New York - - Philadephia «Da —— Chicago - Cleveland - Louisvilie 
Covering all classes of jobbers. We will carry the 
accounts or you can bill direct. 

Write for further information and references 








WANTED: MANUFACTURER'S AGENT 


selling to Hardware Jobbers and Better Hardware and 
Paint Retailers in St. Louis, Eastern Mis: and 
Southern Illinois. Well established line of cement and 
ehemical sundries that have been consistently adver- 
tised for years. Commission on present volume more 
than $1000 annually but potential possibilities are 
much greater. Sales manager will be in territory 
shertly after January lst for interview. For further 
information write to Box 70, Scranton, Pennsylvania, 
giving full particulars regarding qualifications. 











LINES WANTED 


lo Texas, Oklahoma, Arkansas, Louisiana, Mississippi 
and Memphis, Tennessee — by Well "Sinaneed Sales 
Organization—20 years Selling Electrical, Department 
and Hardware Trade—Warehouse and Display Rooms. 
Best references. Personal conference can be arranged. 


Write Box K-261, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








DENMARK 


Reputable Manufacturers Agent desires Agencies for 
Denmark In Builders’ Hardware, Garden Tools, Me- 
chanies’ Tools, Cutlery, Household Artieles and Allied 
Lines. Catalogues and Prices to: 


AAGE DENMAN 
18 Aabenraa Copenhagen, Denmark 





MANUFACTURERS ATTENTION! 


THIS HONEYMOON CAN'T LAST 


I promise to give your Hardware, Housefurnishing or 


Toy Lines Intelligent Conscientious and Aggressive 
Coverage in my territory, from Maine to Washington, 
D. C. . . . let’s get together for a mutually profitable 
hook-up now... but particularly 


LAT le 
Address Box K-339, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





AGGRESSIVE SALES ORGANIZATION 


Capable Producing Volume Business from RETAIL 
LUMBER By LINE YARDS, RETAIL HARD- 


WARE trad 
MISSOURI (Rural) 
KANSAS (Rural) 
OKLAHOMA (All) 
ARKANSAS (All) 
We Need One or Two Good Lines. Will Finanee er 
Sell on commission 
Address Box K-316, eare of ey aes 
100 East 42nd St., New York 17. N. 








EXPORTER 


Well represented in Central and South America de- 
sires Contact with Manufacturers of Small Tools, Files, 
Pliers, and Similar Articles Suitable for Hardware 
Trade. Export Details and Payments will be taken 
care of by us. 


Address Box K-28!, caro of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 





MANUFACTURERS ATTENTION 


MAKE YOUR POST WAR PLANS. AN ESTAB- 
LISHED MANUFACTURERS AGENCY, SERVING 
THE HARDWARE AND ASSOCIATE TRADE IN 
THE MIDDLE WEST, CAN USE SEVERAL HEAVY 
LINES AND NEW PRODUCTS. 


Address Box K-322, eare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











EASTERN PENNA., SO. NEW JERSEY 
DELAWARE AND MARYLAND 


Plans are laid to offer to Automotive, Hardware and 
Building Lines Manufacturers Good Sales Coverage 
starting January Ist, 1946, in the above territories. 
ADVISE DETAILS, Sales Policies and Catalogue 


Material. 
T. ROY MUMFORD 


2837 So. 17th Street Philadelphia, Pa. 





WANTED 
SALESMAN FOR STATE OF MICHIGAN 
To Sell Well Known Line of Popular .Priced 
Measuring and Hand Tools to Hardware 
& Tool Retailers. Line is Well Known in 


State. Commission Basis. 
Address Box K-312, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








SALESMAN WANTED 


Calling on Hardware Stores and Lumber Yards to 
Handle as a Side Line, Paint Brushes, Builders’ 
Hardware, Ladders, Ladder Accessories and Special- 
ties. We handle our own billing. Territory Open: 
South Eastern States, Pennsylvania and Ohio on Com- 
mission Basis. When Replying Specify Lines Now 
Handled. This is a Good Opportunity for Workers. 
Address Box K-318, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





25 YEARS 
PERSONAL CONTACT 


Selling te Leading Jobbers Met. New York. Strong 

Following. Keen Merchandiser. Desires Sales Repre- 

sentation Additional Advertised Lines of Hardware— 

Housefurnishings. Served Throughout War as Chief 

Pur. Agent Important Government Agency. 
EDWARD WEINGARTEN 

36-40 Bowne Street Flushing, N. Y. 








SUCCESSFUL SELLING ORGANIZATION 


Located in St. Louis, Employing Eight Hard-hitting 
Salesmen Contacting Wholesale Hardware, Drug and 
Grocery Trades and Leading Department Stores 
throughout the Middle West desires New Connection 
with Manufacturer. Will do own billing and shipping. 
Immediate Distribution. What have you to offer? 
Address Box K-317, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 











FRENCHMAN, EXPERIENCED IN STEEL AND 
HARDWARE SALES in France and Other European 
Countries, Wants to Represent American Lines of Steel 
Products, Especially Light Metals, Containers and 
Kitchen Equipment. Well acquainted with American 
Business Methods. Very Live, Smart, Stand-Up Free 
Frenchman Whom | Met When | Was Newspaper War 
Correspondent. For details, write me, Herb Graffis, 
Daily Times, Chicago, or direct to Roger Lavarde, 8, 
Rue de Belloy (XVie), Paris, France. 


DIRECT Peate REPRESENTATIONS 
FOR CHILE AND BRAZIL 
Manufacturers Sac dh bot and Mitt. estab- 
lished 1917, highly introduced A-1 clientele, desires 
exclusive representations all lines of HAKDWARE 
and kindred trades including Builders, Cabinet, Trunk 
& Suit Case, and Murine Hardware, Cutlery, Wire & 
wire products, electrical appliances, lamp fixtures, 
fluorescent lighting products, incandescent electric 
bulbs, radio tubes. Hand Tools, ete. Chief Executive 
now in New York. Write te Box K 299, ¢/o HARD- 
WARE AGE, 100 E. 42nd St., New York 17, N. Y. 

















ATTENTION 
MANUFACTURERS’ REPRESENTATIVES 
Old Established, Western Pennsylvania Firm, Making 
Plastic Filling Compounds, has following territories 
open: New England States, New York, New Jersey, 
Eastern Pennsylvania, Delaware, Maryland, Distriet 
of Columbia, Virginia, North and South Carolina; 
Commission basis. Representatives with thorough 
acquaintance with Dealer, Jobber and Syndicate Buyers 

for at least 5 years considered. 
Address Box K-320, care of aeneene AGE 
100 East 42nd St., New York 17, N. Y 











SALESMAN 
WANTED 


Attractive Proposition for 
Salesman under forty with 
Midwestern Wire Company. 
Must have Steel Background 
and Prefer Man With Wire 
Sales Experience in Mid- 
west. Send small photo and 
full details first letter. 


Address Box K-324 


Care of Hardware Age 
100 East 42nd St., New York 17, N. Y. 








| 


| 








| 
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MICHIGAN 


Our business is selling — not just order 
taking. 

One salesman had 3 years of general 
Hardware and 4 of mill supplies, the bal- 
ance have had shop experience. All have 
been selling for years. 

No salesman handles more than three 
lines and then not always to the same in- 
dustry. 

Have acted as manufacturers’ representa- 
tives but will now consider consigned stock 
or will be a wholesaler if we have the line 
exclusive in our territory. 

We contact Architects, Heating and 
Plumbing Engineers and sel] production 
items to manufacturers, specialities to job- 
bers of plumbing materials, HARDWARE 
MERCHANTS and others. 

Do not handle competing lines nor de we 
act as brokers. 

Prefer quality items in tools, cutlery, etc., 
but will consider anything of merit espe- 
cially if sold to the independent Hardware 
merchant. 

What do you wart sold and how do you 
prefer the accounts handled? 

Address Box K-291, care of HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 





MANUFACTURERS AGENTS 


Calling on Hardware and Automotive Jobbers 
to Sell Complete Line of Screws, Nuts, Bolts 
Washers, etc., put up in attractively packaged 
assortments of fast-selling sizes. Steady repeat 
business. Liberal Commission. Exclusive Terri- 
tories. 
Address Box K-289, care of pane ‘ones 
100 East 42nd St., New York 17, N. 














TO MANUFACTURERS 
OF HIGH STANDING 


A Ready Made Efficient High Speed Sales Organ- 
ization Covering All Or Any Part of The Pacific Coast 
Is At Your Service. For Action, Address ALAN P. 
CLINE AND ASSOCIATES, !16 New Montgomery 
St., San Francisco 5, Calif. Manufacturers’ Repre- 
sentatives Covering the Wholesale Automotive, Hard- 
ware and Chain Store Trade. 








SPOT CASH FOR 


New or Used Oil Ranges and Heaters, Coal 
Laundry Stoves, Kitchen Cabinets, Utility cabinets, 
Motal Furniture, _—— Heaters and Applianses, 
New Linoloum Rugs, A. B. Pack Radio Batteries, 
ete. Cali, Wire, or Send Price List to: 


CITY FURNITURE & HDWE. CO. 


P. O. Box 628 Maryville, Tena. 
Phone 898 











ONION SETS 


Best a ileal cleaned, screened 
and graded. 

Let us know your requirements, we will 
be pleased to submit prices. 


OLTHOFF BROS. 
South Holland, Ill. 
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TWO NEW UPRIGHT MOD. 
ELS for frozen food storage and 
Style A- 18 oa ft. 
Style B- incl 












Processing. 

aon. 

Mormal temperature rt- 

ment. Chest model — 12 cub. ft 

capacity. — price! Tremen- 
! 












Tyler Fixture Corp., Dept. H-11, Niles, Michigan - 
Please rush illustrated booklet on HARDER E 
freez ( ) upright models ( ) chest model. 







| 
| 
| 

























P 


and you offer 
the finest! 


Wy Ete lock Company 
Worlds Largest Exchurive Padlock Manufactured 
MILWAUKEE. WIS..U.S.A. * 



































GOLF CARTS. 


NEW 1946 MODELS 
immediate delivery 
Steel frames—ball bearing 

.wheels—weighs 10 Ibs. 
PRICED TO SELL AT $19.95 
Send for FREE catalogue 
and prices. 


Big Discounts to Dealers 






The HANDICART CO. 


Cal 


Broadway Bldg., Pasadena 1 
SY. 6-7543 


Genui"Y DOMES 9 SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 
40c SET - 10c SET - 10¢ SET 


















SAVE FURNITURE 
G FLOORS - CREATE QUIET 


Look for name | 
"Domes of Silence'’ | 
| 





Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds. wood beds, large 
chairs and all furniture 


Ask your Jobber I plied write fo 


DOMES of SILENCE Inc., 35 Pearl St. N 
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A 

A & A Manufacturing Co. 
Acme Shear Co. 
Adirondack Chair Co. 
Aermotor Company 
Allied Cabinet Corp. 
Aluminum Cooking Utensil Co. 
Ambroid Co. 
American Chain & Cable Co. 
American Fork & Hoe Co. 
American Gas Machine Co. 
American Grease Stick Co... 
American Measuring Instruments 

Corp. . 
American Sponge & Chamois Co. 
Anderson Mfg. Co., Ben H. 
Arcade Mfg. Co. 
Armstrong Bray & Co........... 
Armstrong Bros. Tool Co. 
Asbestos Textile Company, Inc. 
Associated Manufacturers, Inc. 


Atkins & Co., E. C. 
B 

Baker Mfg. Co. 

Bassick Co. 


Behr-Manning Corp. 

Bethlehem Steel Co 

Blaisdell Pencil Co 

Boston Varnish Co. 

Boston Woven Hose & Rubber Co. 
Brewer & Sons, Chas. A. 
Buckeye Aluminum Co. 


Bushman Saw Div. 
Warehouse) 


Cc 
Cahil Manufacturing Co. 
Camfield Manufacturing Co. 
Camillus Cutlery Co. 
Carrollton Mfg. Co. 
Carvanite Products 


| Century Metalcraft Corp. 
} Champion Hardware Co. 
| Champion Lamp Works 


Champion Motors Co. 

Cheney Hammer Corp., Henry 
Chicago Die Casting Mfg. Co... 
Ciilcago Roller Skate Co. 


| Chicago Wheel & Mfg. Co. 


Clayton & Lambert Mfg. Co. 
Clemson Brothers, Inc. 

Clover Mfg. Co. "e 
Coleman Company, Inc. ... 


Collot Supplies, A. M. , 
Columbia Malleable Castings 
Corp. , ee 


Columbian Gene Co. 
Columbus-McKinnon Chain Corp. 
Congress Die Casting Div. 
Conklin Pen Co. 

Consumers Glue Co. ‘a 
Corbin Cabinet Lock Co. 
Corbin Screw Corp. 

Cory Glass Coffee Qrewer Co. 
Coughlan Co., G. N. 

Covert Mfg. Co. 

Crescent Bronze Powder Co. 
Crescent Tool Co. 


Cross & Co., Inc., W. W. .. 


D 
Damascus Steel Products Corp. . 
Darra-James Corp. 


Davis & Newcomer Elec. Elevator 
Mk (icéennsar : 


Dayton Pump & Mfg. Co. 
Dearborn Stove Co. 
Delta Mfg. Co. 
Devoe & Raynolds Co., Inc.... 
Diamond Calk Horseshoe Co. 
Dietz Co., The R. E. ........ 
Dixon Crucible Co., Joseph 
Dobbins Mfg. Co. 
Domes of Silence ,............... 
Dow Chemical Co 


. 213 (Bushman Saw Div.) 


anenen Steel 
! 


204 Horrocks-Ibbotson Company 


of Motor biereeeedl 


Duo Therm Div. 
66 Corp. 
67 | du Pont de Nemours & Co., gg 
(Nylon Bristles) 


84 | Eagle Lock Co. a - 
109 | Eclipse Moulded Products Co. 
148 | Economics Laboratory, Inc. ..... 





. 207 | Ekco Products Co. 


| Electric Sprayit Co. 
198 | Electro-Line Products Co. 
113) Embury Mfg. Co. 
12! | Estate Stove Co., 
216 
176 F 
177 | Faultless Caster Corp. 
201 | Federal Tool Corp. 
195 | Formica Insulation Co. 
50 | Fox Shotguns 
Fuller Tool Co. 
Fulton Bag & Cotton Mills 


The 


G 

Gardiner Metal Co. 

General Consumer Products, Inc. . 
General Electric Co. 

Heme Leundty .......0...00%. ‘ 

Lamp Div. 

189 | General Steel Warehouse Co. 


46 | Gerity-Adrian Mfg. Co. .. 
Gilmer Co., L. H. 

80 | Girton Mfg. Co ..... Ae 
Glad Rag Products Corp. 
Goldweber, Bernard 

11 | Grand Specialties Co. 


H 
Hall Level & Mfg. Works 
Hamilton Beach Co. 
Handicart Co., The ... 
Hanson Scale Co. .. 
Hartford Element Co. 
Hiflex Co., Inc. 
2B Hill-Shaw Company 
Hooven & Allison Co. ........... 


Horton Mfg. Co.. Fort Wayne, 
SE “ecwaddanes ahcoannse nen eee 

Huenefeld Company, The 

Hyde Mfg. Co. .... 


Hydro-Tex Corp. 


. 174 1 


Iinois Bronze Powder Co. 
Independent Lock Co. 
International Salt Co., Inc........ 


_ ae J 
- 204 | Jackson Mfg. Co. 

-++ 212 | Joesam Co., Inc., 
- 125] Johnson's Arms & Ce Works, 
. Wg Iver ... 


9 | Johnson & Sens, 5 C. 


2 | Johnson Steel & Wire Co., Inc.... 


. 006 | Gute Go, The... 06. bo... c.cicecn.. 
3 K 
170 K-D Manufacturing Co. .......... 


K-R-O Company, The 
Kaul Importing Agency, 
Kay-Tite Company ............. 
217 | Kem-Tone 
68 | Ken Manufacturing Co. 
Kester Solder Co. ..... 
220 | Keuffel & Esser-Co. ........ 


- Keystone Stee! & Wire Co.. 

19 Kirk Molding Co., F. J. ... 

10 Koppers Company, Inc ........ i 
139 SE | Sxavdedgedstuchubane% 

174 L 

54 | Lake Chemical Co. 


221 | LaPorte Corp. ...... i 
224 | Larson Co., Charles O. ... 
39 | Lavelle Rubber Co. 





: . Durham Co., Donald ..... 

; Duro Metal Products tema Tool 
215! Div.) ... 179 
45 
173 E 


. 123 
. 202 


110 
71 
55 


. 194 


112 
161 


3! 


12-13 


206 
35 


. 215 


211 


HARDWARE AGE 
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Lea 
Leec 
Libt 
Libe 
Littl 
Lows 
Lune 


Mac! 
Maje 
Mani 
Mars 
Masc 
Mase 
Mast 
Maye 
Inc. 
McAI 
McGi 
McKir 
Mell-( 
Merch 
Mercu 
Micha 
Midla 
Mill-R 
Miller, 
Miller: 
Milwa 
Minute 
Modgi 
Monar 
Moore 
Mortel 
Myers 


Nation 
Nation 
Nation 
Natione 
Neatsle 
Nelson 
New Br 
New Pi. 
Ney Mf 
Nichols 
Northla; 
Nott M 


Oliver | 
O'Malle 
Oster M 


Pacific f 
Park Me 
Pearl-Wi 
Perfectio 
Petersen 
Pioneer | 


Pittsburg 
Front C 


Plantabb 
Plastic M 
Plymouth 

Porter, Ir 
Prentiss-W 








Puritan C 


Ray-O-Va. 
Red Devil 
Red Jack 
Reflecto 
Remingto 
Research 
Riegel T 
Rite-Way 
Rival Mfq 
Robert 
Rochester 
Rogers Is 
Rolls Raz 
Rolyan 


NOV 
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nee! 
Ldn OOD 
Inc. 
“ 174 
Tool 
snes Oe 


123 
110 

7| 

co. @ 
. 194 


161 


219 
ie ae 
peend 70 

ina Oe 

. 185 

173 
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Leavitt Machine Co. 
Leech Products Co. ......... 
Libbey-Owens-Ford Glass Co. . 
Liberty Distributors divas 
Littlefuse Inc. 

Lowell Mfg. Co. 

Lund Company, C. A. 


Macklin Co. bea bnaie 
Majestic Tool Mfg. Co........... 
Manning, Bowman & Co. 
Marshalltown Trowel Co. 
POGSCR TOVS Ce. oi cccccccccccces 
Mason-Williams Co. . .204, 
Master Lock Co. ........ 


Mayes Brothers Tool Mfg. Co.. 
Inc. 


McAleer & Co.. Inc., 
McGill Metal Products Co. ...... 
McKinney Mfg Co. .............. 
Mell-O-Chime & Signal Co. .... 
Merchandise Mart ............... 
Mercury Aircraft. Inc. ......... 
Michaels Art Bronze Co. ....... 
SNE TG. ns. nksdbachesdense’ 
DN MG. kkndpcccsanecene 
Miller, Inc., Robert E. ...... 
Se PO TN cicdcdsncntececs 
Milwaukee Lace Paper Co. .... 
NY SD M60 ha ccnededencace 
IR a aicn ceucevepeinaded 
Monarch Hardware Div. 
Moore Push Pin Co. ............. 
| ee 
Myers & Bro. Co., 


N 
National Ideal Co, The 
National Lock Co. ........ 





National Mfg. Co. ........... . 162 
National Metal Products Co..... 226 
SONG cccccuchcdabenacwns 200 
Nelson Mfg. Co., L. R. ....... 210 
New Britain Machine Co.......... 162 
New Plastic Corp. ............. 203 
Se So ccbkendbsodecaasas 221 
Nicholson File Co. ............... 82 
Northland Ski Mfg. Co. .......... 5 
Nott Manufacturing Co. ......... 209 
° 
Oliver Iron & Steel Corp......... 57 
O'Malley Valve Co., Edward 17 
Oster Mfg. Co., John ........... 141 
Pp 
Pacific Plastic & Mfg. Co., Inc... 183 
Park Metalware Co., Inc. ....... 201 
Pearl-Wick Corp. . 40 
Perfection Stove Co. ....... . 137 
Peeirees BG: Ge. ici i ss ccscccss 207 
Pioneer Gen-E-Motor Corp. ..... 214 
Pittsburgh Plate Glass Co. (Store 
ee eer 
Plantabbs Co. .............. 200 
Plastic Molded Products Co. ..... 187 
Plymouth Cordage Co. ... 48-49 
_ . ae 197 
Prentiss-Wabers Prod. Co. 6 
Puritan Cordage Mills . 28 
e 
OPTS GO. oni ciceccccecs 1 
ee MEE WEE oA cacccincecss 171 
Red Jacket Mfg. Co. ..... 18 
Reflecto Letters Co. ........... ns ae 
Remington Arms Co., Inc......... 107 
Research Products Corp. ...... 182 
Riegel Textile Corp. ...... 218 
Rite-Way Prod. Co. ........... él 
SN RS MU. a docsndesenesnaews 158 
Robert Mfg. Co. ... 162 
Rochester Can Co. ...............- 219 
Rogers Isinglass & Glue Co....... 218 
ee GONE TE, otcccocdevcdsvess 56 
Rolyan Metal Products .......... 177 
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Royal Electric Co., Inc. ....... 220 
a eres 26-27 
Ryerson & Son, Inc., Jos. T...... 176 
s 

Safeway Chemical Co. .. 199 
Samson United Corp. ............ 65 
Sand's Level & Tool Co. ........ 225 





Savage Arms Corp. 
Lawn Mower Div............ . & 


Rifles and Shotguns ......... - 193 
|} Schollhorn Co., William ......... 152 
Sehwarts Mig. Co. ............0. 58 
Shelby Spring Hinge Co. ....... 165 


nr 


Slebring Mfg. Co. .............. 214 
Silent Sioux Oil Burner Corp..... 115 
ee NY SIL. hv tise sia gsasaeas 221 
TI, iis Ske pe ceemaae hae 33 
Stachaly ftadusieles ......cccececocs 211 
Slaymaker Lock Co. ............. 184 


Smith Corp., A. O. (Stoker Div.) 73 


Sol-O-Lite Mig. Co. ......00000. 213 
SEE. dk aca wecksekoucwans 74-75 
South Bend Toy Mfg. Co......... 160 
Southern Electric Products ...... 225 


Southington Hdwe. Mfg. Co., The 21! 


Speaker Corp., J. Wa....cccccces 182 
Speedway Mfg. Co. ............ 171 
oe errr rr ree 208 
| Sports Products Corp. ........... 204 
DE. 00Gs- Scsscexanences 177 
Standard Horsenail Corp. ....... 212 
Stanley Works, The .............. 20 
Stanton Supply Ce. ..c.cccicccce 36 
GL EI, budinnstoecdsceenauan 227 
Stevens Arms CGe., Ju....ccccccces 193 
Stevens Level Co., E. A........... 212 
Stewart tron Works ........0.e00. 192 
Superior Fastener Corp. ......... 174 
"Swift'' Lubricator Co. .......... 220 


Swing-A-Way Steel Products Co.. 169 


Sylvania Electric Products........ 25 
. T 
GG TE os nsccsdncnccces 157 
Templeton, Kenly & Co. ........ 174 
Tennessee Corp. (Loma Div.)..... 24 
Tennessee Valley Associates ...... 19% 
PITS TA. 05.odcasnscsscces 181 
Tudor Products Corp. ............ 219 
Tyler Fixture Corp. .............. 224 
U 
Union Hardware Co. ............ 155 
| Union Steel Products Co. ........ 226 
United States Time Corp. ........ a 
Upson-Walton Co. .............. 188 
Utility Appliance Corp. ........ 198 
Vv 
Vecs Products Ge. ...ccccccccics 206 
Val-A Company 199 





Vaughan Novelty Mfg. Co....... 207 


Vital Products Mfg. Co. ........ 221 
TD WED GU <icincccsccasncous 163 
w 
Waring Products Corp. ......... 117 
Warren Telechron Co. .......... 64 
Waterbury Companies, Inc....... 19% 
Waterman & Co., E. G........... 195 
Weinco Industries ............... 209 

Westinghouse Elec. & Mfg. Co. 


(Appliance Div.) 
Wheeling Corrugating Co 








White Machine Works .......... 

Whitlock Supply Co. ............ 208 

Wilson-Imperial Co. ............ 169 

Wooster Rubber Co. ............ 145 
x 

X-Acto Crescent Products Co., 

eC ary eer ee | 

X-Pando Corporation ............ 142 
Y 

Yale & Towne Mfg. Co. ......... 3, 29 

Yoder Manufacturing Co. ........ 16 








Twin Pin-ups for Profits 


OORE pusn-pins 


* THE PIN WITH THE HANDLE 


PUSH-LESS HANGERS 


& THE HANGER WITH THE TWIST 














Every home uses both Hangers and Push-Pins for 
heavy and light mirrors, pictures, wall decorations. 





MOORE PUSH-PIN COMPANY : Since 1900 


113-25 Berkley Street, Phila. 44, Pa 

















Nos 


24, 26, 28 and 30... 
HROUGH Factory-Built-In-Accuracy, develo 
degree of perfection, combined with careful inspection, Sand's 

| Levels have set the world's standard for 50 years. ORDER FROM 


veaurd 6 Glasses 
d to the highest 


YOUR HARDWARE JOBBER. 
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8631 GRATIOT AVE,, 7RU 


DETROIT 13, MICHIGAN 





If you’re a city fel- 
ler you don’t know 
how a leech sticks 
— but if you’ve ever 
been to the “ole 
swimmin’ hole”’— 
you know how a 
leech sticks. 


STICKS LIKE A~ 





FLUID CEMENT 


REG. U. S. PATENT OFFICE 1932 


We believe Leech Cements, including a special Model 
Builder’s Cement, have moreall around uses than any 
| other cementon the market. Attractively packed and 
| carded in sales-compelling displays—carries good mar- 
gin for both retailer and jobber. You can add it to 
your line at a profit. Drop us a postcard for prices. 


LEECH PRODUCTS CO. Box 243-C HutchinsonKs. 











—- Made to GIVE Service 


\ 
VY sp / 
& 





\ a“ e 
ee ...not require it! 
The improved “Dixie-Maid” 


ELECTRIC CHURN 






Quality components and rugged _ con- 
struction make Dixie-Maid Electric 
Churns five long, trouble-free service. 
Recent improvements include Jarger, 


round Splash Plate, Recessed Supporting 
Arms and heavier Cord with Switch, as 
illustrated. Slow-speed, Heavy a Mo- 
tor. Thumb-screw adjustment fits to 6 
gal. containers. Agitates all the milk— 
makes more butter faster. Production 
now being expanded. If your jobbers 
can’t supply you order direct. 


ELECTRIC PRODUCTS 


SOUTHERN 





BULLETIN 


NATIONAL METAL PRODUCTS 
COMPANY, 1024 CHATEAU STREET 
PITTSBURGH, PA., ARE NOW SELL- 
ING HEMMED OR KNIFE EDGE 
BRONZE. .0095° GAUGE, 100 FOOT 
COILS, PACKED IN A CARTON WITH 
34° X17 NAILS, PUNCHED OR PLAIN. 
SEND FOR SAMPLE TO PROVE ITS 
QUALITY. NO MORE THAN 15.000 
FEET SOLD TO A CUSTOMER 





DELIVERIES? 

















Get in on the 
BETTER BUSINESS 


TOOLS Can Get You 
- GRINDING STANDS 
SAW MANDRELS 


Useful Tools Well 
Made for the Home, 
Shop or Garage 
for 
Sharpening, Grinding, 
= Polishing or Buffing 
Metals, Plastics 
or Glass 















MANDRELS 
For All Purposes 
..in All Sizes 


WRITE FOR 
DESCRIPTIVE 
CIRCULAR 
OF OUR 
ENTIRE 
LINE 


~ TOOL MANUFACTURING CO. 


120 N. Jefferson Street 
Chicago, Ill., U.S.A. 























SOME THIS 
YEAR... 








While we won't be able to fill every or- 
der overnight, we'll soon be making 
some deliveries of Zipper Top Rubbish 
Burners. And, in time, they'll be avail- 
able in increasing numbers. Yes, and 

ZIPPER TOP you'll find them better looking and faster 
Rubbish Burners = ge]]ing than ever before...right on your 
peacetime sales bandwagon. 








PLENTY NEXT 
YEAR... 









oN 





Hi-Lo Picnic Stoves, too, will soon be 
ready for the huge pent-up demand 
that has piled up. We can’t promise de- 











liveries this year, but next year you HI-LO 
can count on plenty. So, watch for Plonle Stoves 
them. When they return, they'll help 
strike a new high in sales and profts 
for you. 
UNION STEEL PRODUCTS COMPANY 
12S Berrien Street . Albion, Michigan 








We Have ’Em for 
Prompt Delivery 


HEEL and TOE PLATES are 
a Big Profit 5c Retailer that 
sells all the year ‘round. 


1 KEN Heel and Toe Plates 
Sjare made of heavy steel 


a and packed in attractive 


attention arresting Envelopes complete with nails. 


Order from your Jobber. If he can not supply you, 
send your order direct to 


KEN MANUFACTURING CO. 


3673 S. Michigan Ave. 


Chicago 15, Ill. 








HARDWARE ACE 
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STARLINE DAN 
The Barn Equipment Man 


STARLINE PRODUCTION 


IS AT TOP SPEED gp ere 

Perpectid 

Ever increasing availability of materials, plus the most STAR LINE 
modern manufacturing methods, make it possible for Starline 

to report to Jobbers and Dealers “The Picture is Looking CANNON BALL DOOR HANGERS 

Better.” AND SELF-CLEANING TRACKS 


‘ , ’ , STALLS AND STANCHIONS 
Staggering backlogs of orders still remain, but production 


is going ahead at a much better rate than previously 
expected. Starline’s 62 years of outstanding service to the 


RUST SHIELDS 


ALIGNMENT DEVICES 





trade is your assurance that deliveries will be made at the BULL AND CALF PENS 
earliest future date. “Normalcy in business” is perhaps wish- WATER BOWLS 

ful thinking at this time, but Starline is bending every effort LITTER AND HAY CARRIERS 
to bring it about “earlier than usual.” HAY FORKS 






Depend on Starline for the best in Barn Equipment. VENTILATORS 


STARLINE, INC. 


Harvard, Illinois Albany, New York és 
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BOSS Kerosene Ranges excel in style and modern fea- 
tures which afford convenience and economy. Glass in 
oven door for visible baking—saves food, fuel and worry. 
Convenient shelf splasher and utensil compartment are 
el goydlol-to Mm MUS col ololce-i(ellaMilal am M-vels aa oie (-vel ah 

No [ol¢-11-9 DI-1 0} Mam Did Nd -Yololcellalo pes} @ Mel -e] (-TaNd-yola-TS-alcelitola 
elfolay 


THE HUENEFELD CO. CINCINNATI (25) OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 
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